


AN Progressive 
Dependable 


Lé 
a 


F 
i 
yyy 
cuyp 
; es 
rye 
rd 
j 
% 
il 
4 
\ é 
; Wt $ 
71. oe 
: . ” 
t 
‘ ‘wi 
on 
ae 
al 
tg. 
ae 


l 


ae yin 














uelo 
Ou 



































SHOCKS r% 








~_ 


without affecting accuracy 















Boe 

e@ Insures high maintained accuracy, lower mainte- Brodie BiRotor Meters are M 
nance and repair designed to absorb normal 

pressure fluctuations, shocks, ( 

@ Measuring element is not subject to distortion due surges or piping strains with- ~ 


out affecting measuring accu- 
racy. This means smooth, con- 
tinuous delivery at all speeds, 


to normal pressures, shocks or piping strains 


@ Complete static and dynamic balance of the two 





1 dependable longer life service 

sturdy rotors prevents vibration or damage from with less wear, maiacenance 
momentary over-speeding and repair. When you're look- oly 
ing into petroleum meters, TIS! 

@ Equalized pressure around measuring element as- look into Brodie BiRotors— 

sured by double case construction it’s what's inside that counts. 
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REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 
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Among other things . . 


The cover picture this month shows a boiler plate being 
perforated in a heavy press at the Fitzgibbons factory in 
Oswego, New York. 

The oilheating industry has a genuine interest in the 
broad affairs of petroleum, at least up to a point, because 
any favorable promotion of oil can’t fail to embellish one 
of its principal uses, home comfort. So we know that many 
of you were active during Oil Progress Week in October. 
Our coverage of this nationwide event, starting on page 80, 
uaturally mentions only a few token events. Also the 
Collacott story, speaking to the industry instead of the 
public, highlights straight thinking on the subject. 


Then we often get suggestions from readers that we 
pay more attention to the smallest dealers, and Bert Dunphy 
has put together a story of an interesting visit with one 
just across the river from New York. 
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Arthur J. Damm has been elected 
secretary and treasurer, The C. A. OL 
sen Mfg. Co., 
Elyria, Ohio, and 
The Henry Fur- 
nace Co., Me- 



















Ss of storage = dina, Ohio, suc- 
entiae. which packages” Underwriters mcrenllcy ceeding Edward 
fear of damage.” into serviceman’s ef oo C. Carlson who 
requitos “aY, installation assured becaus 5 eo see 
the job, assembling nor discssemange9® @ Damm has been 
alles | associated with 

= aca really tight quar. | Olsen since 1940 and has been a di- 

ghout. Fisct coment rector of both companies since 1946 

eed | in the capacity of assistant secretary 

— gilon tanks having | and treasurer, Prior to 1940, Damm 


or 2” tank | was with the auditing firm of T. L. 
Moise and Associates. 












Stanley L, Furber has been named 
sales manager, commercial building 
market section, 
commercial 
div., Minneapolis- 
Honeywell Regu- 
lator Co., Minne- 
apolis, Previous- 
ly, he was sales 
manager of mod- 
ernization and 
zone controls. 
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arm type gauge \ 
aa ae. Factory assembled, its 
rm permits immediate 


oil-tight installation. 
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John P. O'Donnell has been ap- 























one unit for 7 ganpipe all in pointed to the newly created position 
° tools whatey., "+ drums, Bt a ‘2 eostwities 
installanney Necessary fo; of deputy director for field activities, 


Oil Industry Information Committee, 
. American Petroleum Institute, New 
MANUFACTURED BY ch York 20. Coincident with the O’Don- 
Ue nell appointment, it was also an 


A : nounced that Donald R, Waugh: has 
P P L i E D M E C H A N ! C S C 0 ® been assigned to the post of sales m«n- 
ager. Waugh had been national field 


supervisor for the past two years, and 
in his new capacity will handle the 
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Here’s why the 


| fluid heat-waut FLAME WARM AIR FURNACE 
is so easy to sell! 


Dealers say it’s easy to make customers out of your heating prospects 
when you have these Fluid Heat advantages to talk about. 


ECONOMY OF OPERATION - -- rhe Fluid Heat 
Rotary Burner provides the maximum in fuel economy. 


It assures the greatest heat output from every drop of 
fuel oil used. Only one moving part —a fan that re- 
quires less power than a light bulb. 


Because of the exclusive design of Fluid Heat’s 
‘*‘Flameflex’’ hearth ring of stainless steel ... which 
directs the flame to the inside walls of the combustion 
chamber... rapid transfer of every bit of available 
heat is possible. The oversized blower provides quiet- 
ness of operation and can be adjusted for continuous 
air circulation. The one-piece welded steel base makes 
the cabinet dust-tight and leak-proof and provides for 
easy installation. An ideal unit because you have the 
most timely sales-clinching argument to make a cost- 
conscious prospect a “‘sold’’ customer. 


MODERN DESIGN AND FINISH --- Lhe beauty 
of this cabinet, attractively finished in beige and red, 


will please your customers. Its functional design, with 
modern round corners, will save space without sacri- 
ficing heating efficiency. You can make customers of 
home owners and home builders alike because they 
appreciate these features which enhance home values. 








WF-7 
75,000 BTU/hr. capacity 
oS WF-11 

SS 110,000 BTU/hr. capacity 


il uid heats 


AUTOMATIC HEATING EQUIPMENT 
“WORLD’S ECONOMY CHAMPION” 


Division of ANCHOR POST PRODUCTS, INC. 
6700 Eastern Avenue, Baltimore 24, Maryland 
also Colbaugh Street, Red Oak, lowa 


oom A FLUID HEAT UNIT FOR EVERY HEATING PROBLEM ) 
UNITS . 


el , , Famous Fluid Heat OIL-FIRED UNITS GAS-FIRED 

in Pressure Burners. Four 

models, with firing Famous Fluid Heat Boiler 

rates from 7/10 to 12 Burner Units. Six models, 

gallons per hour. {> rated from 300 to 1090 sq. 
ft. of standing steam. 






With advantages like these, the Fluid Heat wall 
flame warm air furnace is easy to sell. Yes, it’s another 
profitable unit in the Fluid Heat line. And remember, 
Fluid Heat is constantly pre-selling your prospects 
through national advertising. So for your share of the 
fastest-growing sales in the heating industry, talk Fluid 
Heat, show Fluid Heat, and you'll sell Fluid Heat 
profitably! 
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New Fluid Heat Gas-Fired Warm 
Air Furnaces with rated 

inputs of 70,000 to 140,000 
B.T.U. per hour. 
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Single-port, self-piloting Fluid 

Heat Gas Conversion Burners. 

Rated inputs of 75,000 to 300,000 
VW B.T.U. per hour. 














Famous Fluid 
Heat Warm Air ~ 
Furnaces. Seven | 

models, from | 

75,000 to = 
335,000 B.T.U. ~~ 
per hour. * 
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: > 
© Famous Fluid Heat Wall 
Flame Rotary Burner. 
Two models with firing 
rates from 7/10 to 41 
gallons per hour. 
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V4’” PLATE — 1%” wall, TUBES 


Qualified for A.S.M.E. Marking 


V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 

A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 


INTERNAL BY-PASS for SLAB 
HEATING 


Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


Priced right: 


This UNIT, designed and built by mer with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, 
and to make what little cleaning and 
service necessary, as easy as possible. 


WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 











STEEL 


Water Tube 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A LIFETIME 
UNDER ANY CONDITIONS 





MAKERS OF THE FAMOUS 


ee ee 





FOR ROTARY BURNERS 


BALTIMORE ¢ BUFFALO © PHILADELPHIA ¢ SCHUYLKILL HAVEN © WORCESTER 
SAR. 2387 GAR. 7309 WAYNE 1625 S.H. 122 WOR. 4-4421 
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. . « « Names in the News 


sales and distribution of all informa- 
tion committee materials. O'Donnell, 
prior to his affiliation with the oi! in- 
dustry public relations program, had 
been sales manager, export division, 
Borden Food Products Company. He 
had been with Borden since 1°44, 
O’Donnell was New York dist ict 
editor for the Oil & Gas Journal from 
1940 to 1944. As deputy director for 
field activities, he will direct the op- 
erational phase of the OIIC’s program 
in the field. 


Joseph S. Topp has been appointed 
by Airtemp Div., Chrysler Corp., 
Dayton, Ohio, as 
staff specialist in 
charge of residen- 
tial aircondition- 
ing promo- 
tion. Topp joined 
Airtemp in 1947 
as a field engineer 
and has served in 
various sales and 
engineering capacities. Recently, he 
was executive engineer for the Wash- 
ington, D. C., region. In his new post, 
Topp will work with dealers and home- 
builders in the Detroit, Chicago, St. 
Louis, Kansas City, Dallas, New Or- 
leans and the west coast sales regions. 





William H. Franklin, William Frank- 
lin Corp., Merrimac, Mass., passed 
away suddenly of a heart attack, Octo- 
ber 13, at his home. 


Sales Appointments 


John Sape named district sales man- 
ager for Timken Silent Automatic 
Products in Indiana and Kentucky, 

Gerald R. Cox now sales representa- 
tive for The National Radiator Co. 
in northern California and Nevada. 

E. D. Dickson to head Chrysler Air 
temp’s new Florida sales region. 

William Young, senior and junior, 
join Boston Machine Works Company 
as manufacturers’ representatives in 
the Philadelphia, New Jersey, Dela’ 
ware and Maryland areas. 

Sterling Nicholson, Durham, N. C., 
appointed first wholesale distributor of 
Chrysler Airtemp products in Air- 
temp’s new wholesale product distr>u- 
tion program, 























































th assure the proper distribution 
. Only one fitting per radiator — 


B&G 
FLO- 
CONTROL 
VALVES 


Straight and angle 
pattern valves | 
which positively 















| prevent gravity cir- 
culationwhenpump 
isnotrunning. Easily 
sec este B & G Hydro-Flo forced hot water heating units provide the last word 
sactional in automatic radiant comfort heating. You can depend upon them to 
give more value per dollar because they are designed and built that way! 
In the B & G plant, the most modern manufacturing methods, 
scrupulous inspection and advanced engineering enable the company 
B&G to produce equipment of custom quality at mass production prices. 
AIRTROL 
SYSTEM B & G Hydro-Flo Products measure up completely to the standards 
ow by which every intelligent dealer judges the merchandise he recom- 
of 8A G Airtrol Tonk mends and sells. These standards are . . . good product . . . adequate 
and Boiler Fittings ‘ ‘iti ‘ ihili 
Oe 6 ha oe: service facilities . . . manufacturing responsibility and consumer 
pression tank and acceptance. 
prevents its return 
leis the systeu. A Send for catalog of B & G Hydro-Flo Products 
genuine remedy for 
air trouble. 








J=\ BELL & GOSSETT 


& 
e @ @ *? &a&- 8 F 
Dept. DE-7, Morton Grove, Ill. 
Canadian Licensee: S. A. Armstrong Ltd., 1400 O'Connor Drive, Toronto, Canada 
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Editorial 4 aks 


L. V. NICHOLAS died in Ottawa, Kansas, 
October 6, aged 72 years. The name 
means little to the present generation 
of fueloil men, but Nicholas was a 
stormy petrel in his active days. 

As president of National Petroleum 
Marketers’ Assn. in the twenties, he 
attempted to establish private brand 
products for independent jobbers to 
compete against major suppliers. Then 
he set up a collective buying agency 
for jobbers to buy from independent 
refiners rather than majors. His career 
included a spell with Cities Service, 
a short hitch with OPA. 

But his real interest to us lies in the 
fact that he operated a small refinery 
in Omaha in the years around 1918. 
His nephew Leod Becker, fresh from 
the trenches of France, went to work 
there, tending the little “tea kettle” 
stills. 

When Nicholas sold out to White 
Eagle, later a unit of Socony-Vacuum, 
Becker with oil in his blood stream 
went into publishing with “Oil News” 
and shortly after started the magazine 
that became “Fueloil Journal,” the live- 
ly ancestor of this present publication. 

If Becker hadn't gone to work for 
Nicholas he probably would have had 
no interest in the oil industry, hence 
no fueloil publication. 

It’s a little like saying that if your 
father and mother hadn't met, you 
wouldn’t be around. But anyway we’re 
glad that old L.V. was an oil man, rest 
his soul! 
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IN A BULLETIN of the OHA of Mary- 
land is an item about the Peoples Gas 
Light and Coke Co., Chicago, having 
recalled 23,000 permits it had previous- 
ly issued to home owners for space 
heating, due to the “current situation.” 

Now the grapevine brings the news 
that this “current situation” will be a 


10 





tough one to correct. A lot of under- 
ground storage laid by for this winter's 
peak is beginning to act up. It’s bub- 
bling up in the water wells of some of 
the farmers, and a few fires of no par- 
ticular damage are scaring people. 

The solution may be to bottle the 
stuff and sell it as fizz-water. 


i 
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TITUSVILLE, Penna., was the birthplace 
of the oil industry. The Pennsylvania 
RR has now discontinued passenger 
train service to the town and put its 
station up for lease. 

We don’t imply that the railroad is 
antagonized over Titusville having 
started the whole business of losing 
tonnage and passengers to trucks and 
cars. But it would be poetic justice. 


\7 
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IN ITS BULLETIN “Under the Fill” the 
Fuel Oil Distributors Assn. of New 
Jersey reports that one of its members 
is doing a land office business with his 
‘Heating Club.” The odd part is that 
this club is only a new name for its for- 
mer fueloil “Budget Plan.” 
Apparently the word “Budget” has 
unpleasant connotations to the average 
person while “Club” brings up impli- 
cations of entertainment. 
Kindergarten children form clubs on 
every pretext, and this goes on until 
second childhood. Better try it! 


\/ 
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WHAT CAN WE DO about the woolly 
bears? Our inclination is to label them 
frauds. For five years in a row they 
have forecast a mild winter and we've 
had one each time, particularly in the 
East. By the simple law of averages 
we're due for a cold one, but some ob- 
servers find the little caterpillars call- 
ing for one more mild season. 

Could it be that such a long spell 
of warm winters has changed the gen- 
eral nature of woolly bears? After five 
years of breeding to look like their 
folks they may never go back to the 
“old look” of 1948. 

Before us are clippings from the 
New York Journal of Commerce, New 
York Herald-Tribune, Paterson Eve- 
ning News and the New York World- 
Telegram. The score was three-to-one 
for a cold winter. But now the last 
mentioned paper shifts to warm, be- 





cause its woolies have gone and wid- 
ened their stripes. That makes it two 
and two. 

Our own investigations find the two 
ends black as tar but the center band 
very light and an inch wide. Let’s say 
that this points to a severe December 
and March with mild weather between. 
That’s as good as any other expert can 
guess, so we'll ride with it. 
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THE WHISKEY INDUSTRY is advertisiiig 
that today’s excessive taxes are encour- 
aging moonshiners and city slickers to 
make and peddle their own, The big 
illustration in the ad shows a still fired 
by a very conspicuous oilburner. There 
are two possible implications: 1) If 
they run out of oil and suspect that the 
revenooers are watching, the burner 
would probably run on their own 
“good natured” alcohol; 2) If they 
turn out white mule and haven't time 
to age it they could give it a fair color 
with a modest shot of No. 2. How can 
the gas industry hope to compete? 
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AT THE GOVERNMENT'S request the oil 
industry has created a million-barrel- 
a-day “defense cushion.” Considering 
all of the necessary adjuncts from pro- 
duction through refining through 
transportation to terminal storage, it 
represents an investment around three 
billion dollars. 

This entire action is unique in the 
history of American enterprise. On the 
other side, how is it all to be controlled 
economically? That much idle capacity 
hangs like a cloud over every com- 
pany’s marketing courage. It isn’t al- 
ways necessary to have a big surplus 
to find a soft market. 

The companies can’t get together 
and allocate their output nor freeze 
prices. Meanwhile their stockholders 
will begin to question so much idle in- 
vestment, particularly if present sur 
pluses hold on. 

It begins to look like more, not less, 
Government control on the far horizon. 
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FOR A YEAR now a lot of economists 
have been doing their darndest to talk 
us into a depression without much 


luck. 
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More profit or no profit in your fuel oil de- repeat calls...and tracking down com- 


livery operation? That depends on your use plaints? Join those who control priceless 
of time! minutes of the short heating season with 
Why tie up costly equipment and man-hours Scully Fuel Oil Delivery Aids. Control your 
in needless home entry, slow filling, spills, minutes, and you will control your profit. 






















SCULLY 




















































THROTTLE VENTALARM® Signal 
REGULATOR Model LA MM NREKKKEKKKKKRRS, 
For automatic For NEW tank 
control of installations. 
fuel oil Threaded top and 
pumping speed. bottom. Variety of Beem AROKOOOOOOK, 


models and sizes. 


4” square device easily installed 
under engine hood near carburetor. 


Ends hand throttle adjustment and = VENTALA RM® Signal 


needless racing of truck motor 
Model LC 


and pump. 
For OLD tanks in use. 
Compression fit top 
and threaded bottom. 
Variety of sizes. 





e > St See 









SCULLY SPOUT 


Sturdy, tapered spout. 
Companion piece to 
FasFill Connectors. 





VENTALARM® Signal 








FASFILL® CONNECTOR FOR HEAVY OIL 
Portable, hand tight connec- 3-Piece Assembly 
tion for nozzle and fill pipe of Type re 





all sizes. Speeds deliveries. Sees = siete 



















Stops blowbacks. Diaphragm . " 

head holds weight of gun. Cette 
eA Specify outside diameter of 1. PRESSURE 
eR gun nozzle when ordering. VENT CAP 
2. REMOTE 
WHISTLE 
SIGNAL 


SCULLY® GAUGE 
Big figures, readable at 


first glance. Face adjust- VENTALARM ® 


able to any angle. 


Specify tank depth G A U GE 


when ordering. 

Audible fill signal and 
gauge in one labor-saving 
unit for new tank installa- 
tions. Goes on tank as 
integral part of vent pipe. 
Specify tank depth and 
opening when ordering. 


“BUTTON-LIFT” 
Control of cork arm 
for easy installation 
of both gauges. 





3. INTRUSION 












Scully Products are Canadian Licensee for 






manufactured under U.S. Majority of Scully Products: 
cand Foreign Patents EMPIRE BRASS MFG. CO., 
arid Patents Pending. LTD., London, Ontario. 





SEE YOUR REGULAR SUPPLY HOUSE 


for VENTALARM Signal Products, Scully Gauge and FasFill Connec- 
tor. Write manufacturer for information on Scully Throttle Regulator. 


AMBRIDGE 41, MASS. 










90 
80 
70 
60 


50 
40 


30 
20 


10 t 10 


.e) ie) 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1948 1949 1950 1951 1952 1953 


Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuUELom & Orit Heat's estimates of shipments are: 


















ee SEVEN MONTHS 
Percent Percent 
1953 1952 Change 1953 1952 Change 
Conversion 55.132 43,238 + 27.5 291,844 230,585 + 26.6 
Boiler Units 7,097 6,326 + 32:2 34,153 29,563 + 15.5 
Furnace Units 17,589 17,247 + 2.0 95,798 84,392 = tees (Pf 
All Domestic 80,192 66,811 + 20.0 421,795 344,540 +> 22:4 
Commercial 3,740 3,589 “2 23,354 18,686 + 25.0 
Total 83,932 70,400 19.2 445,148 363,226 + 22.6 


OF DOMESTIC 
AND UNITS} 137 133 


' Thousands) End of 
Factory Stocks 
Dealer Stocks --- 
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September Minimum Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE-’BURNERS 


September $319 $710 $636 
August 318 712 638 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
September 138.3 Six monthsago 143.0 September 135.6 Six monthsago 134.9 
August 134.9 Yearago 145.3 August 134.9 Yearago 136.1 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES~ RETAIL CONVERSION BURNER - JAN. 1940=100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 = 1/00 ~----------~-=-- 
CONSTRUCTION COSTS - RESIDENTIAL- DEPT OF COMMERCE™- 1939 = 100 meme mmm > —— 
CosT OF LiviNG - BUREAU OF LABOR STATISTICS -— 1935-39=/00 
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Cilheating Trends 


ESTIMATED INSTALLATIONS of domestic 
oilburners and units during Septemb:r 
were 102,616 or slightly below the 
104,736 installed in the same month 
a year ago. The September instali.- 
tions were divided: New Homes, 3:°.- 
105; replacements of old oilburners, 
11,518; conversions from other fue’ s, 
57,993. 

Total installations for the first nine 
months of the year were approximate- 
ly 522,684, compared with 503,005 in 
the first three quarters of 1952. This 
shows a 4% rise this year. Factory 
shipments to the end of July, the latest 
available data, were some 22% above 
last year. 


BURNER STOCKS: On October 1, 
dealers had in their 
approximately 101,411 domestic oil- 
burners and units. This compared 
with 118,551 the previous month and 
with 109,804 the previous year, The 
current stocks were divided: Conver- 
sion oilburners, 55,994; boiler-burner 
units: 17,560; furnace-burner units: 
27,857. 


Factory stocks on July 31 were 
85,463 compared with 62,960 on the 
same date last year. 


warehouses 


TANK STOCKS: Stocks of consumer 
oil tanks in dealer hands on October 
1 were approximately 64,295 com- 
pared with 75,053 the previous month 
and 65,695 the previous year. The 
current stocks were divided: 220-275 
gallon, 56,672; 550-675 gallon, 5,508; 
1,000 gallons or larger, 2,115. 

During September, dealers paid an 
average of $34 for 275 gallon tanks. 
This is up $1 from August. By sec’ 
tions of the country, the September 
average was: New England, $30; 
Mid-Atlantic, $35; Midwest, $32; 
Pacific Northwest, $41. 


BURNER SALES OUTLOOK: At the 
end of the third quarter of the 
year the reporting group of dealers 
throughout the country estimated that 
their total installations for 1953 will 
be approximately 3% below th 
previous year. By sections of the 
country the estimates were: New Eng 
land, down 5%; Mid-Atlantic states, 
down 7%; Midwest, up 7%; and the 
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this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 
proof, light weight, easy to handle. 
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ALL KAMLOKS COUPLE AND UNCOUPLE 
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Pacific Northwest, down 5%. This is 
the most pessimistic prediction among 
the various estimates made during the 
course of the year. Up to now they 
have been predicting a small increase 
above last year. The fact that Septem- 
ber was down following two more 
favorable months probably accounts 
for the less favorable forecast. 

SALES RESISTANCE FACTORS: It has 
now been two years since we asked 
the reporting group to give us reasons 
from the consumer viewpoint why 
more oilburners are not being in- 
stalled. The table shows comparisons 
between September this year and two 
years ago. General unsettled condi- 
tions still lead with about the same 
percentages of total weight of re- 
sistance. In the second item of the 
table money seems to be easier now 
than it was two years ago, but then 
in the third item dealers indicate that 
they are not doing as much actual 
selling as they formerly did. 

There is relatively little difference 
in the fourth and fifth items of the 
table between the two dates of the 
surveys. The sixth item two years ago 
was a question of oil supply. Today 
that is a dead topic so we added 
another this time to our classifications, 
just so we would again have six items 
on which they could vote. 


Importance of sales resistance Factors 


1953 1951 

% % 

General unsettled Conditions 25 26 
Don’t have the Money 17 22 

Not enough real Selling 20 15 


Plan to buy gas Heat 16 14 
Expect Prices to drop 13 12 


Doubtful of oil Supply .. 11 
Folks still prefer Coal 9 : 


In addition to the six sales resistance 
factors mentioned in the table some 
of the dealers filled in other reasons. 
The two most important of these 
based on the number of times men- 
tioned were: Shortage of manpower 
and market saturation. On the man- 
power point dealers spoke both of too 
few salesmen available and too few 
trained installation or servicemen. In 
mentioning market saturation as a 
sales retarding factor some of the deal- 
ers cite specific figures ranging from 
70 to 80% of the homes now having 
oil or gas heat. 

Another sales retarding factor had 
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Oilburner* and Building Permits 








———_——OILBURNERS —DWELLINGS —— 
September 9 MONTHS September 9 MONTHS 
1953 1952 1953 1952 1953 1952 1953 1952 
39 $1 238 377 Albany, N. Y. dl = oa a 
136 Zz? 924 1267 Baltimore, Md. 408 213 3104 2592 
te oh Re Ae Binghamton, N. Y. 14 8 114 81 

Bloomfield, N. J. 63 4 270 63 
st ste s Boston, Mass. 33 16 286 51 
224 200 1062 707 Bridgeport, Conn. ee ste ~ 2 
i ed ve re Buffalo, N. Y. 29 59 399 62 
125 21 336 389 Columbus, O. ste a és oa 
: ae bie Ps Des Moines, Ia. 872 200 3304 702 
ibe ec ar ie Detroit. Mich. 179 291 2356 3211 
68 95 365 391 Elizabeth, N. J. 2 1 30 63 
42 45 271 288 Freeport, N. Y. + ae ed : 
ca co ans Greenwich, Conn. 32 49 240 1 
Sid i, ee Hackensack, N. J. 4 11 48 32 
178 ae 856 Hartford, Conn. sy, ee . 
i a8 “a as Hudson County, N. J. +? 4 : 
58 69 349 396 Irvington, N. J. 1 >| 22 26 
ie is i Lynn, Mass. 19 23 141 64 
Pre 29 ee 335 Meriden, Conn. ore Br ig a 
858 525 5541 3401 Milwaukee, Wisc. 238 230 2636 2236 
42 95 305 724 Minneapolis, Minn. 104 135 844 889 
42 26 195 204 Montclair, N. J. ae ay Te ae 
“ee 7 ne abe Morristown, N. J. 6 5 69 43 
43 48 276 266 Mt. Vernon. N. Y. Ste ss 
246 41 1477 1660 Newark, N. J. 
62 147 518 921 New Bedford, Mass. 
42 78 343 502 New Haven, Conn. 
a ts Ne a New Orleans, La. es Ke i ¥ 
32 68 309 287 New Rochelle, N. Y. 65 27 393 200 
2251 oF Si ..- New York City (Total) ‘ a a i 
1591 Ns s¢ tb Brooklyn-Queens 
660 747 4836 5176 Manhattan, Bronx, Rchd .. ie a Be 
74 84 531 626 Norfolk, Va. 36 76 500 993 
ie ae ae sis Oakland, Calif. Ae es ae a 
34 219 322 666 Omaha, Neb. 85 96 1355 893 
29 29 157 175 Orange, N. J. 2 2 16 17 
22 32 iy Ae 216 Passaic, N. J. ae Ska a Pe 
92 114 495 654 Paterson, N. J. 13 17 128 151 
aes ay an — Philadelphia, Pa. a ots ae as 
= an ae ils Plainfield, N. J. HM 9 113 134 
92 101 453 395 Portland, Me. 20 12 136 88 
448 506 2981 3582 Portland, Oreg. 132 168 1600 1175 
22 22 166 134 Poughkeepsie, N. Y. - a iP oa 
an 127 Re 875 Providence, R. I. 16 26 159 154 
= as He ee Reading, Pa. 4 10 61 59 
57 48 261 316 Richmond, Va. 34 26 396 467 
sia 93 a 433 Roanoke, Va. oe std aie re 
384 464 2304 2646 Rochester, N. Y. oa Sa ee a 
- 17 ey 124 Rockville Center, N.Y... i} we 58 
58 80 280 297 Salem, Mass. 8 7 65 47 
362 219 1268 1262 St. Louis, Mo. 23 39 251 417 
17 97 176 369 St. Paul, Minn. 118 117 940 986 
14 8 151 247 Schenectady, N. Y. ‘is ‘a ve a 
nal mP a ne Seattle, Wash. 105 154 1294 1421 
159 os ar Spokane, Wash. me se - ms 
< st ee "he Springfield, Mass. 43 100 782 646 
38 26 308 474 Stamford, Conn. ne ir oe a 
oa 5 _ 77 Syracuse, N. Y. 7“ 36 ns 380 
on ae . Trenton, N. J. 8 6 146 113 
ate see ai ae Utica, N. Y. 19 29 101 142 
115 119 587 866 Washington, D. C. “i we me oi 
ec < 2 se West Orange, N. J. 16 iy 226 332 
38 48 237 260 White Plains, N. Y. 37 16 225 117 
112 78 614 535 Wilmington, Del. 8 12 94 168 
179 217 1034 1366 Worcester, Mass. “— ae bet . 
68 104 618 562 Yonkers, N. Y. ah ors ie Pe 
3680 4400 23125 27315 Totals 2553 1969 19982 17588 
—16.3 —15.3 Percent Change 29:7 “13,6 


_ *Permits are not total sales in each market since none are reported from suburban areas. 
which normally account for 20% to 60% of total sales in each market: nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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to do more with the troubles of the 
individual dealer than his market. 
Quite a number complained that there 
were too many small dealers now sell- 
ing oilburners with very little knowl- 
edge of what to do with them. Then 
the oil price rise of this summer 


coor eeeeeoeo eee eee e eee er eee ee © & ote 8 oe 


bothered a few of the dealers. This is 
unusual because fueloil price very 
rarely has been mentioned in the past 
outside of the markets where oil costs 
a lot more than gas. Other factors 
mentioned as holding back sales were 
local industrial unemployment and un- 
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General Automatic’s New 
Floorlevel has been de- 
signed to save 37% on in- 
stallation time and labor! 





GENERAL AUTOMATIC 


The unit is totally enclosed 

. No screws or drilling 
needed for installation, no 
time loss for assembling 
the unit! Suspension brac- 






suspended by hangers 
which help reduce operat- 
ing noise due to creeping 
and expansion of metals. 


r Vey Heat output is now higher! 















kets lock in place in sec- 


onds, and the element is For easier, faster installa- 


tions . . . For the best look- 
ing, best performing hot 
water baseboard heating 
on the market today. . 

Specify General Automat- 
ic’s New FLOORLEVEL! 
Choice of two elements. 
TYPE T5 or R6. See below. 

















COMPLETE 
PACKAGE 


’ Minimizes inventories and 
eliminates added cost for 
assembling orders. Contains 
complete system, ready to 
install. Packages available 
to meet any size installation 



























TYPE T-5, TYPE R-6 
STANDARD HI-CAPACITY 
ELEMENT ELEMENT 















NOW. CHOICE OF TWO =SEND FOR 


ELEMENTS WITHOUT CHANGE §PREC. 
OF ENCLOSURE! 56 o 


Choice of two elements . . . Standard or Hi- 
Capacity . .. simplifies the problem of 
compensating for room heat loss. Use either 
element, or a combination of both, to confine 
heat application to cold outside walls... 
eliminating the need for baseboard along 
the inside walls! Both elements are de- 
signed to fit the same enclosure . . . no 
changes or adjustments are required. 
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OIL BURNER SERVICING! 
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aol a replace 
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d seal 






parts. A 
for use On 
truck. $6.50 
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helps ! 
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nuts. $3 


ELECTRODE 


or accurate 
nd setting 


Available at your jobber NOW! 
rh(DROVALV = CO. 


1319 Utica Ave.sBklyn 3, N.Y. 
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favorable agricultural conditions which 
affect activity in rural communities. 
ADVERTISING RESULTS: Dealers have 
often asked us if we had any specific 
studies where sales had been traced 
| in advertising inquiries and if so what 
| were the relative merits of the vari- 
ous media. The reporting group this 
| month gave us some very interesting 


| impressions on this subject. 








| The dealers were asked to rate each 
_ of the six media as to which produced 
| the most direct sales per dollar spent 
| in advertising. They rated these 1, 2, 
| 3, etc., on up to 6, if they had had 
| experience with all of them. Then by 

a mathematical computation we have 

translated this system of scoring into 


_ an overall weighted impression: 


Lowest Cost per Sale through 
Advertising 


Weighted Actual 


Impressions Analysis 


| Telephone Directory 16% 23% 
Newspaper 23 25 
Direct Mail 22 23 
Radio 16 16 
Billboards 11 13 
Television 2 0 


| Notice in the table that we have 
shown this comparative impression in 
two columns. After we got the origi- 
nal impression from the dealer group 
we then asked which of them were 
basing these figures on a specific tabu- 
lation of results. We found that 
39% of the reporting dealers were 
keeping daily records of advertising 
| inquiries that lead to sales. The sec- 
ond column is calculated in the same 
| way as the first, but it is based only 
on those companies that have kept 
actual records. 

There are two significant differ- 
ences between the columns. Tele- 
phone directory advertising shows 
up better under actual analysis than 
it does under the weighted impres- 
sions. That shows that the telephone 

people are not selling their facility as 
| vigorously as some other media, 

Then at the bottom of the table 
notice ‘under actual analysis no dealer 
rated television as good in results 
although in the first column with 
just unchecked impressions television 
showed up fairly well. This would 
indicate that it is actually being sold 
harder than its true value might 
warrant. 









SECONDARY FUELOIL STOCKS: Our 
regular semi-annual check on loci! 
bulkplant stocks of fueloil distributors 
was made on October 1. The resu':s 
show that in District I these bulk tan‘s 
are 64.9% filled while in District |! 
they are 66.7% filled. In each loc.- 
tion this represents quite a healtl. ; 
condition. On the East Coast, 
course, stocks were high on that da 
because the special summer discou: 
to consumers of 1¢ a gallon was r 
moved on September 30 which mea: 
that fueloil marketers would gain 
half-cent in value on whatever the 
had in inventory. This was not th 
case throughout most of the Midwes 
but it was important that secondar: 
stocks be relatively high in that are: 
because primary stocks were so lov 
in relation to a heavy winter demand. 

If we use the secondary bulk stor- 
age capacity figures of the Census 
Bureau and apply to those the per- 
centages by districts that we have 
mentioned, we find that the actual 
inventory of distillate fuels in District 
I on October 1 was 10,359,000 bbls. 
The actual inventory in District II 
based on the same calculation was 
7,640,000 bbls. It is interesting to 
notice the percentages given of capac- 
ity filled on October 1 and compare 
these with April 1 of this year when 
we found them 34.3% filled in Dis- 
trict I and 26.9% in District II. 


Kerosene & Stove Oil 


On October 1 stocks of kerosene 
and stove oil in District I represented 
77% of bulk storage capacity. in 
District II they represented 68%. If 
we again relate this to the Census Bu- 
reau estimate of tank capacity at the 
bulkplants, we find that the actual 
stocks on that date in District I were 
approximately 3,949,000 bbls. In Dis- 
trict II they were 4,157,000 bbls. 

Primary stocks of distillate fuels at 
refineries, terminals and in transit east 
of the Rockies on October 10 were 
111,585,000 bbls, compared with 105,- 
510,000 bbls. on the correspondiny 
date last year. Midwest stocks con 
tinue to run below last year in spit: 
of an anticipated larger increase in 
demand to cover both adjustment to 
normal weather and at least a 10% 
increase in burners operating. 
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‘Adjust the carburetor with the motor OFF? NO!” 
"Why Do It With An Oil Burner?” 






OIL and AIR 
ADJUSTMENTS 


while the burner is operating! 
aLP 


Available Now. 


Cl/ Low Pressu re @ Adjusts oil and air while burner is running 


@ Two Stage “Hydra-Vated” fuel unit 


TWO STAGE FUEL UNIT WITH @ Self purging reservoir 


’ @ Oil lift up to 15 feet vertical plus 38 feet horizontal 
SELF PURGING RESERVOIR - @Oil capacity range .50 to 3.00 g.p.h. 


@ No extra lift pumps required 
@ “Free Floating” piston 
@ Positive start and shut-off valve 





MODEL 


You wouldn’t let a mechanic adjust the Carburetor on your 
car with the motor off, so why would you even consider 
adjusting an oil burner while it is off . . . and you must 
with ordinary oil burners . . . but not Combustioneer. 


; Write for Combustioneer Franchise Detail 
Combustioneer ...1S BETTER pavers ranchise Details 


Combustioneer is the only Low Pressure Oil Burner on Lh S W, MU: / ] YE / 

which secondary air and oil capacity adjustments can be YP) A} Mi 0 We 

made while the burner is running! A simple screw adjust- FP ES ae EE RT aan ean ne _ 
Combustioneer DIVISION 

The Steel Products Engineering Company 

1332 W. Columbia Street, Springfield, Ohio 

Please send me, without obligation, all details about the 


new Combustioneer Low Pressure Two-Stage Fuel Unit 
. .. and about a Combustioneer Dealer Franchise. 


ment permits any exact fuel capacity selection between .50 
nd 3.00 g.p.h. 


AGAIN it’s Combustioneer 


\nother first. The new Combustioneer dLP Oil Burner 











NAME 
as a TWO STAGE Fuel Unit with a Self Purging Reser- FIRM NAME 
oir. For inside or outside tank installations . .. draws up STREET ADDRESS 
CITY = SOR... SAR 





cones sun ome nes es comes a em aoe oad 


38 ft. horizontally plus up to 15 ft. vertically. 


Guibustioneor | Gas Burners ® High and Low Pressure Oil Burners ® Stokers ® Humidifiers 
; Division—tThe Steel Products Engineering Company, Springfield, Ohio 


Pricloil 
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by 
Milburn Petty 


WASHINGTON—Realignment of the 
parties may be developing in the re- 
newed battle over oil imports. 

For qne thing, the coalition of coal 
interests and some representatives of 
domestic oil producers appears dead. 

This coal-oil alliance was dealt a 
blow last spring when the National 
Coal Association insisted upon includ- 
ing ift the Simpson Bill a 5% limit on 
residual imports in addition to the 
overall 10% quota on oil imports spon- 
sored by the Independent Petroleum 
Associatior® of America, 

Effect of the NCA’s proposal would 
have been (1) to allow more crude oil 
imports than were currently coming 
in and (2) to reduce residual imports 
by about 80%. 

Since the IPAA’s members were 
mostly concerned over imports of crude 
oil, the “joker” in the bill was em- 
barrassing. 

Also, the proposed 80% cut in resid- 
ual imports—which make up a very 
large part of East Coast supplies of 
heavy fueloil—aroused independent 
oil marketers. Otherwise, the market- 
ers might not have been interested in 
the imports fight if it applied only to 
crude oil. 

Many observers credit the oil job- 
bers with a major role in the 242-to- 
161 defeat of the Simpson Bill. 


Coal Seeks Cut in Residual 


Now, the coal people have started to 
beat their drums again for the Simpson 
Bill’s provision limiting residual im- 
ports to 5% of domestic demand, Im- 
ported crude oil is not mentioned. 

But the IPAA has turned away from 
legislation. Instead, they have called 
upon the importers to reduce imports, 
overall, to not more than 10% of do- 
mestic demand, And President Eisen- 
hower is being urged to use all the 
powers at his command “‘to encourage, 
permit and insure a prompt and effec- 
tive solution to the imports problem” 
so that this cutback can be achieved. 

In the event that no “effective 
means” is forthcoming to assure a 





Goveenment Influences on Fuels 


“proper place” for imports, the IPAA 
has directed its officers to urge “legis- 
lative action to effectuate the estab- 
lished and accepted industry policy as 
to petroleum imports” (that is, foreign 
oil should supplement but not supplant 
domestic production) , 

It is noteworthy that the IPAA has 
not proposed legislative quotas—even 
if all other efforts fail—but only “leg- 
islative action” to effectuate the indus- 
try’s accepted policy. 

This leaves the door open for sup- 
porting a proposal by the Independent 
Refiners Association of America that 
Congress declare the “supplement- 
but not supplant” philosophy as a na- 
tional policy and authorize the Presi- 
dent to implement such a policy decla- 
ration with all appropriate means. 


IPAA’s Plan May Win Support 
The IPAA has not only closed its 


ranks by backing away from the legis- 
lative approach—it may have won sup- 
port, by this and other impending 
steps, from other segments of the in- 
dustry which have been opponents in 
the past. 

Undoubtedly, the idea of a volun- 
tary program to cut imports—spon- 
sored by the President—will be looked 
upon with favor by the non-importing 
major oil companies. It may have the 
tacit support of some importers as a 
way out of their current dilemma. 

Chairman Ernest Thompson of the 
Texas Railroad Commission, while 
warning that imports are “excessive,” 
directed his fire at Middle East oil. 

“Let us supplement our own oil sup- 
plies by buying from Venezuela and 
Canada who buy from us in dollars,” 


Thompson told the IPAA. 
Oil Jobbers Might be “Neutral” 


If the IPAA were to go along with 
General Thompson’s idea of “supple- 
menting” domestic supplies with im- 
ports from other Western Hemisphere 
countries, there might be less difficulty 
in “selling” a voluntary imports con- 
trols program to the Eisenhower Ad- 
ministration. 

Also, the jobbers might be won over 
to a “neutral” position, at least. Job- 


bers contend that domestic refiners are 
unable to meet this country’s demand 
for residual, so the domestic supply 
should be “supplemented” with im- 
ports from Venezuela and other jor- 
eign sources in this hemisphere. And 
the jobbers would accept this as proof 
that the oil-coal alliance is dead. 


Military Hits Imports Bill 


Legislation for a 10% overall quota 
on oil imports was vigorously opposed 
by the Defense Department in a letter 
to the Senate Finance Committee. 

Taking the stand that the United 
States would not be able to fuel another 
major war without the help of foreign 
oil supplies, the Defense Department 
said curbs on imports would hit hardest 
at Canada and Venezuela, our most 
dependable outside sources. 

Significantly, the letter did not go 
to bat for Middle East Oil. (State De- 
partment’s oil adviser, Herbert Hoover, 
Jr., has been in Tehran trying to start 
negotiations to let Iranian oil return to 
world markets. One idea is that the 
production of other Middle East coun- 
tries will be cut back to “make room” 
for Iran’s oil, so that it need not seek 
a market in the U. S.) 

Defense officials recognize that “ex- 
cessive” imports would injure the do- 
mestic oil industry, but that condition 
does not exist now, the letter declared. 


“Giant Inch” Pipeline Opposed 


So much opposition developed to the 
idea of private industry building a 
“Giant Inch” oil pipeline system to the 
East Coast—mainly because it would 
disrupt peacetime operations and kill 
off tanker operators—that defense ofh- 
cials are now thinking up alternatives. 

One suggestion is for a huge line 
with combination oil and gas pumping 
equipment, In peacetime, it would op- 
erate on gas selling only to industrial 
consumers on a completely interrupti- 
ble basis. (Wait until the coal people 
hear about that.) 

Meanwhile, the NCA is urging ste ps 
to prevent long-distance gas pipeliis 
entering coal areas. 

Also, coal operators in Pennsylvania. 
West Virginia, Illinois and other co! 
areas are seeking state legislation ‘ 
require “safe” storage of natural gas. 
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The New Scully THROTTLE REGULATOR’ 
for AUTOMATIC Control of Fuel Oil Pumping Speed 




















Four More Installed, Aug. 6 





First One Tried, June 8 


@ Eliminate Engine and Pump Racing 


For years, fuel delivery truck equipment has suffered costly 
wear and tear from engine and pump racing. It is just impossible 
for a chauffeur to adjust the hand throttle quickly and easily 
to give the best pump speed efficiency. 
Truck vibration can change a throttle adjustment. The chauffeur 
uses clothespins, elastic bands, notches, etc. to keep it in place. 
Or else he is forced many times to walk back to his truck to 
make a readjustment. 
lf a truck has no hand throttle, sometimes the carburetor 
js set up to control pumping speed. This causes too fast engine 
speed for traffic stops and hard gear shifting. 

Now you can eliminate these time and 

equipment-wasting irritations. 





® Control Throttle Adjustment Automatically! 


Get positive, consistent and proper pump speeds with Scully 
Automatic Throttle Regulator. Your delivery pumping can be 
regulated at the time of installation to any speed you wish 
within the limits of the pump maximum efficiency — and it will 
stay the same, day in and day out! 


® How Scully Throttle Regulator Benefits You 
1. Eliminates manual adjustment of hand throttle. 
2. Eliminates need for ever setting up carburetor 
beyond normal traffic idle. 

3. Automatically adjusts engine speed for proper 

maximum pump efficiency. 

|. Eliminates motor and pump racing. 

9. Automatically starts to work when power 

_ take-off is engaged. 

6. If compartment runs dry, engine automatically returns 

to idling speed with resultant decrease of pump speed. 

-. At transfer to new compartment, engine speed auto- 
matically increases to give proper maximum pump 
efficiency again. 

- When power take-off is disengaged, engine speed 
decreases to normal traffic idling speed. 

It Does Not Affect Throttle Operation During Driving 
“U. S. Patent No, 2,634,68 1. Foreign Pats. Pend. 








Throttle Regulator purchase sequence at Mass-Wharf Co., Cambridge, Mass. 
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SIGNAL COMPANY 





Balance of Fleet Equipped, Aug. 10 
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SUCTION INTAKE 
PUMP 
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ny 


> i A» \ | || —»=To meter 


p< 


( |] PRESSURE DISCHAE 
key I] SIDE OF PUMP 


— / %" TUBING CONNECTED TO GAUGE PORT OR TAPPED 
Ne / INTO LINE ON PRESSURE SIDE 


TRY ONE NOW! 





MONEY-BACK GUARANTEE! 


You will want to see for yourself how Throttle Regulator 
benefits YOUR operations. We'll make it easy for you to 


try one. 
HERE’S OUR OFFER 


Order and install just ONE Scully Throttle Regulator on a 
truck operated by a chauffeur in whose judgment you have 
confidence. Have him report to you after six days’ use. lf 
for any reason you are dissatisfied with Throttle Regulator, 
return it to us at any time within 30 days of the date of our 
original invoice and we will REFUND YOUR MONEY. This 
offer is effective through Dec. 31, 1953. 


ne 


Of course we believe your satisfaction will be so great as to 
cause you to order ADDITIONAL units! Throttle Regulator | 
costs only $29.50 f.o.b. Cambridge, including mounting 
brackets, all installation parts, and complete instructions. 









To Scully Signal Co., 88 First St., Cambridge 41, Mass. 


I wish to order ONE Scully Throttle Regulator 
on your Money-Back Guarantee offer. 
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Emerson buys majority 
Interest in Quiet Heet Mf«. 


ON OCTOBER 2, Benjamin Abrams, 
president of Emerson Radio & Phon »- 
graph Co., New York 11, N. Y., an- 
nounced acquisition of a majority 
interest in Quiet Heet Mfg. C 
Newark, N. J., and revealed that i 
would be operated as a subsidiary 

Emerson. Quiet Heet will continue 

manufacture oilburners and room air- 
conditioners under present trace 
names and also will produce aircon: 
ditioners under the Emerson trade 
name. 
Quiet Heet, which was organized 
| in 1936 and which entered the air- 
| conditioning field five years ago, is to 
continue under existing management. 
Samuel L. Peters remains as president, 
Eugene M. Peters is vice-president, 
Morton P. Rome is secretary, Joseph 
Longin is treasurer and Bruno Sachs 
is assistant secretary and works 


=> fe - 


manager. 

In addition, John D. Small, chair- 
man of the Munitions Board, U. S. 
Dept. of Defense from 1950 to 1952, 
has been elected 
president and a director of Quiet 
Heet. 


president and executive assistant to the 


executive vice’ 


Small formerly was a_vice- 


president of Emerson Radio. From 
| 1952 until now he has been vice- 
president of Pressed Steel Car Co. 

+ 
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NPA replaced by Business 


| and Defense Administration 


ON OCTOBER | Secretary of Commerce 
| Sinclair Weeks announced the estab- 
| lishment of the Business and Defense 
Services Administration, a primary or- 
ganization in the Department of Com- 
merce, to: Continue the residual de- 
fense and mobilization functions of the 
former National Production Author- 
ity; consolidate five current depart- 
mental offices and establish 25 indus- 
try divisions. 

| Transferred to the BDSA are: the t- 
fice of Technical Services, the Office of 
Distribution, the Field Service, staff 
functions of the Industry Evaluation 
Board, and the Office of Industry and 
Commerce, including its Trade As: 
ciation, Commodities Standards and 
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See how the tape follows 
the deep corrugations in the Exchanger. 


2% MORE 


Heat Exchanger is only 17” HEATING AREA FROM Actual heat transfer surface 
straight across the face. THE SAME FLOOR SPACE measures 30” wide on 3 sides. 


WINKLER Giewl 


OIL AND GAS-FIRED 
FURNACES 


UP-FLOW AND COUNTER-FLOW MODELS 




























You’ve never seen a more complete 
heating “‘package’”’ than the Winkler 
Universal Winter Air Conditioner! 
Compactly and scientifically designed 
for more comfortable, more economical 
home heating. Everything included ex- 
cept ducts...for homes with or without 
basements. Easy to switch from one fuel 
to another. 

Note particularly the Heat Exchanger. Its corrugated design 
nearly doubles the heat dissipating area...minimizes heat waste 
up the chimney. This design also permits expansion and con- 
traction without noise. 

The fan carries all moving parts in soft rubber for quiet, 
vibrationless operation. Note, too, that the filter frame can be 
installed in any of the five sides adjacent to the fan compartment 
—means less duct work and less labor. 

Both Gas and Oil Burner Kits are pre-wired for quick connec- 
tion to the pre-wired furnace—another labor-saving feature. 


DISTRICT MANAGERS... DEALERS... 
DEALER’S SALESMEN WANTED! 


This is your opportunity to join a successful organization with an 
amazing growth record. Winkler gives you complete instruction in 
successful selling and business management methods at the Winkler 
Training Institute—a school where dealers and their personnel are 
shown how to turn Winkler products into profits! 

Write today for information on how to obtain a Winkler territory 
or Franchise. 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION «+ Dept. H-113 « LEBANON, IND. HEATING EQUIPMENT 













































¢ AUTOMATIC « 
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taste bit Rey esr 8 


of steam. 


Photos by Ezra Stoller 





IN C B S TELEVISION CITY... 


TWO NATIONAL Boilers 
use TWO fuels each, do 
TWO separate heating jobs 


Two National Commercial Steel Boilers, in a most unusual in- 
stallation, are now in operation in the multi-million dollar 
CBS Television City in Los Angeles, California. 

Both National Boilers are combination oil and gas-fired. They 
supply steam to 15 banks of copper coils in the heating portion 
of the building’s unique air-conditioning-heating system and 
also to two heat exchangers for supplying domestic hot water. 
Installed in tandem, one boiler can handle the steam load, if 
necessary. CBS Television City, with its four giant studios, 
makes extraordinary demands upon air-conditioning and heating; 
proper temperatures and atmospheric conditions must be main- 
tained under hot lights and no noise from the system is per- 
mitted to penetrate to sound stages. 


THE NATIONAL RADIATOR COMPANY, JOHNSTOWN, PENNA. 


BRANCH OFFICES: 


LEAL ELLY LLL 


. 9) go NATIONAL 
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The World’s Largest Tele- 
vision Plant. Architects— 
Pereira and Luckman. 
Plumbing & Heating Con- 
tractor—E. Willardson. 


Two National Commercial 
Steel Boilers—combina- 
tion gas and oil-fired—with 
an output of 8,743,000 
BTU each, the boilers gen- 
erate a total of 30 Ibs, 


BALTIMORE « BOSTON «¢ BUFFALO 
CHICAGO e CLEVELAND ¢ DETROIT 
NEW YORK . PHILADELPHIA 
PITTSBURGH »« RICHMOND « SAN 
FRANCISCO e WASHINGTON, D.C. 








Area Development Divisions, 

Secretary Weeks in a statement 
said, in part: “In addition to its func- 
tions in the area of defense production 
it (the BDSA) is primarily an agency 
designed to serve business, to prom: te 
the expansion of employment oppwr- 
tunities, and in many ways to stinu- 
late economic growth and stability.” 

The new agency is under the au- 
thority and supervision of the Assist- 
ant Secretary of Commerce for Do- 
mestic Affairs, Carl F. Oechsle. It is (i- 
rected by an Administrator, appoint -d 
by the Secretary of Commerce, Secie- 
tary Weeks has designated H. B. Mc- 
Coy, Deputy Administratcr of Bpsa, 
as acting administrator. The Adminis- 
trator is assisted by a Deputy Admin. 
istrator, three Assistant Adminis- 
trators and an assistant Deputy Ad- 
ministrator. 

Tie three Assistant Admin‘strators 
are Samuel N. Comley, Leonard E. 
Pasek and Samuel A. Crabtree. Wil- 
liam E. Haines will be Assistant 
Deputy Administrator. 

Under the new set-up there are to 
be three staff offices: The Office of 
Technical Services, clearing house for 
Government technological data of in- 
terest to business; The Office of Small 
Business, for liaison with the Small 
Business Administration; The Office 
of Distribution, focal point for the re- 
tail, wholesale services and distributive 
trades on marketing and distribution 
programs and policies. 


>, 
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B & F Oil Co. buys Newark 


tank Storage from Burns 


B & F OIL CO., Newark, N. J., has pur- 
chased tank storage facilities along 
the Passaic River in Newark from 
Burns Bros. Coal Co., New York. The 
tanks hold 525,000 gallons of fueloil 
and are adjacent to the large B & F 
facilities along the waterfront. 

The firm, with the newly added stor 
age capacity, can now warehouse more 
than two million gallons of home heat- 
ing fuel and gasoline. The acquisition 
of the added tanks are part of B © F's 
expansion in sales and services of 
household and industrial fueloil in the 
Essex, Bergen, Hudson and Passai 
County areas. 
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IGNITION 





TIME id the keynote 


Time through the 16 years 
of skilled engineering know-how 


° ¢ Time in long life 
and dependable service 


¢ ¢ Time and care of heavy-duty 
construction and custom design 


* ¢ Time in proving performance 
of over one million units 


Time in our 2-year guarantee 





UNION ELECTRIC AND 


1057 Summit Avenue - 





GUARANTEED ts 


help you sell: 





Improved Heat Exchanger 
Gives More Heat. 


. Aluminum Foil Faced Fiber 


Glass Insulation. 


. Burner Plate Easily Removed. 
. Oil Burner Interchangeable 


with Gas Burner. 


. Stainless Steel Combustion 


Chamber. 


. Removable Vestibule Door. 
. Single Exhaust Vent. 
. No Metal to Metal Contact 


at Division Panel. 


. Two Large Air Filters. 
. Quiet, Powerful Blower. 


Solid Base with Leveling 
Screws. 


. Radiator Side Pans Increase 


Heating Surfaces. 


All MOR-SUN HEAT EXCHANGERS guaranteed for 10 years! 





@ Sell MOR-SUN Furnaces and you can sell with 
confidence. To make your sales job easier we offer 
MORE with MOR-SUN...a 10 Year written Guar- 
antee on every MOR-SUN Heat Exchanger in addi- 
tion to our standard one-year warranty on all complete 
units. Check these 12 points of superiority and you 
will see why we do not hesitate to guarantee any 
MOR-SUN Warm Air Furnace. 


Don’t pass up this opportunity to get all the details on 
how you can sell more heating systems... easier... at 
a greater profit! Fill in this coupon... prove to your- 
self that, to you as a heating equipment dealer... 
MOR-SUN offers MORE. 





¢ MOR-SUN’s MIGHTY 
LOW BOY. Forced Warm 
Air... Oil or Gas. LOW 
.. - HIGH EFFI- 
CIENCY. Output from 
68,000 to 95,200 BTU’s. 


For ps VALUE with MOR-SUN ... Mail this Coupon! 


Mor-Sun Furnace Division, Morrison Steel Products, Inc. 
613 Amherst Street, Buffalo 7, N. Y. 


Gentlemen: 
SUN’S Plan for Profits. 
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Please send me complete information on MO 


syEeers cic) | HRA 2 US 


Also manufacturers of Roly-Door Steel Sectional Garage Doors and Carry-All Truck Bodies 
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Electricians require License 
under State of Maine Law 


A LAW, which became effective on Aw 
gust 8 in Maine, requires every elec 
trician in the state to hold a state |i- 
cense if engaged in wiring for heat 
light or power. The state insurance 
commissioner or a representative from 
the Insurance Department and fo ur 
other members appointed by the Ge v- 
ernor comprise an examining and 
censing board. 

Until June 30, 1954, upon paym« 
of a $5 fee and without examination, 
licenses are to be issued to applicants 
who present satisfactory evidence th: 
they are qualified electricians and have 
engaged in the business for at least two 
years prior to June 30, 1953, Other 
than that, licenses are issued by the 
board to persons who submit applica- 
tions with the $5 fee and who have 
served at least two years as apprentice 
electricians and satisfactorily pass an 
examination conducted by the Board. 
The examinations “shall be in whole 
or in part in writing and shall be of a 
thorough and practical character. They 
shall include such provisions of the 
National Electrical Code as the board 
may deem appropriate.” 

Wilbur F. Lunt, chairman of the 
Electricians Examining Board, ampli- 
fies the provisions of the licensing regu- 
lations by explaining, “It has been 
ruled that restricted licenses may be 
issued under the ‘grandfather clause’ 
to those electricians experienced in oil- 
burner installations only, upon condi- 
tion that all oilburner installations be 
made in accordance with the provisions 
of the National Electrical Code.” 

Licenses expire on the last day of 
the calendar year in which issued and 
are renewable for periods of one year 
without examination upon payment of 
a $5 fee for each year. 

Applications, licenses and informa- 
tion are available from the board, Of- 
fice of the Insurance Commissioner, 
Augusta, Maine. 


‘ 


= 


~ 
or 


oe 
C. M. toeLaer has been appointed 
manager, commercial engineering. 
home heating and cooling dept., Gen 
eral Electric Co., Bloomfield, N. 
T. N. Willcox succeeds toeLaer. 
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Mr. Dealer: 
This White-Rodgers STACK SWITCH 
will operate satisfactorily at 


Temperatures as LoWasZ00° 


Abnormal stack temperatures need no longer cause you 

trouble ...or needless call-backs. You will get fast 

reliable operation at stack temperatures as low as 200° 
.. or as high as 1000° 


A built-in timer, adjustable by turn of knob, 
insures your desired ignition period regard- 
less of stack temperature. | 


Rugged construction and design of stack ele- 
ment and case assembly prevent rough hand- 





ling and effects of soot and dirt from upsetting 
control performance. 





Check for yourself! Don’t install another 
stack switch until you have tried the superior 
performance of this White-Rodgers control. 
Your supplier will furnish them either sepa- 
rately or on the equipment you install. 


WHITE-ROUGERS 


| FOR REFRIGERATION 
wo HEATING AND 
AIR CONDITIONING 
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watch for 
our 1954 | 


MODEL 
ANNOUNCEMENTS 





draft 
controls 


© World's most widely used | 


Barometric Draft Controls | 


@ The controls preferred by man- 


ufacturers, jobbers and dealers 


© Publishers of the first draft con- 
trol guide for installing dealers 


Field Control Division 

of H. D. Conkey & Company | 
Mendota, Illinois | 

e | 

AFFILIATES: | 


Conco Building Products, Inc.— 
Brick, Tile, Stone 


Conco Materials Handling Division— 
Cranes, Hoists 
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OHI executive. Committee 
meets with group Chairmen 


HE EXECUTIVE COMMITTEE of the 

Oil-Heat Institute under the 
chairmanship of President Paul Ad- 
dams, had an all day session with chair- 
men of the various Institute commit- 
tees on September 29 at the Sheraton- 
Cadillac Hotel in Detroit. By way of 
formal action two new directors were 
elected—Sam Levine, of General Elec- 
tric, and James Meagher, of the An- 
chor Division, Stratton & Terstegge. 
Two new member companies also were 
voted into the Accessory Division. 
These are Liquidepth Indicators, Inc., 
Long Island City, New York, and 
American Tube Products, Inc., Natick, 
Rhode Island. 


Reporting for the Distribution Di- 
vision Al Hegeman, the Chairman, de- 
scribed results of the “Treasury of Ad- 
vertising’’ program pointing out that 
while several of the items had sold in 
sufficient volume that they had to be 
reprinted some others had moved very 
slowly and would be disposed of at 
bargain rates. In general it was felt 
that this program had been of great 
benefit to the Division in helping to 
show dealers some very tangible values 
in their membership. He mentioned 
that since the last directors’ meeting of 
the Institute one new chapter had been 
added, the Fueloil Distributors of New 
Jersey and another had been tentative- 
ly approved, The Division now has ap- 
proximately 3,000 dealer members 
and it is expected that this may be in- 
creased by another 500 before the end 
of the year. Hegeman then asked the 
manufacturers to try to get their local 
fieldmen to attend all meetings of the 
Distribution Division chapters. 


In the absence of William Quimby, 
Chairman of the Technical Division, a 
report was made by Dave Bottrill, its 
secretary. He told of the effort to raise 
$3,000 from the oil companies to join 
with the ASHVE and the Gas Appliance 
Manufacturers Association in a joint 
study of pulsation . . . this study to 
be a laboratory undertaking at the 
University of Michigan. 


Russell Westover, Chairman of the 


Commercial-Industrial Division, ‘hen 
reported at length on the previous diy’s 
meeting of his group. The detail. of 
this are covered in the Commercia!:[n- 
dustrial section of this issue. (Pg. ‘’7.) 

Reporting for the Engineering Cm- 
mittee, Charles Sueserott, chairman, 
mentioned that his group planned to 
publish a revision of the Institute's 
book “Basic Service Text” within the 
next year. It was estimated that 10,000 
copies of the first edition had been 
sold but that this original volume was 
considered incomplete for the indus. 
try’s needs. The new volume jis to em- 
brace all types of oilburners including 
natura: draft vaporizing, 


Report on Underwriters 


Charles Lang, for the Laboratories 
Committee, described the meetings of 
his group with Canadian Standards 
Association and also its frequent meet- 
ings with Underwriters’ Laboratories 
in which quite a number of changes 
have been made in codes for both do- 
mestic and industrial oilburners, Quite 
a few additional changes are being re- 
quested by the committee particularly 
in the direction of stressing safety as 
the only responsibility of Underwrit- 
ers’ Laboratories and minimizing the 
consideration of equipment quality as 
a UL function, Lang mentioned that 
he and Dave Bottrill had visited the 
Canadian Standards Association Labo- 
ratory and found the individuals happy 
to cooperate with OHI and willing to 
submit its proposed changes to the OHI 
committee for discussion. Chairman of 
csa is V. A. Beamish. Discussing the 
Canadian situation Lang mentioned 
that CsA has approved eleven oilburn- 
ers from the United States and also 


-eleven oil furnaces. In addition seven 


U. S. manufacturers have approval of 
products that they manufacture in 
Canada and the same applies to six 
U. S. furnace manufacturers. All told 
37 makes of U. S. oilheating equip 
ment are approved in the Division. 
The Executive Committee veted to ©o- 
operate with the Canadians. 
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THE 


HEATER 








COMPANY 





“THE FURNACE WITH 
THE ELECTRONIC BRAIN" 


Automatic firing revolutionized the heating in- 
dustry. Now, WILLIAMSON offers you the first 
major advance since automatic firing . . . auto- 
matic firing PLUS automatic modulation of both 
fuel input and warm air circulation—twice the 
comfort at twice the economy! 

During cold weather the OILSAVER operates 
at full capacity. When the weather iuvrns mild 
(like it is 70-90% of the heating season), 
an outside thermostat signals the twin limit 
switches which automatically reduce the OIL- 
SAVER operation to 40-50% of maximum fuel 


THE WILLIAMSON 
0-3530 Madison meee 


SESSION 








EC LUNE 
OIL FURNACE 


input and cut the 2-speed blower to 4 capacity. 
As a result, the OILSAVER eliminates over-run 
. reduces flue losses .. . cuts oil and electric 
costs .. . provides balanced heat for every room 
in the house. The OILSAVER thinks for itself 
... and SELLS ITSELF! 
The OILSAVER means big profits for you be- 
cause it is really new . . . truly revolutionary! 
It offers customers benefits that they never be- 
fore could buy . . . actually 2 furnaces for the 
price of one. Write TODAY for complete de- 
tails on the revolutionary OILSAVER Furnace! 


HEATER COMPANY 
Cincinnati 9, Ohio 








SELL and 
INSTALL 


EASILY INSTALLED at tank or drum...SETTE Model F10B is 
complete ...including filter, shut-off-cock, tube and tank fittings! 
Nothing else to buy! Positively prevents clogged burners and ap- 
pliance damage on all small to medium size oil burning installations. 


@ IF YOUR JOBBER CAN’T SUPPLY YOU, order direct. Supplied post-paid 
anywhere in the U. S. A. Normal discount in dozen lots. 
Valuable territories still available for distributors. 


Eliminate AA pliance “Jrouble at the 
FUEL OIL SOURCE! 





MARQUART MANUFACTURING COMPANY 
1241 High St., Oakland 1, Calif. + Export Div.: Oceanic Export Co., 400 Montgomery St., San Francisco 


Microstone® Element 


FILTERS 


Model F10B—List Price $2.80 Each 


INLET: 4" or '; IPT. Specify size when orderin,.. 
OUTLET: %” tube or %” IPT. 

























There was some discussion around 
the table of the fact that Underwrit- 
ers Laboratories is again becoming 
very slow in handling new oilburning 
equipment offered to it with domestic 
burners requiring one and a half to 
two years and industrial burners re- 
quiring two to three years. Some 
manufacturers felt that inferior old- 
style equipment is being sold on the 
market as a necessity because the mod- 
ern and better equipment is buried in 
the Laboratory. One member pointed 
out that after the Laboratory gets into 
its new quarters early next year we 
should be able to expect a little faster 
performance. 


Funds in good Shape 


E. N. McDonnell, chairman of the 
Budget Committee, reported that the 
Institute’s funds are in good shape with 
a cash balance of around $75,000. He 
estimated that the Institute’s gross in- 
come in the next two fiscal years would 
be approximately $301,000 for the 
two year period of which $135,000 
would accrue from space sales at the 
Philadelphia Exposition. 

M. J. Donahue, Chairman of the 
Exposition Committee for Philadelphia 
next Spring, announced the dates as 
May 16-20 inclusive. Thus the show 
will start on Sunday this year to inter- 
est more of the public and end Thurs- 
day. He mentioned that the Commer- 
cial Museum in Philadelphia had been 
redecorated and materially improved 
since our last expositior there. This 
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building also has an improved audi- 
torium and other meeting rooms so 
that practically all of the convention 
sessions will be held there rather than 
at the hotel in the center of the city. 
Convention headquarters, as_ usual, 
will be at the Benjamin Franklin 
Hotel. Donahue pointed out that re- 
sponsibility of his committee and him- 
self is limited to the Exposition and 
does not cover the convention. The 
convention has been placed under the 
joint chairmanship of Lon Casler and 
Chet Stackpole both of Eureka-Wil- 
liams Corporation. They are to select 
additional members to work on this 
committee. 

T. A. Crawford, Timken, asked the 
Executive Committee to seriously con- 
sider Institute activities along the line 
of local installation codes. He men- 
tioned in one city after another these 
are becoming more difficult for the oil- 
burner manufacturer and dealer. He 
particularly referred to the codes in 
Detroit and in the States of Massachu- 
setts and Pennsylvania. The Detroit 
code, for example, requires electronic 
controls on any burner over five gph, 
while the New England code pro- 
hibits the use of “white metal” in the 
construction of any oilburner. The 
Philadelphia code is becoming restric- 
tive on chimneys. It was generally 
agreed that one of the most useful 
functions of the Institute would be as- 
sistance in getting realistic if not uni- 
form codes in all states and cities. 

President Addams closed the meet- 


ing by announcing that the next regu- 
lar meeting of the Board of Directors 
of the Institute would be at the Edge- 
water Beach in Chicago January 21 
and 22. Those dates coincide with the 
National Home Builders Show in 
which some of the manufacturers will 
be having exhibits. 
je 


UL announces effective Date 
for oil stove Standard 
STANDARD for Oilburning Stoves, Oc- 
tober 1953, has been issued by Under- 
writers’ Laboratories, Inc. It super- 
sedes the October 1936 edition and be- 
comes effective for all stoves to be 
labeled after September 30, 1954. 

Herbert Witte, Engineer, Gases and 
Oils for the Laboratories, points out 
that prior to the effective date a newly 
submitted stove will be examined un- 
der the requirements of the 1953 edi- 
tion unless the submittor requests that 
it be judged under the 1936 require: 
ments. However, conformance to the 
requirements of the 1953 edition will 
be required of all stoves to be labeled 
after September 30, 1954, without ex’ 
ception. 

Copies of the Standard are available 
from the Laboratories at 207 East Ohio 
St., Chicago 11, Ill. The requirements 
cover oilburning, flue-connected room 
heaters and ranges and included in the 
printed Standard are information on 
construction and performance require’ 
ments, test procedures, appendices ind 
tables. 
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“AN YOU GIVE YOUR PROSPECTS 
A FACTORY-BACKED GUARANTEE 
OF FUEL SAVINGS IN WRITING ? 

















TIMREN 
Silent ‘hulomatic 
DEALERS CAN! 






ohare # RE 
wear Wit 


4 SAVE yet MONEY? 
nt. ¥ 
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*The advertisement at left, which recently appeared in The Saturday 
Evening Post and other leading magazines and newspapers, bas cre- 
ated a tremendous amount of interest among the home owning public. 





IT’S THE BEST BACKING EVER OFFERED A HEATING DEALER! 


You won’t find support like this anywhere else in the tising plans * Factory floor plan * Sales-making displays 
industry! A name known and respected for quality by and demonstrations °* Sales incentive contests * Time- 
millions * A complete line, spearheaded by the famous tested business administration programs °* Factory help 
Timken Silent Automatic Wall-Flame Burner ° Year on finding, hiring, training and supervising sales and 
‘round factory-paid magazine and newspaper advertis- service personnel * PLUS a sincere and active interest 
ing * One of heating’s most liberal cooperative adver- in helping you succeed and prosper! 
WY) ride oy / There’s a great deal more to be 

* — said about a Timken Silent Auto- 


matic Direct Factory Déalership—all of it good! Write today to 
R. M. Marberry, Timken Silent Automatic Division, Jackson, 
Michigan. Full details will be rushed to you. 


OIL-FIRED AND GAS-FIRED FURNACES, BOILERS AND CONVERSION BURNERS 
IN SIXTY-FOUR MODELS AND SIZES 





TRADE MARK REGISTERED 
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RENICK & MAHONEY, inc. 





NEPTUNE METERS for 
MODERN MARKETING 


This compact Red Seal Meter for 
petroleum products is designed 
for truck tank fueling service. The 
Auto-Stop provides automatic de- 
liveries. The Print-O-Meter prints 
receipt showing before and after 
readings; ticket is locked in the 
register to prevent fraud. With 
all accessories and meter com- 
bined in one unit, it is ideal for 
truck tanks, saves payload space 
and weight...combines accuracy, 


simplicity and flexibility. 










You can be sure 


of satisfaction - 
i +. Ov 

& M equipmen 
: best for every — 
x R&Mmen to help 


d truck operating 





n know th 
ed. Rely on 
plant an 
imum. 
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SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 


Telephone Algonquin 4-4202 















Buying most important 






says Hilts at ESPA Meet 


M™ PROFIT WILL be made in buy- 


ing fueloil than in selling it 


| during the next few years in the opin- 
'ion of Harry Hilts, Executive Secre- 


tary of the Empire State Petroleum 
Association. He expressed this view- 
point in a talk before his group’s con- 
vention at Elmira, New York on Oc- 
tober 6. 

Hilts outlined the current supply 


| and demand position for all the prin- 


cipal fuels showing, for example, that 


| total petroleum demand would be up 
5.2% this year over 1952. This in- 


cluded a rise in distillate demand of 
6.6%. He also spoke of the cutbacks in 
production and refinery runs at the 
request of the Texas Railroad Com- 
mission pointing out that idle industry 


| capacity is becoming a very serious 


burden to the small refiner. “If the 


_ Government insists on a million bar- 


rels of idle standby capacity,” said 
Hilts, “we certainly are going to have 


_ to find some better way to adjust the 
| industry’s economics.” He further ex- 


pressed the opinion that marketers in 
1954 will face the stiffest competition 
that they have had since before the war 
and that they must exert a maximum 


| effort to hold position in their markets. 


Innovations Aid Marketer 


Hilts believes that the independent 
oil marketer will sustain himself with 
innovations at which he has been so 
adept in his development years. If we 
encounter deflation, Hilts believes the 
marketer must particularly watch his 
buying habits, follow the market very 
closely to get the most for the dollar. 
Hilts then expressed the opinion that 
buying will have more effect on profits 
than selling. He pointed out that the 


| marketers who bought fueloil in the 
| spot market this summer at one-half 


cent off are in better shape to meet 


| competitive situations this winter than 
_ if they had always paid the full price. 


At the morning session of October 
6 one group discussed natural gas com- 


| petition and ramifications of the New 


| 


York weight-distance tax. 


H. M. Spade, of Robison Oil, Harts. 
dale, was moderator in a gas session 
and Robert Gray, of FUELOIL & Oi 
HEAT was the speaker, Spade brouzht 
the group up to date on developm:ats 
on the gas industry since the end of 
the war pointing out the reasons for 
its rapid growth in homeheating. He 
explained the flaring problem in which 
gas had formerly been entirely wasted 
in the oil fields and how the Wall 
Street promoters were thus able to buy 
up this gas for their pipeline projects 
at very little cost. He then went on to 
show that as gas gained in popularity 
for heating and its demand at the well 
increased there had been a constant 
pressure to get the price up to where 
now new contracts are being made as 
high as 20¢ per mcf in the field. He 
then read extracts from a number of 
bulletins of the New York Public 
Service Commission showing how the 
gas rates are flexible to allow the local 
utilities to absorb increased costs from 
the pipeline and raise their rates to 
conform without special PSC cases. 


Gray Addresses Group 


Gray’s talk is more or less repro- 
duced in the article in this issue “Some 
Folks Like Gas.” 

The featured speaker at the ban- 
quet was George D. McDaniel, East- 
ern Regional Manager, Socony Vac 
uum Oil Company, and his subject 
was: “The Place of the Jobber-Dis 
tributor in Socony’s Marketing Pol- 
icy.” He pointed out that Socony has 
a very large place in its marketing pol- 
icy for the independent jobber and dis’ 
tributor whether or not these local com- 
panies use the Socony brand on their 
trucks. 

McDaniel believes that his company 
has more independent retail marketers 
than any cther company in the United 
States and pointed with considerable 
satisfaction to the figures showing that 
Socony has increased its business 
through independent marketers much 
faster than it has increased its own 
direct sales. He went on to say that 
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HEIL TRUCK TANK SALES 
are to REPEAT BUYERS! 2 =—_- 
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A few of the 
owner-satisfying 
HEIL ADVANTAGES 


LIGHTWEIGHT—One-piece, integrally- 
welded design which eliminates tie- 
bands, bolts and heavy sub-frames. 
Weight saving features increase pay 
load potential. 


HEIL TANKS 






GREATER STRENGTH—The tank shell 
is formed by sheets running lengthwise, 
instead of welding together individual 
shells for each compartment. This 
“smooth skin'’ wrapper and the sup- 
porting bulkheads provide greater 
beam strength, decrease the possibility importance of Heil design to profit-minded buyers. 
of leaks. 


THERE’S no better endorsement of a product than repeat orders. 


When 75 % of Heil Truck Tank Sales are repeats, it proves the 


LOW MAINTENANCE—One-piece unit Heil knows the liquid transportation business ... has met and 


construction frees Heil tanks from 


maintenance needs of conventional anticipated requirements for 52 years, and has pioneered more 


designs. : i i ‘ 
important developments than anyone in the industry. As Heil 

HEIL DESIGN—Heil tank design and 

construction are recognized as the most engineers see it, their job is to make your job more profitable, 

outstanding contributions to the in- 

dustry. An original Heil idea back in with a tank that’s a money-maker year after year after year. Heil 


1936 led to the whole concept of 
modern, lightweight trailerized tanks, 
one of many Heil ‘‘firsts'’. Constant 
research for greater improvements is 
standard practice. 


Truck Tanks are usually the last ones in the fleet to be replaced 





... and even then they bring high resale prices . . . proof of the 


industry-wide demand for the outstanding design and construc- 








tion of these Heil units. 
T-2 


tue HEIL co. 


DEPT. 39113, 3039 WEST MONTANA ST., MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
Los Angeles, Seattle; Rio de Janeiro, Brazil. 


TRUCK TANKS - TRAINS + CHEMICAL TANKS 


WRITE FOR 
BULLETIN TT-52227 


Today 4 


it contains full details 
of the features that make 
Heil Truck Tanks preferred, 
and describes the complete 
line from which you can 
cnvese the exactly right 
tank for your needs. 
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FINEST 
COUPLINGS 
AVAILABLE 







**Silent Tension"’ 
SPLINED SLEEVE 
COUPLING 


Set Screw T 
FLEXIBLE COUPLING 





Molded 
JAW TYPE et UPLING 


Now, Guardian offers you your choice of 
three types of couplings! The most com- 
lete coupling line produced for the Oil 
Garner Industry. And Guardian quality in- 
sures that whatever type you select, you 
know you have the finest coupling available. 
Guardian ‘‘Silent Tension’’ extruded alu- 
minum splined sleeve couplings provide 
clearance for rapid assembly and snug fit 
for reduced wear. 

‘‘Dyna-Line’”’ fabrication, an 
Guardian process, aligns end fittings and 
flex-elements for a quiet, true-running drive. 
The new Guardian Jaw Type* Nylon end 
fitting makes for faster, easier location and 
mounting—in the field and on the assembly 
line. Long wearing DuPont Nylon end fit- 
ting means new. long trouble-free service 
life. Fits any jaw type blower wheel. 
*Patent Pending 


Send for Guardian Catalogs 
C-101 and C-104. 
Use Guardian Couplings 
Guardian Quality is True Economy 


HANDY SERVICEMEN’S KITS 
Two sizes — Standard and Economy assortments. 
Steel case. Applicable OEM length couplings and 
bushings to meet 99% of service needs. 


Guardian 
QUALITY OIL VALVES 


exclusive 






V-101-A. 


ih Also’ ras CORP. 


LING OIV ON 
Dept. F-113, 1231 E. Second Street 


Indiana 
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| there is a growing realization in the 


top levels of the industry that the ma- 
jor company needs these independent 
distributors fully as much as they need 


| the suppliers, referring to the often re- 
_ peated idea that the industry's rela- 


tions with its marketers are unsatis- 
factory. He believes that they are ac- 
tually much better in the petroleum 
industry than in almost any other that 
you could name. 

President of the Association is El- 


| bert J. Townsend, of LeRoy, New 


York. 
Additional details of the ESPA pro- 
gram were covered in the October issue 


| of the magazine. 





Letters 


A-P CONTROLS CORP. 
Milwaukee 45, Wis. 

Editor: 
We wish to thank you for the space 
provided in your September issue for 
the release on our Model 356 Oilifter. 


| Many valuable inquiries have been re- 
| ceived as a result of this publicity. 


Unfortunately, the model number 
should have read Model 356 instead 


| of the Model 346 you showed. In re- 
| designing this Oilifter we changed the 


model number to 356. Since many of 
our customers know the old model 
Oilifter as 346, it may be their interest 
was not generated by this new design 


| change considering the fact that the 


model number was reported as remain- 


ing the same. 
HARRY WELCH 


Advertising Manager 


> 
“2 


C. Y. WOODBURY, INC. 
Quincy, Mass. 


| Editor: 


(Note: this letter was in response 


| to some questions on advertising asked 
| of the monthly group for “‘Oilheating 
| Trends.’’) 


Referring to advertising: We keep 
a complete record of every sale and the 
lead, It has proven consistently that 
70% of our sales come from either cus- 
tomers leads or from service depart- 
ment. 20% come either directly or in- 
directly from phone book. 10% unac- 
counted for, Possibly our showroom or 


| newspaper advertising. 


Radio was a terrific flop with us and 
we have tried it at various times and 
on various stations. One dealer I know 
has found it profitable but we have not. 

We have not tried television—ut 
I believe it would be good if the cost 
was not so great. 

Direct mail for new sales has brouzht 
no results to us. On service it is ex- 


cellent. 
CATHARINE Y. WOODBURY 


, 
“9 


ARNOLD-BROWN METALS & 
SUPPLY CoO. 
Birmingham 5, Ala 
Editor: 

In your October 1953 issue of FuEL- 
om. & Om HEAT you have an article 
titled, “Painless Modernization.” This 
deals with open end mortgaging. 

We will appreciate copies of the 
two forms that the Dime Bank of 
Brooklyn uses in this type of loan. 

We wish to congratulate you on this 
fine article and being a heating and air 
conditioning wholesaler, we have been 
searching for some concrete evidence 
that the open end mortgage is a fact 
and not a myth. Your mailing of the 
forms will be greatly appreciated. 

W. V. HORNE 
» 


“ 


PETROLEUM HEATING 
EQUIPMENT CO. 
Dorchester 24, Mass. 
Editor: 

We were very happy to see the tank 
capacity chart on page 79 of the Oc- 
tober issue. Preparing calibration tables 
for customers who have outsized cylin- 
drical fueloil storage tanks has been a 
headache to us on numerous occasions. 
Your “‘slideless slide rule” will save us 
precious time in figuring gallonages at 
various tank levels. 

It occurs to us that a separate copy 
or reprint of this chart in more dur 
able form would be a handy thing to 


have. 
ARTHUR PILVIN 


Manager 


This is a typical comment on the 
“Tank capacity Chart.” We will pre- 
pare reprints of the chart if we can 
secure enough orders to allow us to 
offer them at a reasonable price. Let us 
know how many copies of the cliart 
you want. 


November 


1953 
























*Model $-1, with special 
| aerodynamically designed 
| housing for famous fuel 

saving ‘Shell’ Combus- 

tion Head; 2 to 3 g.p.h. 

Model S-2, 3 to 6 g.p.h. 











*Model VS (Vertical 
Flame), with special aero- 
dynamically designed 
housing for famous fuel 
saving “Shell” Combus- 
tion Head; 0.7 to 2 g.p.h. 
Model VS-1, 2 to 3 g.p.h. 










"Delayed action oil valve 
mounted and wired. Avail- 
able on other models as an 
extra, Built-in electronic controls optional on all models. 



















Mode! 1C-B 
1.5 to 3.5 g.p.h. 






Model 1C-A-E 
0.5 to 1.35 g.p.h. 
Model 1C-A 

0.75 to 2 g.p.h. 











Flanged Models 
for all require 
ments. 





















“Model 1C-6 
3 to 6.5 g.p.h. 







Model G 
0.75 to 2.5 g.p.h. 
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— 
OIL BURNERS 


FAMOUS THE WORLD OVER 
FOR QUALITY AND ECONOMY 








Model H-2 
5 to 8 g.p.h 











*Model J 
6 to 12 g.p.h. 






*Model K 
10 to 25 g.p.h. 











Inquiries invited from boiler and furnace manufacturers 


139-22 Queens Boulevard, Jamaica 2, New York 
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Almost two-thirds of Space 

reserved for burner Show 
DURING OCTOBER Cil-Heat Institute of 
America, Inc., New Yor 36, N. Y., 
mailed to previous exhibitors and other 
prospects an announcement of the 1954 
Exposition it is sponsoring May 16 to 





FUEL OIL FILTERS 


e Better Looking —Easy to Sell 


and Install 
° Exclusive <2 gasasea ig Mode! F401 c-" saint 
Chemistone ements cae ity: Approx. 50 arener: 
e Correct Model for Every 


Requirement 


Yes, here's an oil filter line with plenty 
of genuine selling features. Klemm Fuel 
Oil Filters combine functional modern 
styling with safe, efficient, economical 
performance. Klemm Filters are just 
that—filters not strainers—assuring per- 
manent trouble-free operation. Unique 
Klemm Filter servicing requires no 
tools ... Chemistone element is quickly 
cleaned, restored to duty. And remem- 
ber—Klemm Filters are attractively 
priced to sell—with real profit-maker 
mark-ups for you! 





Model FF-401—1/4” opening. 


Model FF-430—3%” opening 
Same as above, but metal bowl. 








CHEMISTONE —’’Heart’’ of every 
Klemm Filter, traps all sediment, rust, 
water, other foreign matter 

... keeps fuel oil clean! 


Model JR-60—1/4” opening. 
Model JR-62—1/e” opening. 
Capacity: Approx. 10 gal. per hour. 














WRITE today for complete information and 
literature—or contact your favorite 
jobber. But . . . do it today! 





Model JR-80—1/4” opening. 
PRODUCTS Model JR-82—1/e” opening. 

Same as above, but metal bowl. 

DIVISION OF 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1746 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., inc., New York 4, N. Y. 
CANADA: Elgee, Ltd., Toronto 


« 
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20 in Philadelphia. Within three wees 
“621%4% of the available space hid 
been reserved with more coming in 
daily,” according to M. J. Donah 
chairman of the Exposition Committ: 
The Exposition, officially called t 
National Indoor Comfort Exposition, 
is to be 10% larger than the April 195? 
| Show and will be located in Philade!- 
| phia’s Commercial Museum. R. H. 
| Becker, manager-director of the Ex: 
| 





position, tells prospective exhibitors 
that “There 
| available in ideal locations, despite the 
fact that 93 exhibitors already have 
| reserved 23,000 sq. ft. of exhibit space 
| out of the 36,900 sq. ft, available. It 
| 


is excellent space still 


looks like a big show, with about 2-1/3 
acres of floor area involved. We sug- 
gest that manufacturers and distribu- 
tors phone in for space now.” 

The 32d annual convention of the 
Exposition is to be held concurrently. 
| Co-chairmen of the Convention Com- 

mittee, L. A. Casler, executive vice’ 

president and Chet Stackpole, vice- 
president, Eureka- Williams Corp., are 
developing a program tailored to an- 


| swer the problems of the equipment 
| and fueloil dealers. Donahue is general 
| chairman of the Exposition, co-ordinat- 

ing convention and exposition, Work- 

ing with him on the Exposition Com- 
| mittee are: Casler; G. M. Marin, Sun- 
| Ray Burner Mfg. Co., and Stanley 
| Czarnecki, Eddington Metal Specialty 

Co, Two Distribution Division mem- 

bers also are to participate. 

Next May general sessions of the 
| convention will be held at the Com- 
| mercial Museum, Donahue explains, 
| as a result of “requests from former 
exhibitors that industry folks coming 
| to the convention attend sessions close 
| to the exhibition hall.” 

On Sunday, May 16 show hours 
will extend from 1:00 P.M. to 8:0 
P.M. On Monday, Tuesday and Wed 
nesday, the show will be open fron 
1:00 P.M. to 10:00 P.M. and o: 
Thursday, May 20, the exhibits wi!! 
be open from 1:00 to 6:00 P.M. 
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What should We tell the Publicr 


A very forthright Approach to our whole public relations Problem 


by 
R. H. Collacott* 


- THE FIELD OF public relations we 
have the puzzling picture of an 
industry which we believe has made 
enormous contributions to our econ- 
omy and to our society finding itself 
much of the time, if not actually in the 
dog house, close enough to it, to 
threaten us with a Cinderella com- 
plex. We see an industry which has 
offered stable emplcyment to millions 
of people, which has placed enormous 
technological advances in the service 
of the government and the consumer, 
which has been characterized by a high 
sense of responsibility, which has been 
remarkably free from financial skull- 
duggery, which has been a tremendous 
factor in our winning two world wars; 
we see this industry, I say, constantly 
sniped at in the political arena and its 
leaders often taunted and rebuked, 
and their honesty impugned. 

It isn’t any wonder in the light of 
this climate, that in spite of our his- 
toric prosperity, in spite of the fact 
that the public favors us very well in- 
deed in the ballot box of sales, our 
persecution complex occasionally gets 
the better of us and we feel like that 
widely advertised man who spent six 
months curing himself of halitosis only 
‘o find that he wasn’t popular anyway. 

However, in spite of my light open- 

ing, the matter is serious enough to 
all for a fairly complete analysis, a 
horough re-examination of our mate- 
ials and methods in public relations 
ictivities, and most of all, a ruthless 
inquiry into our practices to see that 
they are as antiseptic as we believe 
them to be. 





_ *Assistant to the Chairman of the Board, 
Standard Oil Co. (Ohio). This is a con- 
‘ensation of an address before the Ten- 
nessee Oil Men’s Assn., October 6th. 


First off then let’s recognize what 
an industry is, It is not an entity like 
a corporation or an individual. It is 
not quite such an abstraction as sum- 
mer time or the color red but on the 
other hand it is not a concrete person 
who can be sued or hailed into court, 
no matter how much time some of its 
members seem to have spent there. 
Neither can it take aggressive action 
as a defense against slander and 
recrimination. That is one of the rea- 
sons it is so easy to take pot shots at 
it. It’s easy because it’s so safe. Then 
too it doesn’t command loyalty in quite 
the direct way that a person or a busi- 
ness organization does. 

We may be intensely loyal to our 
own businesses or associates but we 
aren’t so quick to rally to a group con- 
taining many persons or institutions 
with whom we have serious conflicts of 
interest. And we do have such conflicts. 
I don’t need to remind you that situa- 
tions are constantly arising between 
you as one segment of this industry 
and other groups such as major oil 
companies, pipe line companies, and 
others which put strains on your re- 
lationships even greater than those 
which develop among yourselves as in- 
dividual competitors. Many of these 
differences cannot be reconciled. This 
can and occasionally does lead to a 
certain amount of resentment on your 
part when others just by their size and 
economic influence seem to tyrannize 
over you. 


The Search for Neutrality 


I mention it only to emphasize how 
dificult it is to go out not only to 
defend the industry but actively sell 
the public on practices-with which you 
are not in sympathy or to promote 
interests which conflict with your own. 
The actual fact is, of course, that un- 


loil 


der such circumstances you don’t do 
it and no one expects you to. The re- 
sult of all this is that in preparing 
much of our public relations program, 
we search for those matters on which 
we can find virtually complete agree- 
ment so that we all can get behind 
them and all join in the program. 
While there is no great harm in this, 
it does entail considerable effort and 
expense and has raised some honest 
doubts as to its effectiveness. This con- 
stant search for neutrality. has devel- 
oped some rather pallid material fre- 
quently of a statistical nature, 


Editorial Treatment 


Now this is a big industry in a big- 
ger country and almost any presenta- 
tion involving quantities runs into 
pretty big figures which outreach the 
imagination of our audience. When 
you talk about billions of this or that 
you might just as practically step it 
up into trillions or quadrillions since 
you have already gone beyond his com- 
prehension, The result of all this is 
that we are all too often trying des- 
perately to get a little news item on 
page ten or worse yet having to buy 
space to tell the stories of our own 
choosing while the editors are splash- 
ing news about the industry all over 
page one. They select the items that 
have an impact on people, items which 
involve red hot political issues and 
which by their very nature invite edi- 
torial treatment. To many of these we 
reply with a discreet and dignified 
“No Comment” even though any edi- 
tor would welcome a clear statement 
of industry point of view. 

Since such matters frequently con- 
tain inferences of improper activity 
our indifference or clam-like silence is 
often interpreted as taking refuge in 
Article Five of the Bill of Rights and 
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saying “I refuse to answer on the 
grounds that I might incriminate my- 
self.” 

Let us take a case in point, one 
which does not immediately concern 
you people assembled here, that is the 
conservation measures adopted by the 
Federal Government and by several of 
the States in the production of crude 
oil. 

The long history of extravagant and 
wasteful crude oil production up until 
recent years is fairly well known to 
each of you. In order to deal with 
that problem a great many programs 
were suggested, some of which re- 
sulted in legislation. Even though you 
may not be students of that end of 
the business you know something 
about proration, allowables, hot-oil 
acts, and joint operation of a field. 
Many of these practices if introduced 
into marketing would quite properly 
raise a hue and cry across the country. 
On the face of it they violate many 
of our notions of unrestrained com- 
petition. But the significant point here 
is this, they came into being to remedy 
a situation, which, if continued, was 
considered to be against the national 
interest. Some of the laws, naturally, 
were promoted by members of the oil 
industry but many more were not. 
They were enacted, however, in the 
full light of day and given as much 
publicity as the interest of the man in 
the street permitted. 

In view of this it seems a little 
ridiculous to read about attacks and 
accusations which are concerned with 
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. - « » What should We tell the Public? 


adherence to these well-known prac- 
tices. It seems equally unfortunate to 
read of fumbling attempts at defense 
when there is nothing to defend. If 
the game as it is being played is not 
right, then let’s change the rules of 
the game but let us not indict the play- 
ers for adherence to rules which in 
many cases they had nothing to do 
with establishing. 


Conservation and Competition 


However, I did not come here with 
the presumptuous intention of telling 
this gigantic industry what to do. 
Neither did I come to belabor points 
which are discussed much more ade- 
quately in the trade journals. I simply 
used that illustration that no satisfac- 
tory method has yet been found by 
which we can have both conservation 
and indiscriminate competition, and 
that we shall be subject to a great deal 
of suspicion until that point is gen- 
erally understood, because that is the 
kind of material which is front page 
news. It seems to me that the things 
we should be telling the public are the 
facts connected with the matters on 
which it has already shown some in- 
terest. In determining what those mat- 
ters are we have only to look at the 
items which become front page news. 
Questions of adequate supply, of im- 
ports, of petroleum as a factor in in- 
ternational tension, of sensational 
technological developments, all have 
been selected by newspaper editors as 
matters of great general interest. 

Every individual, every company, 
every industry occasionally finds itself 
plunged into some situation where 
through basic misconception, or 
through current misunderstanding, its 
good health is impaired and its effec- 
tiveness seriously threatened. 

We can’t anticipate every miscon- 
ception and thereby avoid the neces- 
sity of answering questions which 
more often than not are based on a 
desire to clear up misunderstandings. 
Neither can we so permeate the indus- 
try with economic information that 
the newest truck driver can explain 
all the issues involved in the Near East 
controversy or problems connected 
with import quotas. But I think we 
can establish an atmosphere of candor 
and integrity so that the public will 


get the impression, properly enough, 
that in pursuing our efforts to keep 
a business healthy and prosperous we 
are at the same time building the |. st 
assurance of continuous dependa le 
service. We can have them und:r- 
stand that in an industry of this © ze 
and importance problems will con- 
tinuously arise which involve shar: ly 
differing interests which must be 
reconciled, that in their solution, «'e- 
ments of self-interest are bound to 
assert themselves, that there is nothing 
wrong in this but that it is the natural 
process of working toward a practical 
program. 

I believe we can have it understood 
that these statements of self-interest 
are the proper and natural actions of 
a man seeking what he thinks is com- 
ing to him and that such statements 
do not automatically characterize him 
as an anti-social “special interest” or 
a malefactor of great or even of little 
wealth. 

You have all heard, as I have, count- 
less observations which carried with 
them the inference of guilt. They go 
about like this: “The oil industry is 
notoriously able to look out for itself, 





Refining 


in other words, it is pretty much a 
below the belt industry.” That one 
was actually made in Washington in 
1942 and I can cite chapter and verse 
on it. Another one, referring to the 
unique record of internally generated 
capital is: “That means you made 
your customers contribute your cap’ 
tal.” Is there a more legitimate source 
of funds than that of voluntary trans: 
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actions? The more that the American 
economy is powered from that source, 
the less reliance we shall find being 
placed upon subsidies, special hand- 
outs, tax favoritism, political prefer- 
ence and five per centers. 

Probably behind the attitude which 
such comments reveal is an unanalyzed 
resentment toward what seems a con- 
spicuous prosperity. From its early 
days it created some colossal fortunes 
and the process hasn't seemingly 
stopped yet. It has created many acci- 
dental fortunes where good luck has 
played a more important role than 





Transportation 


business efficiency or service to society. 
That has been largely in the produc- 
tion end of the business and it has 
always been characteristic of extrac- 
tive industries. The only difference 
there is that petroleum so far outranks 
in dollar volume the other minerals 
that this fact of accidental wealth is 
commonly ignored. I was interested to 
read recently in the Ethyl News, as 
you probably were, that the original 
price of the Louisiana Purchase is now 
being returned every three days from 
the petroleum alone which is recovered 
from that territory. Facts such as this 
may capture -people’s imagination. 
hey may even cause them to admire 
and respect an industry, which is 
Coubtful, but they are also apt to 
arouse envy and the suspicion of greed 
on which opportunistic politicians 
may capitalize. 

As you and I go about our daily 
tasks there seems to be little that is 
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glamorous or that can kindle our en- 
thusiasm. Just bear in mind that it 
is always that way. The boys who 
sailed under Hawkins or Drake or re- 
pelled the Armada didn’t at the time 
see much glamor in it. It took the 
novelists and Hollywood to do that. 
We don’t hear any cheers as we cross 
any goal line or pass any reviewing 
stand. Actually that little crowded 
hour of glory of those marches up 
Broadway or Pennsylvania Avenue 
are a pitifully inadequate pay for the 
long, arduous, unglamorous service 
upon which that glory was based. 

So with our work, Each of our tasks 
has much in it that is humdrum and 
seems to contain little that makes a 
good story for public attention. Pro- 
duction, with its tin hats and great 
gambles, yes; refining, with its mam- 
moth plants and enormous investment, 
yes; even transportation, with its tank- 
ers and pipe lines; but not marketing; 
actually, while the part each of us 
plays is small, the total is one of 
the most surprising miracles of our 
modern society. Just dwell on the fact 
that you and thousands of others by 
your own free selection have found for 
yourselves an economically useful 
niche in a distribution system that for 
tonnage and uninterrupted continuity 
is not matched by any other industry 
either in this country or anywhere else 
in the world. Think about it and then 
go out and tell somebody about it. 


Tell your Story 


You might point out at the same 
time that many of our seeming front 
page troubles are the direct result of 
an industry willingly and deliberately 
overbuilding its refining capacity by 
800,000 barrel-days in the interest of 
national defense and in response to a 
government request. Tell them that 
those problems, which we shall meet 
and solve, are the alternative to put- 
ting millions of taxpayers’ dollars in 
mothballs. Call their attention to the 
sense of responsibility which has been 
so ingrained that we don’t even think 
about it ourselves. 

You can have a profound satisfac- 
tion in being identified with an indus- 
try which through supplying lubri- 
cants and power and heat has remade 
our world. Point out that this dramatic 
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Marketing 


development could not help but 
create problems new to our society and 
to our lawmakers. Instead of looking 
back with any sense of embarrassment 
or need for apology, point out that 
they haven't seen anything yet. As 
this giant continues to mechanize and 
industrialize the world new problems 
and international tensions are sure to 
accompany that process. 

The same size and importance which 
have developed such pride and en- 
thusiasm within the industry are cer- 
tain to have a sobering effect as well. 
This very importance implies a most 
serious and awful responsibility. Any 
long continued interruption in the 
flow of petroleum products to our 
modern industrial society is 
unthinkable. 

The government having built up a 
stupendous military machine constant- 
ly dependent for its effectiveness upon 
adequate supplies of petroleum, and 
the public, whose needs are less dra- 
matic, perhaps, but no less essential, 
each have a stake in this industry 
which we must acknowledge. That 
stake will prompt them to keep the 
petroleum industry under constant 
scrutiny, which would be unnecessary 
and uncalled for in a less essential and 
more obscure industry. They will go 
further and require factual rather than 
oral assurances. As I see it, that 
development is inescapable. 

But when such satisfactory assur- 
ances have been given, the industry 
has a right to a freedom of operation 
which will enable it to perform with- 
out petty and hamstringing restraints. 
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by 
Bert Dunphy 


I’ THERE IS ONE THING that charac- 

terizes a successful oilheating dealer 
it is the success he enjoys through per- 
sonal contacts with his customers. Per- 
haps more than any other one thing 
the average oilheating dealer makes a 
living out of his business and progres- 
sively expands it as he comes in contact 
with more and more customers while 
his business is growing. 

Certainly, it is the rule rather than 
the exception that a dealer sells oil- 
heating equipment because he or his 
salesman meets a prospect personally 
and in one way or another convinces 
him that it will be pleasant and bene- 
ficial for the prospect to make a pur- 
chase from him. Then, after he has sold 
and installed the equipment, the per- 
sonal contact continues through fuel- 
oil sales and oilburner service. Again, 
the relationship is removed from an 
impersonal basis because every trans- 
action involves personal contact with 
either a fueloil driver or a serviceman. 

Many oilheating dealerships are es- 
tablished by one man and become suc- 
cessful through his efforts exclusively. 
Many go along for years still with only 
the one principal and some never get 
out of that stage. They should be con- 
sidered no less successful than larger 
operations merely because the bulk of 
the management is centered in that 
one individual. 

It follows naturally that as the vol- 
ume of sales expands the one man oil- 
heating dealer must add managerial 
and operational personnel, but here 
again the evolution is a slow progress. 
And, in all probability the majority of 
oilheating dealers who started out alone 
and grew through their own efforts 
continue to foster the principle of per- 
sonal contact. 

This was brought sharply to mind 
by a reeent visit with Harry Sand- 
laufer who runs the Municipal Oil Co. 
in Jersey City, N. J. He represents a 
bit of a switch in that he did not ac- 
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One man Oilheating 


Municipal Oil, Jersey City typifies the small Dealership which prospers on personal Contac :s 


tually establish the business but pur- 
chased it from its founder about four 
years ago. Municipal Oil actually has 
been in business in Jersey City for 
about 20 years, selling fueloil only un- 
til Sandlaufer bought it. The man who 
operated it formerly became interested 
in other phases of petroleum products 
operation through contacts he made 
while retailing fueloil and for some 
time before he sold out the business 
had more or less stood still. 

Sandlaufer, when he became re- 
sponsible for it, sensed immediately 
that the sale of fueloil alone could not 
be enough to make a go of it. He recog- 
nized that to show a continuing profit 
it would be necessary to add equip- 
ment sales to the fueloil revenue and 
he began almost at once to sell burners 
and units, 

His background is interesting and 
again typifies that oilheating is a fruit- 
ful field for the individual who wants 
to be in business for himself. Sand- 
laufer was a school teacher for a year 
before the War, specializing in physi- 
cal education. He was in the Marine 
Corps from 1942 to 1946 as an officer 
and today is a Major in the Reserve. 
Immediately after the war he decided 
against going back to teaching, spent 
about two years with the Veterans Ad- 
ministration and then came the oppor- 
tunity to take over Municipal Oil. 





Sandlaufer examines an H. B. Smith 
oilfired unit installed recently in an 
eight-family apartment house. 





Harry Sandlaufer 


He knew nothing about the techni- 
cal aspects of oilheating and corrected 
that deficiency by attending night 
courses at New York Tech, But, he 
says, this instruction was most valu- 
able in the theory it gave him and the 
small amount of practical knowledge 
he thus gained. Nearly all his actual 
knowledge, though, has been gained 
from the experience he has had in the 
field since then. He also has attended 
the I-B-R school, found this instruc’ 
tion most helpful and uses their texts 
and Guides all the time. 

His, he is quick to point out, is a 
small dealership, He has some 129 
fueloil customers, operates one fueloil 
truck. When he first went into busi- 
ness Municipal had an annual volume 
of 50,000 gallons of fueloil, Last year 
he sold 300,000 gallons and in 1953 
he will reach close to 400,000 gallons. 
Last year he sold 25 oilheating instal- 
lations, nearly all of them boiler-burner 
units; this year he is going to sell 35, 
of which nine will be complete heating 
systems. About 10% of his business 1s 
replacement of old or obsolete oilburn- 
ers. 

About 75% of the equipment he 
sells is American Radiator, with H. 5. 
Smith boilers used for the larger instal: 
lations. He uses Genoco oilburners, 
made by General Oil Heating Co., or 
the straight conversion or replaceme it 


jobs that he sells. 
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d that last 
stat: nent puts it 
rat-er concisely 


fo. Sandlaufer 
doc all the sell- 
ing himself. He 
has one installa- 
tion crew of two 
men and employs 
a fueloil driver. 
In addition, he 
does about 85% 
of all the burner 
service himself 
and participates 
in a pool of sev- 
eral other service- 
men who fill in 
when he is not 
available. That 
works this way. 
He uses a telephone answering serv 
ice and if a customer is unable to 
contact Sandlaufer himself, the an- 
swering service will take over. When 
it is determined that a service call is 
involved, the answering service takes 
the details and refers it to one of the 
servicemen in the pool. These are 
straight servicemen or they might be 
other dealers like Sandlaufer who fill 


in when such situations as this arise. 


Most of Sandlaufer’s customers call 
in for service. He does offer a contract 
which covers service and annual clean- 
up, but no parts, for $15.00, but hasn’t 
pushed it hard. New installations get 
three annual clean-ups without charge; 
clean-ups by themselves are sold for 
$10.00. 


Sandlaufer has done some advertis- 
ing and has tried direct mail. One cam- 
paign involved a search of county tax 
files for the names of homeowners who 
were likely to be oilheating prospects 
in his area, but results were disap- 
pointing. 

This year practically every sale that 
Sandlaufer has made has been the di- 
rect result of a recommendation from 
one of his customers. His policy is to 

’ the customer for every lead he 

‘ns in—not sales, just the lead. This 
commission amounts to not less than 

¥,00, and this is given the customer 
‘s a credit on his fueloil bill. One cus- 

mer’s leads have resulted in six sales 
$s year, so that it’s obvious the plan 
has been worthwhile. 





The driver poses beside Municipal Oil’s truck, It’s a Ford, 
with a 750 gallon tank. Deliveries to all of the company’s 
129 fueloil customers are made on a degree-day basis. 


An interesting phase of Municipal’s 
operation is the fact that 99% of the 
129 customers have storage tanks of 
550 or 1,000 gallon capacity. It’s un- 
derstandable, because in Hudson 
County, N. J., in which Jersey City 
is located, it is required by ordinance 
that 275 gallon storage tanks installed 
in basements be enclosed with cinder 
blocks. The result, of course, is that 
installing a 275 tank costs almost as 
much as a 550, so that virtually no 
installations are offered or made with 
less than the 550 tank, Only one cus- 
tomer still has a 275 basement tank. 
Of the others, 98 have 550 tanks and 
30 use 1,000 gallon tanks. 


Among the customers are a num- 
ber of larger homes and some commer- 
cial establishments so that average 
consumption per year runs from 2,500 
to 3,000 gallons per customer, this be- 
ing considerably higher than the 1952 
average of 1,928 gallons for Méid- 
Atlantic states reported in the Janu- 
ary issue. Drops average about 375 
gallons for the 550 tanks, 700 gallons 
for the 1,000’s. 


All customers are on automatic de- 
livery and, while no formal budget 
plans are offered, Sandlaufer makes 
individual arrangements for spaced- 
out payments with the few customers 
who need help. along this line. 


Sandlaufer works out of his apart- 
ment, but maintains a shop on Prescott 
St., in Jersey City, where he garages 
his fueloil truck, stores his equipment, 


loil 


pipe, fittings and other materials. 

He analyzes his business by explain- 
ing that he’s anxious to expand, but 
he’s determined “to walk before I 
run.” In this way he’s laying the 
groundwork for a gradual growth, 
based upon the sound policy of build- 
ing a firm foundation on satisfied cus- 
tomers and an awareness of his re- 
sponsibility to them. 
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Construction Expenditures 
remain at record Levels 


CONSTRUCTION EXPENDITURES of $3.3 
billion for September were virtually 
the same as the record August figure 
and 5% above September 1952, ac- 
cording to preliminary estimates of the 
U. S. Labor Dept., Bureau of Labor 
Statistics and the Building Materials 
and Construction Div., U. S. Dept. 
of Commerce. Private construction 
alone accounted for the entire increase 
from 1952, expenditures for this class 
of construction totaling $2.2 billion, 
8% above September last year; total 
public outlays were $1.1 billion, about 
the same as a year ago. 

Commercial building rose contra- 
seasonally to a new peak in September, 
private outlays for public utility con- 
struction held at the August level and 
residential building declined about sea- 
sonally in September. Private indus- 
trial building remained steady; public 
school building continued the upward 
trend begun in March, 

For nine months this year, expendi- 
tures for all types of new construction 
amounted to $25.9 billion, 7% above 
the same period in 1952. Private out- 
lays maintained a 9% lead over 1952 
in each of the first three quarters and 
totaled $17.5 billion. The increase oc- 
curred chiefly because of substantial 
gains in commercial building and in- 
creased private spending for public 
utility and residential construction. 

Total public expenditures for new 
construction through September 30 
this year were $8.4 billion, about 5% 
over the January-September 1952 
total, with gains reflected largely in 
more spending for highways and pub- 
lic industrial plants. Increased outlays 
for schools also contributed to the 
over-all rise in public activity. 
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Wanna sell a Thousandr 


Liberty Fuel Oil does it by combining 


hard-hitting Advertising and aggressive Selling 


by 
Ray Horan 


Guune a thousand heating plants 

a year ain't hard, just spend 
$38,000 on newspaper advertising and 
hire salesmen on $200.00 a week 
drawing account. That’s all there is 
to it according to Mr. Harry Gold- 
berg, President of The Liberty Fuel 
Oil and Heating Company of Phila- 
delphia. He has been doing it for two 
years now and insists its easy. 

Well, maybe you don’t want to 
“sell a thousand,” maybe just for fun 
like you want to sell maybe only 500 
or 400, some simple little volume like 
that because maybe you heard about 
the philosophical gent who some years 
ago came out with the theory that 
money can’t buy happiness and as an 
illustration pointed to the fact that 
a man with 10 million dollars couldn’t 
be a bit happier than a fellow with 
only 9 million. 

So let’s figure that maybe 300 or 
400 jobs would be nice and maybe you 
are only doing half that now. We 
know a few dealers who are doing 
that kind of a job, the kind that is 
always referred to in merchandising 
circles as “a nice little job’: and some 
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of them would like to do ‘“‘a nice big 
job”; maybe you would too. After 
Mr. Goldberg told us on the phone 
that “selling a thousand” was easy and 
all there was to it was to spend 
$38,000 in advertising and pay sales- 
men $200.00 a week draw, we decided 
to visit Mr. Goldberg and see if there 
were any incidental points that he 
might have forgotten or overlooked 
when he gave us his fast answer. Well 
anyway here is our report on our visit 
and investigation. 

We found the Liberty Fuel Oil and 
Heating Company way out on the 
north side of town situated in one of 
those suburban shopping communi- 
ties that is just like a hundred others 
that go to make op the big sprawling 
metropolis of Philadelphia. It was so 
far out in fact that we had to ride 
to the last subway stop and then take 
a bus for another mile or so, all of 
which would indicate that Mr. Gold- 
berg places very little importance on 
location, as it applies to the heating 
business. When we asked him why he 
located so far from the center of 
population he said it was close to home 
and he likes to go home to lunch. 

The Liberty showroom and offices 
were nice but not pretentious, a lot 
of odds and ends of heating equipment 


Exterior of the Liberty office and show- 
room, located in a suburban shoppin 
community in north Philadelphia. 


spread around indicating again ‘at 
Mr. Goldberg holds display in rat..er 
low esteem and not a very import :nt 
part of his selling arsenal. Whe. it 
came to staff, that was something <lse 
again. Mr, Goldberg seems to think 


that the people in a business are kinda’ 


important. 

We gathered that not only from 
his remarks but by meeting and 
observing the office force which con- 
sists of a young man whom we believe 
is office manager and three very lovely 
ladies, all of whom talk to prospects 
on the phone like they thought it was 
kinda’ nice that the folks called up. 
This impressed us very much because 
we didn’t hear a sneer at a customer 
all afternoon. 

A few doors away from the office 
and sales room, is Liberty’s very 
sizable warehouse, amply _ stocked, 
where all equipment is kept and the 
service manager and chief engineer 
have offices. When we asked Mr. 
Goldberg why so much stock, he said 
that when you spend as much money 
as he does on advertising and sales 
you have to buy very carefully and 
sometimes by taking trailer truck ship- 
ments you can pick up an extra 2 or 
3%, and that this takes some of the 
burden off his high sales cost. 


Sells Fueloil 


We found that the Liberty Com- 
pany has a substantial fueloil business 
and sells both oil- and gas-fired heat- 
ing equipment along with water 
heaters and oil, gas and electric in- 
cinerators. They say that the incin- 
erator business is getting better all the 
time and they hope to build quite a 
volume in this field. We found this 
of particular interest because we know 
some dealers that don’t know yet what 
an incinerator is. 

Be that as it may, we said we 
started out to find out and report to 
you on how to “sell a thousand,” so 
let us say right here and now that first, 
we verified the figures and Liberty sold 
over 900 heating jobs last year and are 
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way ahead of the thousand rate for this 
year but we are not sure that we 
learned of all the little incidentals that 
must go along with $38,000 in adver- 
tising and $200.00 salesmen’s draw. 
However, if we did not, it was not 
Mr. Goldberg’s fault because he 
showed us everything we wanted to 
see such as his books, records, installa- 
tion cost sheets, advertising bills and 
copies of his ads for two years back. 
He even showed us what he kept in 
his private office refrigerator: an 8 cu. 
ft. job that contained exactly 6 bottles 
of coke, nothing else. 


Evolution of heating Merchandiser 


But getting back to the serious busi- 
ness of “selling a thousand,” we can’t 
quite be sure that we learned or are 
able to interpret everything that goes 
into a business of this kind because 
putting your finger squarely on that 
intangible ingredient that makes some 
businesses hum where others just 
groan is not a simple task even for 
a reporter as capable or we might say 
as snoopy as yours truly, so we will 
give you first of all the story of the 
evolution of a heating merchandiser 
to see if we can determine just how 
he got that way. 

Mr. Goldberg, who was originally 
a fueloil dealer exclusively, says he 
did not always know how to “sell a 
thousand”; there was a time when he 
had trouble selling a hundred but he 
became convinced that a really suc- 
cessful equipment selling operation 
was more to his liking then spending 
all his time trying to persuade some 
oil competitor’s satisfied fueloil cus- 
tomer that he should give up one good 
supplier and do business with another. 

He says taking fueloil customers 
from one’s competitors never seemed 
very constructive to him; it just did 
not add anything; it contributed noth- 
ing to the wealth or well-being of the 
community. He says he began to de- 
velop a special satisfaction out of the 
equipment business and realized that 
everytime he sold a new heating plant 
that he had actually created new busi- 
ness where no business existed before 
and creative selling became his meat. 

However, he was quick to point out 
that he was not in business just for 
his feelings and he liked a buck just 


as well as the next fellow. Anyway, 
he got serious about equipment selling 
a few years back and after studying 
his competitors’ sales methods and try- 
ing out a few of his own he became 
convinced that neither he nor his com- 
petitors knew very much about either 
selling or merchandising. So he began 
to make a study of the business that 
he felt represented the tops in the 
merchandising field; namely, the de- 
partment store business. 

He says he visited many a depart- 
ment store in Philadelphia and New 
York and was fascinated by the way 
these stores drew thousands of people 
in every day by their advertising. He 
discovered that advertising and “The 
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Sale”—-yes, there was always the Sale, 
were practically the lifeblood of the 
department stores’ existence. He says 
he reasoned that a little of this should 
rub off on the heating business, if a 
department store can advertise and get 
thousands of visitors in a single day, 
why couldn’t he advertise and get just 
a few prospects, so he sarted advertis- 
ing in a small way and sometimes he 
was encouraged with results and many 
times he was disappointed. 

However, after several years of trial 
and error he learned enough about the 
art of advertising so he could get 
plenty of prospects. He then dis- 
covered two very discouraging things, 
first the prospects he got from his 
newspaper advertising came from an 
entirely different type of people than 
he had been used to selling, strictly 
not Main Line (Philadelphia’s gold 
coast, so to speak). 
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The people that phoned were for 
the most part from the laboring class, 
the mechanics, the factory worker, the 
taxi driver — people that he always 
classified in the low income groups. 
They were generally speaking a group 
of people whose language he did not 
always understand even when they 
spoke United States, for he was now 
dealing with what is known as the 
mass market. The second discovery 
was that neither he nor his salesmen 
were at all equipped to sell this trade, 
proven by the fact that they were con- 
verting very few of this vast quantity 
of leads into sales. 

The next step in his merchandising 
education according to Mr. Goldberg 
was to learn how to sell this mass mar- 
ket now that he had it tapped. When 
his sales were to the more limited up- 
per income group he found it neces- 
sary to make elaborate surveys and 
layouts before he could submit a pro- 
posal, for this class of people had been 
accustomed to deluxe attention be- 
fore they seriously considered buying. 
While you can get a little better mar- 
gin from the wealthy trade than you 
can in the mass market, the care 
and time-consuming patience required 
hardly compensates. 

He found that the common man, so 
to speak, does not think he knows 
all about the other fellow’s business; 
he does not have friends in the engi- 
neering profession who must criticize 
the proposal before it can be approved 
or accepted, nor does he have an 
attorney who examines and argues 
about your contract form. In short, 
when the common man calls in the 
doctor he allows the professional man 
to prescribe. 


Evaluating Leads 


Another important factor that Mr. 
Goldberg brings out is that he had 
to change his entire concept of evalua- 
tion of leads and prospects, for during 
his early years in business he accepted 
leads and prospects as one and the 
same thing. He now contends that the 
appraisal of a lead to determine its 
prospect value is one of the fine arts 
that his sales force has developed. 

As his knowledge of the mass mar- 
ket and, we might say, mass advertis- 
ing began to take form, he now became 
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more competent to determine sales 
methods and the type of salesmen he 
needed to sell the market. Regarding 
methods, he says that he had to com- 
pletely reverse his former philosophy 
regarding surveys and engineering 
services if he were to reach a really 
high volume of sales. 

His old method and the one he con- 
tends is in vogue with most oilheating 
dealers was to take a lead, make an 
initial get-acquainted call, and set up 
an appointment to: make a survey. 
After the survey was completed and 
the engineering analysis was made a 
proposal was typed, placed in a folder 
and delivered to the prospect. 

Only then did his salesmen get down 
to the all-important job of selling. 
This cumbersome, expensive and ex- 
travagant method he suggests is all 
right if one wishes to do a nice little 
cozy sales jeb of very limited volume 
but to step into big-time, fast-moving 
sales production the lead must be 
quickly but thoroughly appraised to 
weed out the men from the boys, so 
to speak, and come up with this year’s 
prospects. For in his kind of an opera- 
tion he says he cannot afford to be 
talking to next year’s prospects now. 


Procedure for Selling 


Once the lead has been certified as 
an immediate prospect his salesmen 
proceed with the sale with only the 
briefest kind of survey. Once the sale 
has been made his engineers then make 
the most complete and detailed engi- 
neering study of the job. If there has 
to be corrections or the customer needs 
something different than that which 
the salesman advised these changes are 
very carefully explained to the cus- 
tomer and the new arrangement is 
sold, but remember he is now doing 
this extra work and extra selling to 
a customer and not to a prospect. 


When it comes to salesmen, Mr. 
Goldberg had apparently tried most 
of the common variety of methods, 
systems, types, and with mixed suc- 
cess. He says he has had large sales 
groups at one time or another; small 
sales forces at other times, and all too 
frequently non-selling sales forces. But 
when he was preparing for his present 
method of operation he had to seek a 
new kind of man. He now uses only 
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Liberty's office force and sales force operate from these 
quarters. An average of six salesmen is used, chosen for 
their long and proven experience in selling. 


salesmen of long and proven experi- 
ence in creative and even intangible 
selling because, as he puts it, closing 
the sale in advance of complete engi- 
neering is a technique not well prac- 
ticed by the average salesman. 

The kind of salesmen Mr. Goldberg 
uses today comes high, he says, because 
of their capabilities. They are con- 
stantly being sought after by many 
industries. However, as he points out, 
no one ever went broke hiring good 
salesmen regardless of price. It is 
mediocrity that is expensive and some- 
times disastrous. 


Liberty does its outstanding sales 
job with an average of six salesmen 
backed up with plenty of engineering 
assistance. They sell only nationally 
advertised brands of merchandise, in- 
sisting that they just don’t have time 
in their fast-moving operation to be 
selling the unknown product. They 
admit that newspaper advertising is 
part of the key to their success, but 
Mr. Goldberg says there is no substi- 
tute for satisfied customers and is 
proud of the fact that each year his 
customers account for an ever increas- 
ing proportion of his business. 

It also develops that Liberty does 
not confine its advertising entirely to 
newspapers although they are in the 
papers practically every day of the 
year. They also use some telephone 
canvassing and some radio. Beginning 





in late October 
the company will 
be on television 
with an incinera- 
tor promotion. 
This, according to 
Mr. Goldberg 
will be the first 
time that incin 
ators have been 
advertised on TV 
in Philadelphia. 
Another inter- 
esting point that 
comes to light in 
analyzing = Liber- 
ty’s newspaper 
advertising is the 
cumulative effect 
of continuous dis- 
play over a long 
period of time for 
returns run al- 
most 2/4 times the results of two 
years ago for each dollar invested, 
proving that one-shot advertising or 
short campaigns are not to be con 
sidered economical or productive 
It’s a little over two years now since 
Liberty embarked upon its present 
course and results would indicate that 
the heating business is not immune to 
new ideas and new procedures. Peo- 
ple are people no matter where you 
find them and react about the same 
way to good salesmanship and aggres- 
sive merchandising whether they are 
in the market for houses, hosiery, 
harpsichords, or oilheating. 
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One-fourth of Firms in oil 
Business are fueloil Dealers 


THE OIL INDUSTRY Information Com- 
mittee recently prepared a tabulation 
to show the number and variety of 
enterprises that are engaged in the oil 
business. The figures demonstrated 
that a total of 42,075 businesses are 
represented and that 11,127 of these, 
or better than a quarter of the total, 
are fueloil marketing organizations 

The number of companies listed un- 
der crude petroleum and natural gas 
production, including well drilling and 
other contract services, totalled only 
slightly more and practically every 
other classification was well below the 
fueloil group. 
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Pa:t IX: Oilburner Control Series 


Minneapolis-Honeywell Controls 


Mightiest Producer of oilheat Controls responsible for Many of today’s Practices 


by 
J. W. Schulz 


HE MINNEAPOLIS Heat Regulator 

Company was a struggling young 
firm in a brand-new field when its first 
president, William R. Sweatt, an- 
nounced a policy that has been a factor 
in his company’s leadership in auto- 
matic controls for the past 68 years. 

Sweatt decided the company never 
would go into competition with its 
customers. 

In the nineties, temptation was great 
for the Minneapolis firm to add fur- 
naces to its line of furnace-damper 
controls. Again after World War I, 
the firm might have capitalized on the 
oilheating boom by manufacturing its 
own oilburners. In recent years, it 
could have added to its profits by man- 
ufacturing airconditioning systems. 

The son of first-president William 
R. Sweatt is Harold W. Sweatt. Now 
the Minneapolis-Honeywell president, 
Harold W. Sweatt sums up his com- 
pany’s policy in this way: 

“We are in the control business ex- 
clusively. All of our time, money, and 
effort has been devoted to better con- 
trols and, in turn, to better service to 
our customers—the heating dealers. 

“Minneapolis-Honeywell will build 
oilburner controls, But it will never 
build oilburners!” 





There’s no denying that the oilheat- 
ing industry has gained immeasurably 
as the result of the activities of the 
men responsible for Minneapolis- 
Honeywell controls. These activities 
started in 1885 when the Minneapolis 
Heat Regulator Company was founded 
to manufacture a device that would 
open and close furnace dampers auto- 
matically when more or less heat was 
needed. This forerunner of all room 
thermostats operated what was called 
a “damper flapper.” First it was sold 
door-to-door to householders who, like 
its inventor A. M, Butz, were tired of 
trips to the basement to adjust damp- 
ers every time the house became too 
chilly or too hot. 


By the end of World War I, the 
Honeywell Heating Specialties Com- 
pany of Wabash, Ind. was giving the 
Minneapolis company stiff competi- 
tion. It had concentrated on controls 
for the then-new oilburner industry. 
The Minneapolis company was ahead 
in furnace controls. Neither offered a 
complete line, and each eyed the 
other’s equipment wistfully. They 
merged in 1927. 

This ineffably suitable union at once 
proved financially successful. With 
success, two more of W. R. Sweatt’s 
basic business policies were empha- 
sized: (1) Do extensive research and 
engineering work; (2) Advertise na- 
tionally. Both policies gave the infant 
oilheating industry strength it needed 
badly. 

In recalling the extensiveness of 
their engineering and research work 
of the early thirties, M-H engineers 
today cite that in 1931 alone they de- 
signed, manufactured, and shipped 
more than 250 different experimental 
oilburner control devices, However, 
what probably helped the oilheating 
industry most through its early trouble- 
filled years was the dedicated and de- 
termined effort made by M-H engineers 
to reduce the number of types of oil- 
burner controls through standardiza- 
tion of the control equipment. 
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M-H engineer tests a R117A Pro- 
tectorelay in a matter of seconds by 
sticking its bi-metal smokepipe element 
into a special test board, then simply 
swinging shut two hinged gates that 
connect seven wires to the control. 
M-H has this problem in common with 
other manufacturers of controls and 
specialties for oilburners: Dealers send 
in as defective many controls that are 
100% healthy. Percentagewise as re- 
lated to the number of new controls 
shipped to dealers, fewer and fewer 
Protectorelays are being returned by 
the deaiers as allegedly defective. But 
more than 70% of the Protectorelays 
returned as defective turn out to be 
perfect when tested by M-H experts. 


A 


In addition to thus bolstering the 
feeble, young oilheating industry in a 
technical fashion in the early thirties, 
Minneapolis-Honeywell provided this 
young industry with sales help by 
carrying the oilheating story to the 
public through its own national adver- 
tising program. This has continued. In 
1952, for example, Minneapolis- 
Honeywell devoted two million dollars 
to advertising the comfort which is 
provided by automatic heating, 

As part of its 1954 advertising pro- 
gram, M-H will spend a half a million 
dollars in one national magazine alone, 
and on but one phase of home heating. 
These figures indicate why the Minne- 
apolis- Honeywell Regulator Company 
must be described as the mightiest pro- 
ducer of oilheating controls. 

W. R. Sweatt’s emphasis on engi- 
neering is reflected today by the fact 
that one out of ten of the 25,000 M-H 
employees is an engineer; also, M-H 
recently expanded its research facili- 
ties greatly by establishing an ultra- 
modern research center near Hopkins, 
Minn. in which today work is under- 





65 








way on the heating controls of to- 
morrow. 

M-H maintains a corps of sales engi- 
neers in 100 cities in this country and 
abroad. Of inestimable value to men 
who plan or work on actual oilburner 
installations, among the MH sales en- 
gineers are dyed-in-the-wool oilburner 
enthusiasts with years of practical ex- 
perience behind them. You can discuss 
with some of these men the idiosyn- 
crasies of latest electronic control 
equipment, or the idiosyncrasies of oil- 
burners made in the twenties and thir- 
ties and bearing the labels Aetna, 
Nokol, Oliver, and Socony-Arrow. 

Before the Minneapolis company 
and the Honeywell company merged 
in 1927, each manufactured hand- 
wound clock-type room thermostats. 
MH developed the first electric-clock 
thermostat in 1931. The Acratherm, 
first made in 1935, set a pattern of 
thermostat styling which for years was 
standard for the oilheating industry. 

Not many weeks ago, Minneapolis- 
Honeywell daringly broke away from 
the well-established rectangular ther- 
mostat and announced its revolution- 
ary T-86 “Round.” This move can be 
interpreted as the company’s assertion 
that it is capable of continuing its lead- 
ership—can, in fact, change fashions 
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Minneapolis-Honeywell room thermostats started with this instrument to the 
left, and today wind up with the “Round” to the right. The company known 
today as the Minneapolis-Honeywell Regulator Company was started in 1885 
with the crude thermostat, made to open and close furnace dampers automatically. 
The “Round” of 1953 comes with an extra-long special wrench for servicemen 
to use in case recalibration is needed. That's just one of many features of ‘the 
“Round.” In taking this photograph, FUELom & Om Heat photographers heated 
the “Round” greatly with their flood lights, caused the thermometer to indicate 


higher than 90°. 


in the field of oilheating controls, 

Those oilburner experts who belittle 
the importance of the shape of a ther- 
mostat should consider that the ther- 
mostat is the one part of an oilheating 
installation that is inevitably seen many 
times a day by the occupants of a 
house. With worries about oilburner 
troubles and breakdowns on their 
minds, servicemen are apt to say the 
shape of a thermostat matters little, 
what counts is how well the thermo- 
stat works. Homeowners take a differ- 
ent view. Assuming a modern thermo- 
stat will work perfectly, they concen- 
trate on its appearance, 

Technically, the activities of M-H in 
the field of safety control panels is 
interwoven with the development of 
automatic oilburners. When the Min- 
neapolis company merged with the 
Honeywell company in 1927, the re- 
sultant M-H company combined the 
best features of the old Honeywell pss 
motor (timed sequence) and the Min- 
neapolis stack control. To the result 
were added the mercury switch de- 
vices and systems which had been de- 
veloped by the Time-O-Stat Company 


of Elkhart, Ind—the addition was 
made in 1931 when M-H bought the 
Time-O-Stat company. 

The outcome of all this, announced 
in 1932, was the R-117. That's the fa- 
miliar name applied to this control by 
thousands upon thousands of oilburner 
experts. The smokepipe-mounted R- 
117 Protectorelay was, says M-H now, 
the first real stack control. It gained 
tremendous popularity. Every service 
expert worthy of the name knows this 
control from A-to-Z, for it is still used 
today on untold thousands of installa- 
tions. You recognize it by the mercury 
switch used in it to turn off the igni- 
tion when the bi-metal smokepipe 
helix feels heat from the products of 
combustion. 

M-H found out later that the low 
stack temperatures of certain oilburner 
installations and the increasing use of 
low-capacity furnaces and boilers were 
creating need for stack controls of 
greater sensitivity and faster response. 
Research work on these points was 
started and continued for several years. 
Finally, about 1946 when quality ma’ 
terials again became available after the 
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end of World War II, mass produc- 
tion was started on the RA116A for 
cont:nuous ignition, and the RA117A 
for intermittent ignition. 

The Minneapolis-Honeywell RA- 
117A Protectorelay is covered by the 
accompanying wiring diagram and 
photographs, Because it provides in- 
termittent ignition, it is far more popu- 
lar than the RA116A. It is, in fact, 
by a wide margin the most popular 
safety control panel being installed 
today. 

Intended primarily for smokepipe 
mounting, the RA117A Protectorelay 
operates quickly and reliably on instal- 
lations having unusually low stack 
temperatures. 

However, the M-H factory indicates 
that for certain furnaces and boilers it 
is not only feasible to locate the bi- 
metal element (usually located in a 
smokepipe) in or near the combustion 
chamber, but may be necessary. Thus 
the bi-metal element of this control is 
suitable for either smokepipe location 
or combustion-chamber location. Using 
either location, the temperature of the 
bimetal element should not exceed 
1000°F. 

Behind the Protectorelay is an ad- 
justable sleeve. Normally in a position 
that closes ventilating slot on instal- 
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lations having low or normal stack 
temperatures, this sleeve should be set 
to open the ventilating slots on installa- 
tions having unusually high stack tem- 
peratures. If the bi-metal element is 
in or near the combustion chamber, of 
course the adjustable sleeve should be 
set so that the ventilating slots are 
open. This provides a flow of cool, 
room-temperature air into the tube 
that houses the bi-metal element. M-H 
engineers say this safeguards the ele- 
ment—prolongs its life. 

The RA117A may be mounted in 
any position that causes its bi-metal 
element tube to be horizontal or nearly 
horizontal. 

If heat from the flame does not affect 
the RA117A properly within 90 sec- 
onds after the burner motor starts, the 
safety switch of this control “locks 
out.” The oilburner then remains idle 
until someone re-sets the RA117A 
manually by pressing its safety re-set 
lever. 

If the oilburner flame burns proper- 
ly for a while but then diminishes or 
goes out, the RA117A stops the burn- 
er as soon as the temperature of its bi- 
metal element drops about 50°F. The 
burner remains idle for from 20 sec- 
onds to 60 seconds usually, depending 
on the characteristics of the installa- 


tion and the manner in which the RA- 
117A is adjusted, then the burner 
starts again, It continues to operate, if 
within 90 seconds the bi-metal element 
is affected by heat from the flame. 

This control is, then, of the re- 
cycling type. Flame failure during nor- 
mal operation of the burner causes the 
burner to stop, remain idle for a 
scavenger period, then attempt to re- 
start. 

If there’s a momentary interruption 
in the electric power or you simulate 
momentary electric-power failure by 
snapping the oilburner main switch off 
and on while the burner is running 
normally (bi-metal element of the RA- 
117A is hot), the burner will not re- 
start immediately when the current 
comes on again, It will wait until the 
bi-metal element of the safety control 
panel cools enough to close the cold 
contacts. 

The safety timing device in this con- 
trol panel is compensated for different 
basement temperatures; in an ex- 
tremely hot basement or a chilly base- 
ment, the timing is the same—ap- 
proximately 90 seconds. 

The relays in the RA117A Protec- 
torelay are sensitive to line-voltage 
drop and are factory-calibrated with 
the result that the RA117A will. not 








Left—Close-up of the safety switch sub-assembly of the 
RAI17A, A brand-new improvement lies in the use of a 
carbon resistance for the heater element, in place of the 
wire-wound resistance used for years up to now. M-H 
engineers indicate that, for one thing, a wire-wound resist- 
ance can be damaged physically much more easily than 
the new carbon resistance. 





Right—M-H Protectorelay RA117A, stack-mounted for 
intermittent ignition. To help servicemen, the two relays 
are factory-labeled “Motor” and “Ignition.” Notice the 
“R,” “W,” and “B” terminals of the control’s thermostat 
circuit. In connecting a two-wire thermostat to these ter- 
minals, with the RA117A the “R” terminal is not used. 
Connect a two-wire snap-acting thermostat or a mercury- 
tube type thermostat to the Protectorelay terminals marked 
“W” and “B.” 
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attempt to start a burner if the line 
voltage is below 78% of what it should 
be. M-H points out that a U.L. ap- 
proved ignition system should provide 
proper ignition at 70% of proper volt- 
age, if, of course, the burner and its 
ignition system are properly adjusted. 
Thus this control panel will not at- 
tempt to start a burner when the line 
voltage is too low for the burner’s ig- 
nition system to provide safe ignition. 

The internal wiring of the RA- 
117A, given in an accompanying 
drawing, is entirely familiar to thou- 
sands of men who rate as oilburner 
experts. An oilburner main switch 
and a high limit control are wired in 
series in the live electric line to the 
panel; steam boilers need a low-water 
control also in this live line to the 
panel. 

With the burner ready to start when 
the circuit of its room thermostat is 
closed, line voltage is applied to ter- 
minals “1* and “2” in the accompany- 
ing wiring diagram. The primary of 
the low-voltage transformer receives 
current. Contacts “6” and “7” are 
closed because the bi-metal smokepipe 
element of the control panel is not hot 
—it has cooled since the burner last 
ran. Contact “8” is open, also because 
the smokepipe element is not hot. The 
safety switch, “5” is closed, of course. 
Current is not flowing through the ig- 
nition relay coil or the motor relay 
coil, therefore all the contacts of the 
two relays are open, as the drawing 
shows. 


The new Look 


Although the new “Round” is now 
the standard model thermostat in the 
M-H line, a Series 10 thermostat is 
shown in the wiring diagram. That's 
because thousands of Series 10 ther- 
mostats are now in use and should be 
understood thoroughly by oilburner 
experts. Furthermore, the man who 
understands the Series 10 thermostat 
shown in the drawing knows that the 
“Round,” or any other two-wire ther- 
mostat, can be used with the RA117A 
simply by connecting it to the “B” and 
“W” thermostat terminals on the Pro- 
tectorelay, 

As the room temperature drops, the 
flexible blade thermostat contacts in 
the drawing close first. “W” connects 
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to “R” through the thermostat. The 
burner does not start. The wire that 
runs down from “R” terminal in the 
drawing leads only to low-voltage con- 
tacts that are open because the motor 
relay armature is not snapped in. 
An additional drop of, say, one de- 
gree causes closing of the rigid blade 
thermostat contacts (“B”) in the draw- 





Removing two screws and a Bakelite 
cover plate quickly exposes the three 
sets of low-voltage contacts and two 
sets of line-voltage contacts of this re- 
lay, used in the RAI17A Protecto- 
relay. In this control, the motor relay 
and the ignition relay are identical. 
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ing. Low-voltage current from the 
transformer energizes the ignition re- 
lay coil. Schematically in the drawing, 
its armature moves to the left, closing 
low-voltage contacts shown at the top 
of this armature and line-voltage con- 
tacts shown at the bottom. The line- 
voltage contacts pass current to termi- 
nal “4” and the ignition transformer. 
The low-voltage contacts of the igni- 
tion relay armature pass current to the 
motor relay coil. 

Important: Notice that the motor 
relay coil is energized by the closing 
of the contacts of the ignition relay. 
Thus the motor relay can snap in only 
after the ignition relay has snapped in. 

The first effect of an increase in 
stack temperature on the RA117A is 
to close the hot contacts marked “8.” 
Closed, these contacts shunt the safe- 
ty switch heater by connecting termi- 
nal “R” to cold contacts “6” and “7.” 
So shunted, the safety switch heater 
becomes cool—the value of the flow of 
current through it drops to practically 
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zero, Next as the stack temperature 
continues to increase, contacts “7” 
open, and following this contacts * 
open. 

The results are: (1) the ignition 
lay drops out, cutting off the current 
to the ignition transformer, and (2) 
one end of the safety switch heate~ is 
disconnected so that it definitely II 
receive no current, will not by error 
stop the burner “on safety lock-out 
and cause a nuisance service call. 


Although closing of the rigid biide 
contacts of the room thermostat started 
the burner, the burner is not stopped 
by the opening of these contacts be- 
cause a holding circuit exists between 
“W” and “R.” Once started, the burn- 
er continues running until the open- 
ing of the flexible blade contacts 
(“W”) of the thermostat, 

The “hold-in” or “lock-in” princi- 
ple of M-H Series 10 controls is in- 
volved in this. Those who do not know 
this principle should obtain instruc- 
tions on it from the Minneapolis- 
Honeywell Regulator Company—they 
should, that is, if they want to be oil- 
burner experts. 

If after the burner motor starts the 
smokepipe bi-metal element of the RA- 
117A is not affected by heat from the 
oil flame, hot contacts “8” remain 
open, and cold contacts “6” and “7” 
remain closed. The current of the ther’ 
mostat circuit continues to flow 
through the safety switch heater with 
the result that in about 90 seconds the 
burner is stopped by opening of safety 
switch contacts “5.” Flow of current 
through the safety switch heater for 
90 seconds unlatches the safety switch 
contacts. Once unlatched, these con- 
tacts remain open until someone gives 
the equipment manual attention— 
presses the lever that re-sets these con- 
tacts, closing them. 

If during normal, hot-smokepipe 
operation of the oilburner its flame acts 
up, varying in size, decreasing, or g0- 
ing out, hot contacts “8” will open. An 
appreciable drop in stack temperature, 
say of about 50°F., opens hot contacts 
“8.” The burner stops instantly when 
these contacts open. The smokepipe 
chills because the burner stopped; cold 
contacts close, first set “6,” then set 
“7. The ignition relay coil snaps in. 

Its snapping-in causes the motor Te 
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lay coil to snap in. The burner motor 
starts, If the flame lights and affects 
properly the control, the burner will 
continue to run, Otherwise it will stop 
“on safety lock-out.” 

if the electric power fails momen- 
tarily during normal, hot-smokepipe 
operation of the burner, the burner 
will start again only after the smoke- 
pipe bi-metal element of the control 
panel has cooled sufficiently for clos- 
ing of cold contacts “6” and “7.” 

Minneapolis-Honeywell _ oilburner 
control experts declare that although 
the inclusion of many features has 
necessarily added to the complexity of 
the RA117A Protectorelay, this con- 
trol actually proves to be as trouble- 
free as a simple limit control, They at- 
tribute the stack control’s dependable, 
troublefree operation to: 

1. The simple, fool-proof circuits in 
the RA117A. 

2. The control’s highly practical, 
time-tested relays—the motor relay 
and the ignition relay, 

3. The unique Pyrostat or flame de- 
tector sub-assembly that responds to 
increases and decreases in the tem- 
perature of the smokepipe gases. 


4. The safety switch design and con- 
struction. 

These M-H oilburner control experts 
make these points regarding the sim- 
ple, fool-proof circuitry of the RA- 
117A: 

a. Before the burner can start, cold 
switches “6” and “7” must close as the 
result of cooling of the control’s bi- 
metal smokepipe element, since the 
last time the burner ran. For the burn- 
er to continue running after it starts, 
hot contacts “8” must close. 

b. This control keeps the ignition 
system of the burner working until the 
flame lights and the smokepipe warms 
as the result, or the safety switch locks 
out and stops the burner motor, 

c. Even in an aged and abused RA- 
117A, there can be no “false” or “nui- 
sance” shutdowns caused by dirty con- 
tacts—because after the ignition relay 
drops out one end of the safety switch 
heater connects to nothing, for its cir- 
cuit is opened or broken by contacts of 
the ignition relay. 

d. The motor relay is pulled in by 
the ignition relay, thus the ignition 
relay must snap in before the motor 
relay snaps in, 





This R178 Protectorelay was brought out in 1951 to provide a modern, electronic 
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atomizing cup of fueloil. 


rol for steam generators, horizontal rotary cup burners, and similar equip- 
iit. To reduce the amount of cleaning needed for the atomizing cup of a 
‘cry burner, the R178 turns off the fueloil flow to the cup when the burner 
nould stop, and keeps the burner motor running for about 15 seconds to rid 





e. Flame failure results in, first, stop- 
ping of the burner motor speedily; sec- 
ond, a scavenger period during which 
the burner motor remains idle; third, 
re-starting of the burner motor and 
an attempt to produce an oil flame. 
This is a recycling control. 

f. A power failure or a short “off” 
period produced by a high limit con- 
trol also results in a scavenger period 
before the burner re-starts. 

g. This Protectorelay can be used 
with three-wire Series 10 thermostats 
and with two-wire snap-acting or simi- 
lar thermostats (termed Series 80 
thermostats by M-H). 

The M-H experts list these items re- 
garding the two relay units in the RA- 
117A: 

a. These relays have been time-tested 
almost to the point of infinity, for ap- 
proximately twenty million of them 
are in use today in all types of M-H 
control equipment. They are standard 
units. 

b. They are rugged without being 
bulky. 

c. Spring loading serves to prevent 
contact arcing caused by bounce, and 
to eliminate need for leveling. 

d. The contacts of the relays are 
well protected to ward off tampering 
and chances of electric shocks, yet can 
be observed easily. Simply removing 
two screws and a cover gives a service 
expert full access to the contacts. 

e. The contacts themselves are rigid- 
ly molded in Bakelite to assure con- 
stant and uniform contact positioning. 

f. The relays are voltage-sensitive 
and are calibrated to protect against 
burner start-ups at times of line volt- 
age insufhcient for proper ignition. 

Here’s what these M-H experts de- 
clare is good about their Pyrostat or 
flame detector sub-assembly in the RA- 
117A: 

a. The bi-metal holder tube and the 
cluster of contacts are of one-piece con- 
struction so factory adjustments are 
not disrupted by any shifts or strains 
on the control base caused by wiring 
or conduit tugging at the base. 

b. The bi-metal smokepipe element 
has only vertical surfaces. This, to- 
gether with its normal movement, 
causes it to shed scale and soot. 

c. The flame detector is suitable for 
low stack temperatures, and for up to 
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1000°F. temperatures encountered in 
or near combustion spaces of furnaces 
and boilers. 

d. The bi-metal element can be re- 
placed easily, if need for this arises. 

e. The bi-metal element is well pro- 
tected by its housing against mechani- 
cal damage; it can be removed and re- 
placed in the smokepipe easily, speed- 
ily with no chance of damaging it. 

f. Clutches of unique design release 
themselves when against stops that 
limit their travel; this provides no- 
strain operation of the bi-metal smoke- 
pipe element, also reduces wear-and- 
tear on the clutches themselves. 

g. The RA117A is factory-set for 
all normal installations, But if he de- 
sires, a service expert can easily and 
quickly adjust for different ignition 
timing, different scavenging or re- 
cycling timing, and different ventila- 
tion of the smokepipe bi-metal element. 
No tools are needed to adjust the ig- 
nition timing and re-cycling timing. A 
screwdriver is used to adjust the bi- 
metal ventilation. 





h. The Pyrostat is easily set for an 
initial start-up (its cold contacts must 
be closed) without the use of tools. 

The safety switch, the only remain- 
ing component part of the RA117A, 
is said by M-H enthusiasts to provide 
the advantages of simple, rugged con- 
struction. All parts are open and visi- 
ble. A glance tells a serviceman if the 
safety switch is open—he does not 
have to try to re-set the switch to find 
out. He can easily trip the safety 
switch off and on, so can use it to start 
and stop the burner while working on 
it, rather than go to a wall switch or a 
switch at the top of the basement 
stairs. 

The latest development for the RA- 
117A concerns the safety switch as- 
sembly. Wire-wound safety switch 
heaters no longer are used. Because it 
is far more rugged, says M-H, a new 
carbon heater is used. 

Other Protectorelays, in addition to 
the popular stack-mounted RA117A 
for intermittent ignition and _ the 
stack-mounted RA116A for constant 
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Circuitry of the RAI117A. The TM Series 10 thermostat shown here does not 
have snap-acting contacts. That’s why it has two sets of contacts that do not 
open and close simultaneously, and three terminals. As the room temperature 
drops, first the flexible-blade contacts of the thermostat in this drawing will 
close. A further drop in temperature is needed to close the contacts of the rigid 
blade. The introduction recently of the “Round” by M-H suggests that the 


company may ultimately switch entirely to two-wire thermostat circuits. The 
Round” is a two-wire thermostat; it has a mercury tube. It now is the standard 
no-clock room thermostat in the Minneapolis-Honeywell line. 
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ignition, are of course included in the 
Minneapolis-Honeywell line of oil- 
burner controls, The RA817C pro- 
vides timed ignition; the R494 is a 
line-voltage constant-ignition control, 
Two-piece safety control sets include 
the R896-C532A for constant igni- 
tion, and the R897-C532B for inter- 
mittent ignition. These Protectorelays 
all use bi-metal type flame detectors or 
Pyrostats. 

In the same family of controls are 
the R114 and R161 for commercial 
and industrial oilburners. New in the 
MCH line since 1947 are electronic safe- 
ty control systems for domestic, com- 
mercial, and industrial applications, 
The R890 is used for many commer- 
cial burners, while the R178 serves for 
steam generators and large burners 
such as horizontal rotaries. The R178 
is relatively new, having been an- 
nounced during 1951, 


See factory Manuals 


Throughout this series of articles on 
oilburner controls, readers particular- 
ly interested in certain makes of con- 
trols have been told to obtain complete 
sales literature and installation and 
service instructions from the manu- 
facturers of the controls. Also, install 
a few of the controls that interest you 
most. Put them through their paces on 
actual installations. Until you have 
worked on it more than a little, you 
really do not know a control. 

In practicing what we preach re- 
garding working on a control to learn 
about it, we ran into one snag as the 
result of finecombing the instruction 
sheet 95-1163D that covers the RA- 
117A Protectorelay. This sheet says: 

“If the ignition cycle lasts 30-45 
seconds, widen the differential 1/7 de- 
gree steps to obtain longer burner op- 
erations. If ignition lasts over 45 sec’ 
onds, change heater plugs instead. Use 
No. 90 (Grey & Blue) for 60 cycles, 
No. 92 (Grey & Black) for 50 cycles 
and No. 13 (Yellow & White) for 25 
cycles.” 

All this refers, of course, to widen: 
ing the differential adjustment of the 


room thermostat and fitting it with 
diff 1, rmostat heater plugs. 
En ring a forced-air installa’ 
tioi lias nice, low stack tempera’ 
turn to page 164) 
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Some Folks like Gas 


Oilheating Industry is learning that this Foe is worthy of its Steel 


by 
Robert Gray* 


F* QUITE A NUMBER of years, but 
particularly in the period since the 
close of World War II, the oilheating 
industry has had growing competition 
from natural gas. In fact, during the 
eight years following the surrender of 
the Japs there have been as many gas- 
burners put into central heating plants 
as there have been oilburners. Each 
fuel has gained about four million 
new customers. 

Of course there have been more 
than four million oilburners sold since 
the war. . . nearly five million in fact 
... but some of those have taken the 
place of old worn-out burners from 
the early years, and then we've lost 
a few accounts to other fuels, so the 
net gain in users of oil for central 
heating is the four million. 

When we remember that in another 
period of eight years, or those just be- 
fore the war, we added less than a 
million and a half new oilheating cus- 
tomers, you might think that we'd be 
pretty happy in our postwar pros- 
perity. You might go so far as to be- 
lieve that we have grown about as 
fast as was humanly possible. The 
fact of the matter is that we have— 
almost. For up until a year ago the 
oil industry could not have provided 
more distillate heating oil than it did 
unless it was willing to make less gas- 
oline, and you know what that would 
have meant . . . a price spiral between 
the two products, inside of the indus- 
try 

Fortunately the whole idea of a lim- 
ite supply of anything has vanished, 
anc today the oil industry at all levels 
wants to sell more and more of each 
of its products. There’s plenty of 
everything now. 

a time when we have been selling 
about all that we could handle, why 
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“This is the rough outline of a talk by 
the author at Empire State Petroleum 
As n., Elmira, N. Y., October 6 and Geor- 
gia independent Oil Men’s Assn., Au- 
Susta, October 15. 


have we as an industry been so much 
concerned over the growth of natural 
gas? Notice that I used the phrase, 
“we as an industry.” Naturally the 
impact of this competition on the in- 
dustry as a whole could be quite differ- 
ent from its effect on you as an indi- 
vidual marketer because your par- 
ticular community may have been hit 
hard... or not at all. We'll go into 
the individual phase of the subject a 
little later, and I agree that it’s the 
most important phase, but for the 
moment let’s keep thinking as an 
industry. 

Why are we paying so much atten- 
tion to the growth of this competitive 
fuel? It must be, and I believe it is, 
because we recognize that natural gas, 
under ideal conditions, is a good fuel 
and that it offers a threat to the future 
of our investments and our incomes 
if we let it make too much headway. 
The threat is not so much in the 
things that we talk about, but in the 
things that we subconsciously recog- 
nize as basic. 

We gave birth to the oilheating in- 
dustry thirty-odd years ago. After 
some hard pioneering years we made 
great progress. There are very few of 
the early day folks still active in the 
industry, so our experience, yours and 
mine, has been in this period of great 
progress. 


Coal was easy 


We grew accustomed to having 
things pretty much our own way, 
largely because our principal competi- 
tor before the war, coal, was and still 
is a crude commodity. Once people 
had become convinced that oilheating 
was safe and dependable there was no 
question about their wanting it. The 
only question was when they would 
change to oil . . . when they could 
afford the investment. We certainly 
had a great advantage so far as de- 
sirability in a fuel was concerned. Of 
course we don’t have it with gas to 
such a degree. 

Before my family moved East 20 
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years ago our home in the Southwest 
was heated with natural gas. We 
hadn’t been told that it was a bad fuel, 
so didn’t particularly notice it. Of 
course we burned it under ideal con- 
ditions. It was cheap. There was 
plenty of it and plenty of pipelines 
out there near the oil fields so there 
was no need for excessive pressures in 
the lines. A lot of gas was being flared 
in those years, and that was about 
the way they took care of the lead 
factor. In the winter when you need- 
ed more gas to heat your house they 
wasted less of it in flares. So we had 
no low pressure spells on the coldest 
days, as the industry so often has now. 

Sometimes I think we have not been 
very realistic about this whole gas 
problem. We notice how it affects 
our industry. We know we've got to 
find ways to check it before it hurts 
us, but how often do we recognize 
that we ourselves are mostly respon- 
sible for it. 


Gas from oil Wells 


Where does gas come from? A small 
amount comes from strictly gas wells 
but the large majority comes out of 
oil wells. It’s gas pressure in the 
ground that moves the crude oil over 
into range of the pump that brings it 
up ... and some of the gas comes 
with it. It isn’t possible to produce 
oil without getting a lot of natural 
gas, and now since the Government 
won't let you waste it in flares there 
is going to be more and more of it. 

Let’s look back a minute to the good 
old days just before the war when 
we had most of the automatic heating 
business and gas had very little of it. 
Total oil consumption, including all 
products, in 1941 was 1.6 billion bar- 
rels. Then in 1952 or 11 years later 
it was 2.8 billion barrels. That repre- 
sents an increase of 75%. Keep in 
mind that the quantity of natural gas 
increased right along with it. 

Now which petroleum product 
was it that caused much of this vast 
increase in the oil industry’s business? 
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It was fueloil of course. In that 11 
year period the growth of distillate 
fueloil has been 177%. The growth 
of gasoline has been only 71%. So 
you can see what we've done... we 
sort of sucked that natural gas out of 
the wells and it’s been chasing us ever 
since. 

Let’s observe it . . . nothing that 
you or I can do is going to prevent 
the growth in total volume of natural 
gas just as long and just as fast as the 
over-all oil industry grows. The only 
thing we can do is to find ways to 
channel it away from competing with 
us. We are making some progress in 
that direction and we can make more 
progress, if we want to take the whole 
thing as seriously as it deserves. 

The oil industry, thinking in terms 
of the big integrated companies that 
own most of the production, is not too 
happy about the way gas is moving. 
That is particularly true now that 
there’s a surplus of capacity for oil. 

There’s a point here that we've men- 
tioned before but it’s worth repeat- 
ing. When a home in the East is 
heated with oil the owner of the well 
out in Texas gets six or eight times 
as many dollars for himself as he 
would if that same house were heated 
with gas coming out of his well. 


Pipelines gets the Cream 


You see, in the gas industry most 
of the cost goes to the pipeline for 
transportation and very little of it to 
the well owner. In fueloil it’s just 
the reverse. Transportation costs very 
little so the well owner gets far more 
of the ultimate retail value. 

In the past few years there have 
been literally hundreds of meetings 
of oilheating men in different parts 
of the country to explore (or deplore) 
this gas competitive problem. Some of 
them have done a lot of good, as dem- 
onstrated by the way they have more 
than held their own, even in cheap 
gas markets. The more successful ef- 
forts have been those that clearly rec- 
ognized that the consumer is every- 
thing. 

It’s natural for a fueloil man to be 
concerned about his investment in his 
trucks and his bulkplant and his in- 
ventory, but he’s not going to get very 
far in fighting gas competition until 
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he actually is able to shift his thinking 
all the way over to the consumer’s 
viewpoint. Ags our good friend L. T. 
White of Cities Service has often 
stated, “People buy benefits, never 
products.” Sometimes they buy what 
they only think are benefits, if their 
education by you has been neglected. 

How are we going to know just what 
is the consumers’ attitude toward these 
two competing fuels? Why do they 


- like or dislike either oil or gas? 


Of course, one logical way would 
be to go out and ask a bunch of them. 
You've probably already done it. But 
individually it is hard for you to see 
enough people to get a real cross-sec- 
tion of public opinion in your com- 
munity. You hardly need to, in fact, 
because the job has been done a num- 
ber of times by professional outfits. 
Their findings are very similar regard- 
less of the community. The only great 
variation would be in the cost of the 
fuels. 


Gas has made headway against us 
during these postwar years in popular 
acceptance. In a large interview sur- 
vey made by our magazine in 1945 we 
covered 20 cities, principally asking 
questions on fuel preferences and rea- 
sons for them. The composite prefer- 
ence was for oil over gas in a ratio 
of four to three. Studies we have seen 
in the past year, although on a smaller 
scale, indicate about an even break in 
preferences. A recent sampling in one 
large Eastern city showed a nine to 
eight preference for gas. 


Back in 1945 our survey showed 
that among oil users 83% would use 
it again in a new home... . but among 
gas users 89% would use it again. In 
one of the 1953 studies in a single 
Eastern city we found that the oil 
preference among 
oil users was only 


. « - « Some Folks like Gas 


they were building a new house. ‘)f 
course, there are many more oil thin 
gas users in the city, so oil as an ind: 
try will remain strong. The num 
who change to gas in their pres. t 
homes will be very few, largely beca 
they have a substantial investment 
their present equipment, And si 
both oil and gas are fully autom. 
their preferences or prejudices can’t »e 
overwhelming. 
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There are quite a few reasons v. yy 
folks like particular fuels, but on! a 
few are important enough to give us 
concern. The strangest one that ve 
first encountered in 1945 and that «ill 
persists just as strongly today is tat 
gas is much cleaner than oil. Like 
some of the other impressions that we 
will discuss later, the fault here lies 
more in industry practices than in the 
fuel itself. Oil can be burned just as 
cleanly as gas, and usually is. There 
is no more excuse for smoke with oil 
than with gas. 


But there’s an old bugaboo that still 
persists from the early days to the ef- 
fect that oilheating creates a film on 
woodwork in the house. Away back 
when most of the installations were 
conversion burners in cast-iron gravity 
furnaces there was some truth in this 
complaint, The cast-iron sections were 
sealed with a furnace cement that had 
been made for the low temperature 
and steady fires of coal. 

Oilburning, with its high tempera- 
ture and its off-and-on cycles, would 
dry out this cement in a couple of 
years. Combustion gases sometimes 
leaked into the air ducts and then into 
the house. Sometimes there was an oily 
film as a result. 


Today, modern furnace cements pre- 
vent this, and the only way that you 








77% while gas 
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gas users was 


95%, 
This doesn’t 
mean that the 





less happy folks 
are going to throw 
out what they 
have... they sim- 
ply said they 
would change if 
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cat) ‘et combustion gases into a house 
is here an old furnace completely 
bre. <s down inside the casing ...a 
ver rare possibility. 

Of course, exactly the same thing 
wo. ld have happened with gas burning 
in (ie early years, and often did. Here 
you had no oily film but something 
worse, because carbon monoxide was 
present in that exhaust. 

if we are going to successfully com- 
bat that impression of gas being cleaner 
than oil we must seriously work at it. 
Among other things, we should refuse 
to install an oilburner in the worst type 
of dilapidated heating plant. Too much 
is at stake to have any more unhappy 
jobs. Today nearly three-fourths of all 
oilheating installations include a new 
boiler or furnace. 

We must see to it that all burners 
in the community are at least free from 
visible smoke. If you see one smoking 
at the chimney the burner needs ad- 
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justing, Call the dealer who's responsi- 
ble or have one of your service men 
adjust it. If that sounds far-fetched, it 
isn't. We're trying to establish in your 
community the principle of clean oil- 
heating. 

See that all fueloil trucks that run 
on your streets are extra clean. Too 
many of them are grimy and folks sub- 
consciously associate that with the oil- 
burner in the basement. See that your 
service men wear uniforms that are 
often changed. I know a service man 
thar goes around in his best street 
clothes, All he does is roll up his sleeves 
an once in a great while brings in a 
jusper from his car. 

hen in your advertising put a lot 
of emphasis on oil being clean. I don’t 
co whether it is group advertising or 
in ‘vidual advertising, the theme can 
be the same. I can visualize an’ ad 
w cre some ladies are having tea and 
on of them is admiring the draperies. 
1.2 hostess is saying, “They're not 
new... in fact I keep thinking I should 


send them to the 
cleaners but I 
keep putting it off 
—they just never 
get dirty since we 
put in the oil- 
burner.” You get 
the idea. 

The second 
most important 
impression that 
the public has 
about the two 
fuels is that gas is more automatic than 
oil—the fuel is always there and you 
never have to order it. This time for 
sure we have been hiding our light 
under a bushel, When you come to 
think of it, how would people who 
don’t have oil know that we use auto- 
matic delivery systems and that they 
never have to watch their tanks and 
order fuel? Maybe I’m wrong in as- 
suming that among your group every 
company uses automatic deliveries. Of 
course you all don’t, because the Mil- 
lenium is still future. 

But any company that does not use 
automatic deliveries on furnace oil is 
inviting the gas company to come in 
and take over. If you’re located in a 
town large enough to have any threat 
from natural gas, you’re big enough to 
afford a degree-day system. Your office 
girl can handle a few hundred cus- 
tomers in a small part of her time. 

Again, emphasize this service in 
your advertising. I can visualize an oil 
salesman about to leave a home and 
thanking the lady for the oil contract, 
“That’s fine Mrs. John, and don’t you 
give a thought to the oil in your tank 
—our Home Comfort service takes 
those details off your mind—we'll 
never let you run out.” 





Modest Service Costs 


The third most important objection 
to oilheating that gas lovers have is 
that it requires a lot of service, which 
gas doesn’t. Of course, in some of this 
you can sense the promotion or propa- 
ganda of the gas utility. Certainly these 
folks are not asleep and their salesmen 
have put a lot of emphasis on the small 
service requirements with gas. 

Train your guns, both in action and 
in advertising, on this one. The truth 
is that throughout the country last year 





OILHEATING MEANS 
Cleanliness 
Automatic Toe! Deliveries 
Dependable low Cost 


SAFETY 
Assured Prompt Supply 











the average oilheating user spent con- 
siderably under $15 for any needed 
service and of course this included all 
parts and it included the summer over- 
hauls and vacuum cleaning on those 
jobs that got them. 

Folks with service contracts spent 
more on the average then those with- 
out contracts, but of course they got 
more complete coverage. Our service 
costs, on the average, are very modest, 
although of course we all hear about 
the occasional racketeer who charges 
exhorbitant fees. 


The Oilheating Dealer 


The best service is tied to the oil 
man, wherever possible. He has a con- 
tinuing interest in the satisfaction of 
his customer and he is smart enough 
to know that dissatisfaction over serv- 
ice can hurt him indirectly. 

A couple of years ago we had an 
interesting study on this point. We get 
several hundred reports each year 
from companies over the country and 
we use these for an annual analysis in 
our January issue. The oil men give us 
a lot of their operating figures. I sepa- 
rated the reports of 75 fueloil distribu- 
tors operating in Midwestern cities 
where natural gas is considerably 
cheaper than oil for heat. 


Then I divided these into two piles. 
One was for companies that sell com- 
plete oilheating . . . that is, fueloil, oil- 
burners and burner service. The other 
group sold fueloil only. They were 
companies who handled fueloil simply 
as a commodity, with obviously little 
concern over its use in the home. 

The first group, which was the com- 
plete oilheating group, operating in 
these very cheap gas markets, was 
steadily gaining in gallonage at four 
or five percent a year. The other group, 
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selling oil only, was slipping back in 
gallonage at just about the same per- 
centage. In other words, the customers 
getting away to gas were going from 
the companies who took the least in- 
terest in their actual home comfort. 
Naturally, no statement like that 
would apply to every company in- 
volved, but the trend was sharp and 
clear. 

Looking along the road ahead, I be- 
lieve that oilheating will outsell gas 
installations by a fair margin. I say 
this because I believe that our industry 
is smart enough to improve its prac- 
tices to give every oil user the benefit 
of our best. We're smart enough to do 
this because as business men we have 
too big a financial stake in oilburning 
to do anything else. 


Gas has Troubles 


Gas has some weaknesses in its out- 
look. The principal one is cost. In a 
highly prosperous era like we've had 
for several years, cost differences don’t 
mean so much, but they will become 
important again. We mentioned that 
the big item in cost with gas is trans- 
portation. They used to be able to get 
it for almost nothing at the field, but 
those days are gone. As the owners of 
the oil wells see the cheap gas cutting 
their market for more profitable fuel- 
oil they will be trying hard to push 
gas up .. . and they’re doing it right 
now. 

Notice that the big pipelines are not 
built by oil companies, but rather by 
investment groups. As their spread is 
squeezed down by rising field costs they 
will be less excited about promoting 
the stocks for new lines. 

Gasburning equipment on the whole 
is considerably lighter and cheaper 
than oilheating. Now that most gas 
utilities have turned their service over 
to local shops the equipment will de- 
teriorate through neglect more rapidly 
than oilburning equipment wears out. 

There will continue to be gas explo- 
sions, and these gets considerable pub- 
licity. So far the public doesn’t have 
any fear of gas in the Eastern States 
where it is now—in the Midwest and 
South they’re somewhat more con- 
cerned. 

The gas industry will continue to 
be plagued by low pressure spots in 
coldest weather and this will hurt them 
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in the long run. It isn’t necessary for 
a whole city to be short. Rather it’s 
more often individual sections or in- 
dividual streets that get the trouble, 
where the diameter of the line in the 
street hasn’t been enlarged to carry 
all of the new houses. 


Push our Story 


Let’s understand all of these weak- 
nesses and make the most of them in 
our promotion as we advertise our 
own product. I have been distressed in 
this connection by seeing some of our 
oil groups attack gas directly, In my 
thinking this is simply advertising a 
competitor. Preferably, never mention 
gas. Just glorify oilheating. 

Advertise first its cleanliness, next 
its complete convenience and auto- 
matic fuel delivery, third its low cost 
dependable burner service, fourth its 
safety, fifth its assurance of supply be- 
cause many oil men are competing for 
your business. 

The oilheating industry is big, much 
bigger than gas in its financial impact. 
The dealer selling gas equipment makes 
a one-time sales and usually at a low 
price. Only the utility can sell the 
fuel. Gas, on the average, is heating 
much smaller homes than the oilheat- 





ing average, so the fuel demand in Ety 
is much less than the average in cur 
business. 

Oilheating in all of its ramifications 
does a business of 2!% billion doll: rs 
a year. The pleasant part of the story 














The Oilheating Kitty . 


is that the large majority of those dol- 
lars move through independent distrib 
utors or dealers. 


As an industry we've got to change 
a few habits to give to all customers 
the full benefit of our fuel and all 
that it can provide in finer living. Let's 
glorify oil as the last word in modern 
heating, and believe it ourselves. 


Then your investments and your 
future are very secure, and you can, 
with confidence, bring your sons into 
the company with you. Oilheating is a 
better business than gasheating. 


“ECOIL TON 
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Baltimore Group advertises Cleanliness of Oilheating 


THE OIL HEAT Association of Mary- 
land has adopted the cleanliness theme 
for a major emphasis in its current ad- 
vertising promotion in which the ex- 
pense is shared by most of the city’s 
significant dealers. 

In the picture above is shown a typi- 
cal 24-sheet billboard used in the cam- 


paign and on the facing page is a typi 
cal newspaper advertisement, shown 
half size. 

The campaign is under the direction 
of Mahool Advertising, Inc. Hollis B. 
Albert, president of Operators Fizat, 
Inc., sent us the material after a spe 
cial request. 
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Where CLEANLINESS is VITAL- 
OIL HEAT KEEPS IT CLEAN... 


Here’s absolute proof Oil Heat is spotlessly clean. We all 
know the importance of cleanliness in hospitals. Seventeen 
major Baltimore hospitals are heated with low cost Auto- 
matie Oil Heat. In fact, no major Baltimore hospital is 
heated with any other automatic fuel. Hospital directors 
insist upon the cleanliness, the economy, the abundant 
warmth and the convenience of Automatic Oil Heat. Wise 
home owners insist upon Automatic Oil Heat for the very 
same reasons. 


THESE HOSPITALS USE AUTOMATIC OIL HEAT: 


Baltimore Eye, Ear & Throat Maryland General Hospital 
Hospital Presbyterian Eye, Ear & Throat 
Bon Secours Hospital St. Agnes Hospital 


Children’s Hospital School 
Church Home & Hospital 

Doctor's Hospital 

Franklin Square Hospital 
Hospital for Women of Maryland 
Jenkin's Memorial Hospital 
Lincoin Memorial Hospital 


St. Joseph's Hospital 

Sheppard & Enoch Pratt Hospital 
The Seton Institute 

Union Memorial Hospital 


Veteran’s Administration 
Baltimore Hospital 


thes, OIL HEAT COSTS LESS! 


17 Major Baltimore Hospitals Use Automatic Oil Heat 






Automatic Oil Heat is spotlessly clean heat. 
Fuel Oil moves from an enclosed tank into an 
enclosed burner. Fuel Oil burns completely, - 
creates no soot, no dirt, no film, no ashes or 


smoke. It is a scientific impossibility for a 





properly functioning oil burner to cause dirt. 


























HOMEMAKERS! 


HERE'S HOW TO MAKE SURE YOUR HOUSE IS CLEAN 









—— a) KEEP RADIATORS 

CLEAN 3 CLEAN 

.. be Rising heat will a 
So cause radiator dirt 

Warm airsystem 


can he blown inte 
the room, Vacuum 
cleaner is handy 
war to clean regis- 





na 
a te settle on walls 
f \ Mg) and ceiling above. 


CHANGE FILTERS 

lf you have warm 
air heat, ask your 
OU Heat Dealer to 
change your filters t 
Cellar at least once a year. 
dirt will rise with it. ‘ | 


ters, 


KEEP BASEMENT 
CLEAN 





















Be your own Inspector 






General Automatic’s check Sheet helps reduce incomplete burner Installations 


by 
H. E. Phipps* 


S° YOUR MEN INSTALL a pretty good 
job, do they? Well, don’t they 
ever leave something undone, or done 
incorrectly, or fail to report something 
that should be brought to your atten- 
tion concerning that particular in- 
stallation? Of course they do! Many 
of these items would not occur if the 
installers would take about five or ten 
minutes to inspect their own work be- 
fore leaving the job, after they think 
it is completed. 

In our organization, the installation 
and service departments are separate, 
and for many years we have had one 
of our experienced service mechanics 
make an inspection of each completed 
installation, using a check list designed 
to cover the major items likely to be 
encountered on almost any type job. 
While this assured the customer of 
getting a good, thoroughly checked, 
complete installation, it did not relieve 
the service department of the problem 
of completing or rectifying many 
avoidable mistakes of omission or com- 
mission. Often these items may relate 
to unreported shortages of such ma- 
terial or parts not likely to be found 
in the serviceman’s general car stock. 
This then necessitates an additional 
trip. 


Inspection Sheet 


We finally struck upon the idea of 
another inspection sheet, this one de- 
signed specifically for the use of the 
installation mechanics, and it became 
the crew leader’s responsibility to fill 
out this report before leaving a job as 
completed. 

Each check sheet identifies the cus- 
tomer by name, job address, crew lead- 
ers name and date. The items are 
listed under four major sections: 
J—-“General,” consisting of items com- 
mon to any oilfired installation; II- 
“Warm air Units”; III--— “Hot water 


*Installation Manager, General Auto- 
matic Products Corp. 
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and steam Systems or summer-winter 
Hook-ups,” and IV—‘“Final equip- 
ment Check”—to prevent the omission 
of equipment called for on the order, 
with a “Remarks” section at the end 
of the report for description of un- 
usual conditions, if any. General items 
are checked for all jobs, the others only 
on the type installation to which they 
pertain. 

The check list, which is reproduced 
herewith, in actual use is mimeo- 
graphed on two standard 814” x 11” 
sheets. 


Indigenous Items 


Some of the items which are pecul- 
lar to our operations or equipment 
may require explanation. IA (8) for 
example, “Tag placed on tank,” refers 
to a metal tag strapped to the fill line 
atop the fueloil tank informing the 
homeowner to call “General Auto- 
matic” for fueloil and service; IA 
(10), “Notice of Completion signed” 
refers to an acknowledgement our in- 
stallers get the builder or his foreman 
to sign accepting the installation, to 
protect us in the event of pilferage of 
the burner, controls or other items at 
a later date, prior to occupancy of the 
home. 

The control temperature settings 
under I-B, “Wiring,” are for initial 
start-up guidance of the installation 
men, and may be changed by the serv- 
ice mechanic when he makes his final 
inspection and adjustment. 

Item IB (9) (i) “Thermostat 
Tagged” refers to a cardboard tag of 
similar purpose to the one on the oil 
tank, for use in new construction. 

Item III (7) is a reference to a rub- 
ber gasket for the top moulding of 
“General Automatic ‘Floorlevel’ hot 
water Baseboard Heat” to prevent wall 
streaks. 

Item III (8) refers to special rubber 
grommets for use with baseboard heat 
to minimize expansion noises and neat- 
ly close openings drilled in floors and 
partitions for heat connections. 

The completed Installer’s Check 
Sheet is attached to a copy of the 


original job survey and work or 
and forwarded to the service dep 
ment, for use as an inspection or °r 
and information sheet, along with « »y 
necessary requisitions for mate: 4] 
known to be short. 


Fewer Call-backs 


While no plan is fool-proof, « ur 
percentage of incompletions, forgot: °n 
items and unreported shortages / iis 
been materially reduced since the in- 
ception of this procedure. 

From time to time as the need is 
indicatzd, certain items are added or 
deleted in revisions of the check list. 
For your specific operations you will 
probably wish to design your own, but 


we sincerely believe it will pay 
dividends. 

* 

“e 


Bell & Gossett and Marlow 


Pumps announce Merger 


ON DECEMBER 1 Marlow Pumps, 
Ridgewood, N. J., and Bell & Gossett 
Co., Morton Grove, Ill., will merge 
their operations to diversify products, 
distribution and manufacturing. Mar- 
low Pumps produces centrifugal 
pumps at its main plant at Ridgewood 
and a branch plant in De Queen, Ark. 
Additional production capacity is to 
be added in the east to manufacture 
Bell & Gossett’s line of hot water cir- 
culating pumps and other heating 
specialties. 

Both product lines are to retain their 
individual identity under the new set- 
up throughout sales, marketing and 
distribution. Marlow Pumps will be 
known as the Marlow Div. of Bell & 
Gossett Co. and will be headed by 
A. S. Marlow, Jr., as general man- 
ager. He is also to be vice-president 
and a member of the board of Pell 
& Gossett. 

B & G was founded in 1910 and 
employs some 300 people. Mar! 
which began in 1926, currently \ 
ploys 200, but it is contemplated tt 
this will be increased materially af °r 
the merger becomes effective. 
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Oilburner Installer's check Sheet 
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I. GENERAL 
A. Oil Tanks 
(1) Fill & Vent doped, sloped, painted (yes) (no) (2) VENTALARM stem cut for (v) (h) tank (yes) (no) 
(3) Gauge o.k. (yes) (no) (4) Cement work neat (yes) (no) 
(5) Oil Filter if applicable (yes) (no) (6) Foot valve if used—o.k. (yes) (no) 
(7) Bsmt. valve for outside tank (yes) (no) (8) Tag placed on tank (yes) (no) 

(9) Copper tubing properly flared (yes) (no) (10) Notice of Completion signed (New 
Construction Only) (yes) (no) 
B. Wiring 
(1) Job is in (City) (County) (2) Thermostat mounted (yes) (no) 
(3) Emergency switch properly located (yes) (no) (4) Conduit grounded (yes) (no) 
(5) Burner fuse box mounted (yes) (no) (6) Wiring connected to panel (yes) (no) 
(7) Fustat installed (yes) (no) (8) New load leads installed—Meter # 
(9) Limit control setting: (yes) (no) (b) Domestic water aquastat 180° F. (yes) (no) 
(a) Surface aquastat 180° F. (d) Fan & Limit off 180° F. (yes) (no) 
(c) Gravity airstat 250° F. Limit on 160° F. (yes) (no) 
(e) Pressure control 1-3 lbs. (yes) (no) Fan on 130° F. (yes) (no) 
(f) Circulator & limit (yes) (no) Fan off 115° (yes) (no) 
Limit 180°-165° F. (yes) (no) (g) Low water cut-off o.k. if used (yes) (no) 
Circ. 170°-155° F. (yes) (no) (h) Stack relay o.k. (yes) (no) 
(i) Thérmostat tagged (yes) (no) 
C. Burner 
(1) Set properly (yes) (no) (2) Nozzle height o.k. (yes) (no) 
(3) Electrode setting checked (yes) (no) (4) Nozzle size ...... OE Onin ° angle 
(5) Motor oiled (yes) (no) (6) G'tes card ret. to office (yes) (no) 
D. Combustion Chamber 
(1) Built-in (yes) (no) (2) Shape & Size o.k. if conversion 
(3) Form removed, if poured (yes) (no) (See Survey) (yes) (no) 
E. Smoke Pipe 
(1) Joints metal screwed (yes) (no) (2) Long run supported (yes) (no) 
(3) Elbows & Joints taped (yes) (no) (4) Properly sealed into flue (yes) (no) 
(5) Needs thimble (yes) (no) (6) Builder notified (yes) (no) 
(7) Millboard installed to protect combustible material less than 18” away (yes) (no) 
Il. WARM AIR UNITS 
(1) Furnace & jacket level (yes) (no) (2) Properly assembled (yes) (no) 
(3) Cemented neatly including bulkheads (yes) (no) (4) Floor clean under unit (yes) (no) 
(5) Ducts will clear wiring (yes) (no) (6) Blower & motor oiled (yes) (no) 
Ill. HOT WATER & STEAM SYSTEMS, OR s/w HOOKUPS 
(1) Boiler & jacket level (yes) (no) (2) System filled (yes) (no) 
(3) Water leaks (yes) (no) (4) Relief piped to drain (yes) (no) 
(5: Circulator oiled, 3 cups (yes) (no) (6) Tempering valve trapped (yes) (no) 
(7} Rubber gasket on B.B. Moulding (yes) (no) (8) Rubber grommets on Bsbd. (yes) (no) 
(9) Flow regulator on tankless heater (yes) (no) (10) Exp. tank not trapped (yes) (no) 
(||) Water level o.k. (steam) (yes) (no) (12) Hartford loop (Steam) . (yes) (no) 
(\3) Low water cut-off (steam) (yes) (no) (14) Safety valve installed (steam) (yes) (no) 
('*) Siphon on pressuretrol (yes) (no) 
IV. FINAL EQUIPMENT CHECK 
('; All items of equipment called for on survey have been installed (yes) (no) 
\arks: bi a6, Se we ee © od wr ee, eco “a, @ aCRNO w liey ron tala ah awe ee ehh onta con oi ee a ere Oka <aaae Oe anne ee alae 4st wale os re tet re ae 
















Improved Accounting for Profits 






Fueloil Distributor’s machine System includes degree-day Calculations 


This year seems to be open season for 
Buckley & Scott stories (March issue 
—Comfort Insuranec Sells, and July 
issue—Two Ways to Grow) after a 
long stretch in which this illustrious 
dealership received too little recogni- 
tion. This article tells of their modern- 
ized accounting procedures. 


NE REASON Buckley & Scott, of 
Watertown, Mass., is a successful 
company is that its management over- 
looks no opportunity to improve efh- 
ciency—even when it means turning to 
the office and overhauling an account- 
ing system. 

Reviewing the company’s purposes 
for setting-up new methods of han- 
dling figure work, Tom Scott, vice 
president and general manager, said, 
“Our degree day ledgers, for example, 
were being prepared in the conven- 
tional method of two cards—one for an 
alphabetical file, the other for the de- 
gree-day file. 

“Bill Wildes, our operations man- 
ager, made an analysis of the overall 
accounting sysem and reported it was 
tedious and costly. When installed the 
system had been adequate. Now the 
firm had grown beyond it. 

“Too much filing and handling of 
cards were required for making up 
daily routes and delivery schedules. 
The division of work between the fuel- 
oil department, which handled the 





degree-day work and the accounting 
department, which handled accounts 
receivable, and the credit department 
should have been in closer coordination 
so that each department was more 
aware of the other’s activities. 

“The system also provided no meth- 
od for indicating and proving the total 
number of gallons delivered or the new 
balance on a customer’s account card. 

“We investigated a number of meth- 
ods for improvement, After consid- 
erable study, we decided upon a sys- 
tem which centered on the operations 
of a Burroughs Sensimatic accounting 
machine. 

‘We installed one machine in Febru- 
ary 1952 and applied it to the degree- 
day ledger and accounts receivable 
work of a subsidiary. We selected 
February for the trial month because 
we wanted the system to carry peak 
loads of work and prove itself during 
our busiest month. 


Three Records in One 


“An original delivery ledger, a cus- 
tomer’s accounts receivable ledger and 
statement were provided in one opera- 
tion of the machine. By indexing three 
entries (type of oil, gallons delivered 
and charge) we had the machine print 
fifteen columns containing all neces- 
sary information, and at the same time 
prepare a proof sheet journal. 

“At the beginning of each day, the 
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degree-day to-date was inserted in ‘'\¢ 
machine, It printed automatically wih 
each posting, accumulated within ‘1e 
machine, and the degree day for ‘re 
next delivery was shown on the <e- 
livery and customers’ accounts. 
“Since the totals were accumula'ed 
and proven automatically at the cad 
of each day’s work, a proof for gallons 
delivered and totals of accounts receiv 
able were provided and new balances 
on accounts were known to be accurate. 
This feature of the system has simpli- 
fied the preparation of trial balances, 


Second Machine added 


“The machine operator was soon 
handling one hundred accounts per 
hour without difficulty and the system 
worked so well that a month later we 
extended it to other subsidiaries, We 
then installed a second machine to help 
handle the additional work. 

‘A distinctive advantage the system 
also offered was that it enabled us to 
combine the oil and accounting de- 
partments into one operation, making 
work more equalized during all sea- 
sons. Though the volume of work has 
increased, accounting personnel are 
handling it faster, with less effort, and 


Y 





BtATEment 


Bucuuey & Scorr 


NEW ENGLAND'S OLDEST AUTOMATIC 
HEATING AND AIR CONDITIONING 
ESTABLISHMENT 
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CHARGES. CREDITS ANO PAYMENTS OF THE LAST THREE DAYS OF 
EACH MONTH WILL APPEAR ON THE FOLLOWING MONTH'S BILL. 


:| 








BUCKLEY 6 SCOTT 





fo | 
‘ 


The degree-day delivery record, the 
counts receivable ledger and the cus 
tomer’s statement are completed in one 
Operation. 
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Accounting machines serve as the 
nucleus for Buckley & Scott’s smooth 
working system. Operations Manager 
William H. Wildes (standing) played 


a leading role in developing the system. 


with one less person than was formerly 
required. 

“Since the customer ledger contains 
all the necessary information, we have 
discarded the use of alphabetical cards. 
This has eliminated a lot of filing work 
and, when a customer phones in about 
his account, there is only one place we 
need look—his ledger. 

“On accounts receivable age anal- 
ysis, names of delinquent accounts are 
typed on the journal, Amounts ow- 


Operation Home Comfort. Meeting 
at The Homestead, Hot Springs, Va., 
October 22-23, these 13 members of 
the Fueloil Committee, Marketing 
Div., American Petroleum Institute, 
voted to undertake as its next major 
project the present and future expan- 
sion of oilheating, with a study of ways 
and means to stimulate the expansion. 
The project will materialize in the 
presentation of a paper on the subject 
at the Marketing Division’s spring 
meeting at Denver in May. 

The Committee members attending 
The Homestead meeting were: stand- 
ing left to right, C. M. Blickensderfer, 
Sinclair Refming Co., New York; 
“adam Rumoshosky, American Petro- 
‘cum Institute, New York; Douglas 
smith, Standard Oil Co. of California, 
Sdn Francisco; Jack Becker, Becker- 
Marsden Co., St. Louis; H. F. Law, 
Pure Oil Co., Chicago; J. P. Knight, 
Gulf Oil Corp., Pittsburgh; L. B. Fox, 


ing currently, over 30 days, 60 days 
and 90 days are listed. An automatic 
cipher proof is shown at the end of 
each line if all figures have been en- 
tered correctly. When the listing is 
complete, totals of each column are 
printed for the credit department. 

“Accounts receivable are closed 
three working days before the end of 
each month. Statements are mailed on 
the last day of the month. 


“This method for handling receiv- 
ables has permitted us to keep cash 
postings more current than we have 
been able to do for years, and it is 
now easier for the credit department 
to follow up past due accounts, 

‘Accounts payable can be handled 


Socony-Vacuum Oil Co., New York. 
Seated, left to right, H. B. VanCleve, 
Maritime Petroleum Corp., New York; 
W. F. Briggs, Valley Oil Co., Middle- 
town, Conn.; F. G. Colegrove, Allied 
Oil Co., Cleveland; Robert Gray, 





on the same machine and distributed 
on a code basis of three categories: 
cost of sales oil, inventory, expenses. 
Under expenses we can list the ac- 
count name as a code number which 
has been given the supplier. As pay- 
ment dates arrive, the invoice is pulled 
from the tray and the machine prints 
the gross check amount, the discount, 
the final amount and provides a proof 
journal. 

“The speed, accuracy and economy 
of this completely mechanized system 
recently prompted us to investigate its 
possible extension into payroll. We 
have discovered that it may be devel- 
oped into a complete payroll system 
which could include car and telephone 
allowance. 


“The system would also include the 
handling of employee earnings records 
to simplify the preparation of govern- 
mental reports. We are planning to 
give it a trial in the near future.” 


In concluding, Mr. Scott said, 
“While considerable emphasis is placed 
upon ways and means of reducing the 
production cost of the products and 
services we sell, we feel that there has 
not been enough emphasis placed on 
cost analysis and on the streamlining 
of clerical production, In the final anal- 
ysis, a system of checks and balances 
in every phase of a company’s opera- 
tion improves its chances for net op- 
erating profit.” 
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FuELoiL & Om Heat, New York; 
John R. Sherwood, Sherwood Bros., 
Baltimore, and W. S. Shockley, At- 
lantic Refining Co., Philadelphia, J. L. 
Minner, Shell Oil Co., and committee 
chairman was absent due to illness. 

































Conservation Theme marks 


big Oil Progress Week 


O" PROGRESS WEEK, October 11 
through 17, was highlighted by 
hundreds of community leader lunch- 
eons and dinners, speeches by govern- 
ment and industry officials, radio and 
television shows, rallies, open houses, 
parades and special events, It all added 
up to what many described as the “big- 
best and best ever held.” 

Conservation was the theme of this 
year’s celebration and “Oil—at your 
Service” was used as a slogan. The 
conservation alluded to meant not the 
hoarding or secreting of petroleum, 
but rather conservation as represented 
by the wisest use without waste of nat- 
ural resources. 

The observance of Oil Progress 
Week is sponsored each year by the 
Oil Industry Information Committee 
of the American Petroleum Institute, 
with local Information Committees di- 
recting and arranging community pro- 
grams. 


Public Understanding 


Stanton K. Smith, president of 
Smith Oil & Refining Co., Rockford, 
Ill., and this year’s national OIIC 
chairman, described the sole objective 
of the Week as “public understand- 
ing.” “By inviting public attention to 
oil,” he said, “we hope to give the peo- 
ple a clearer picture of what free men 
and free competition are contributing 
to social and economic progress. The 
events during Oil Progress Week will 
dramatize the industry and its opera- 
tions—what it is, what it does and how 
it handles the growing problem of satis- 
fying the American demand for more 
and more petroleum products.” 

A notable debut during Oil Progress 
Week was the introduction of the 
API's new motion picture, “American 
Frontier,” the story of the discovery 
of oil in the Williston Basin of North 
Dakota in 1951. An authentic docu- 
mentary, filmed on the spot, it tells 
what happens when oil is found in a 
new area in modern America, demon- 
strating how far-sighted planning, plus 
cooperation between local citizens and 
the oil industry, eliminate the chaos of 
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old-time “boom towns” and provide 
for orderly expansion of housing, edu- 
cation and other facilities. 

R. M. Bartlett, vice-president for 
marketing, American Petroleum Insti- 
tute and vice-president, Gulf Oil 
Corp., made the principal talk at a 
Denver luncheon on October 12. He 
called attacks on petroleum depletion 
allowances a threat to conservation and 
related the progress that had been made 
in oil marketing, His remarks included 
the following: 


Bartlett on Oilheating 


“The contributions of independent 
oil marketers are reflected in the field 
of oilheating, There are some authori- 
ties who attribute to independent fuel- 
oil dealers the initiative in bringing 
forward most of the new ideas in the 
heating of homes, factories and office 
buildings by oil. Automatic deliveries, 
preventive maintenance, burner clean- 
ing in the summer and especially the 
marketing of burner parts and acces- 
sories—all of these are acknowledged 
as the inventions of independent fuel- 
oil dealers. 

“Remember that there are over six 
and one-half million homes in this 
country dependent on oil for heating 
and around five and one-half million 
homes use kerosene for space heating. 
And also remember that when the 
truck stops at a home, it’s not just de- 
livering fueloil or kerosene, it’s deliv- 
ering clean heat, health and comfort. 

“Today the job of marketing oil di- 
rect to the customer is usually left to 
the independent fueloil dealer. He 
handles better than 80% of the vol- 
ume. That’s perhaps the best proof 
that the independent fueloil dealer 
does an outstanding and imaginative 
job, efficiently and economically—and 
with a genuine feeling for his responsi- 
bility to the public.” 

Then, in conclusion: “Oil marketing 
is a good business. It’s going to be a 
better business. But profiting most of 
all will be the American public and 
here’s why—with ample supplies of 
products available in the foreseeable 


future, oil marketers are going to have 
to learn once more that the art of sales. 
manship begins when the customer says 
‘no.’ In consequence as they become 
better salesmen the American motorist 
will become happier and the hone 
owner healthier.” 


An outstanding event during Oil 
Progress Week once again was ‘he 
luncheon meeting held at the Waldorf 
Astoria, New York City, attended by 
more than 1,300. Presidents and ot ier 
top executives of 50 oil companies were 
seated on the dais and heard Brewster 
E. Jennings, president of Socony-V ic. 
uum Co., Inc., deliver the principal ad- 
dress. He traced the tremendous 
growth in oil consumption, pointing 
out that today we use twice as much as 
before World War II. Jennings em- 
phasized the steps the industry has 
taken “to insure that we'll never run 
out.” Today, he continued, oilmen 
drill wells up to four times as deep as 
20 years ago and recover two to four 
times as much oil as 30 to 40 years ago. 
These and other industry practices all 
are elements of conservation, so that 


today’s crude oil reserves are at an all- 
time high. 

These accomplishments came about 
through the competitive nature of the 





L. F. McCollum, president, Continen- 
tal Oil Co., crowns Ginger Mitchell 
“Miss Oil Progress” during a coin: 
munity leaders luncheon at the Presi- 
dent Hotel, Kansas City on Octobe 
12. McCollum was principal speak: 
at the luncheon. Miss Mitchell mad 
a number of appearances in the are: 
before women’s groups, civic organiz 
tions, radio and television. Durivg 
them she described her clothing, whi: h 
was made from petroleum. 
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The Baltimore City Oil Industry Information Committee with the Mayor of 
Baltimore working on details of Oil Progress Week observance. Shown, left to 
right, are: Joseph P. Lanigan, secretary, Maryland Petroleum Industries Com- 
mittee; Marilyn Thompson, Sherwood Bros.; Hollis Albert, Operators Heat, Inc.; 
Helen Lucas, American Oil Co.; Dorothy Muirhead, Shell Oil; H. J. Buckel, 
American Oil; Edward Hamson, American Bitumuls & Asphalt. 


oil business, Jennings declared, because 
“only when those in an industry must 
vie with each other for the trade of the 
consumer will the industry be progres- 
sive. In the absence of competition, 
stagnation replaces progress.” 
Howard S. Cullman, chairman of 
The Port of New York Authority, 
thanked the members of the industry 
for keeping the “wheels and keels” of 
the port moving. “As vital as wells are 
to the oil trade,” he said, “they only 
begin to tell the story, The oil business 
under private management has much 
to be proud of, but its greatest attain- 
ment is its service to the everyday lives 
of people.” 
Hollis Albert, Operators Heat, Inc., 
as city chairman for a Baltimore Oil 
>rogress Week dinner and T. C. Car- 
son, Sherwood Bros., Inc., acted as 
hairman for the state of Maryland. 
P. C. Spencer, president of Sinclair Oil 
Sorp., told the audience that principal 
ong the problems facing the oil in- 
‘try are threats of nationalization or 
istic government control, He cau- 
ned that, “An abundance of experi- 
nce at home and abroad has proved 
that the oil industry flourishes under 


free economy with its incentives, but 
falters and fails when forced to live 
under a system of restraints.’ Con- 
tinuing, “Government office holders 
cannot afford to take the necessary 


wildcat chances to find oil.” 

The Baltimore City Committee also 
arranged for three boys from Baltimore 
schools to become “Oil Men for a Day” 
at the Esso Refinery, American Oil Co. 
and Sherwood Bros. All appeared on 
local radio and TV programs and sat 
at the head table during the banquet. 

Robert G. Dunlop, president, Sun 
Oil Co., advocated a widespread re- 
duction in oil prices as a means of 
bringing petroleum demand and sup- 
ply into balance during an Oil Progress 
Week luncheon sponsored by the Pe- 
troleum Club of the Cleveland Cham- 
ber of Commerce. Scoring the use of 
government regulation and self-im- 
posed “cut backs” as alternative solu- 
tions, he stated, ““The best solution to 
an oversupply situation such as the oil 
industry now faces occurs when free 
market forces bring about a gradual 
and widespread reduction of prices all 
the way down the line.” 

Besides increasing oil consumption, 
Dunlop believes such a move would 
benefit the public, stimulate interest in 
improving efficiency and make the im- 
portation of crude oil and products 
less attractive. 

Other points made in the speech ex- 
plained that the Tidelands controversy 
was an argument between Federal and 
state governments over title to the 
areas, rather than “an attempt by oil 
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companies to engineer a ‘big steal’ of 
rights to offshore oil.” The oil compa- 
nies, he added, expect to lease and de- 
velop the underwater lands regardless 
of who ultimately secures title. 

He stated that to say that oil com- 
pany profits are too high “is the same 
as saying that we serve too many cus- 
tomers, operate too efficiently and im- 
prove our products too much.” 

In another aspect of the industry, 
Governor Edward F. Arn of Kansas 
told an Oil Progress Forum luncheon, 
sponsored by the Chamber of Com- 
merce in Tulsa, Okla., that the Inter- 
state Oil Compact Commission has 
done more to foster sound conservation 
practices than any other group. Six 
hundred persons heard him emphasize 
that a strong belief in states rights is 
one of the real virtues of the Compact 
and that conservation remains “the one 
common interest of the states, the in- 
dustry and the Compact.” 


Other Activities 


A tabulation of some of the principal 
activities held during Oil Progress 
Week included: 

In Newark, N. J. the event was ob- 
served with the selection of an Oil 
Progress Queen, a parade, a luncheon 
at the Robert Treat Hotel with E.. D. 
Endter, president of the California Oil 
Co., as principal speaker. 

In nearby Elizabeth, N. J., the Union 
County OIIC held a parade and lunch- 
eon, with L. E. Ulrope, vice-president, 
Esso Standard Oil Co., as speaker. 

L. T. White, Cities Service, toured 
through upstate New York and spoke 
at a community leader luncheon in 
Watertown on October 14 and before 
the Utica Kiwanis Club the next day. 

The ladies participated, too, with 
the Desk and Derrick Club of New 
York City holding a special Oil Prog- 
ress meeting on October 15. Q. W. 
Regestein, Socony-Vacuum Oil Co. 
and former New York State OIIC 
chairman, discussed “Public Relations 
and the oil Industry.” 

Philadelphia marked the Week 
with an elaborate display built by the 
Philadelphia City OIIC and located at 
the main office of the Pennsylvania Co. 
Later the exhibit will be rotated in 12 
of the bank’s branches in the city. 

(Please turn to page 166) 





ow FIRST catalytic cracking plant 
in New England, a 24,000 barrel 
fluid unit, that will increase gasoline 
and heating oil production at the 
Everett Refinery of Esso Standard Oil 
Company to over a million gallons 
daily, was dedicated on October 14 by 
Governor Christian A. Herter of 
Massachusetts. 

The ceremony held at the base of 
the 191-foot structure, climaxed a mul- 
ti-million dollar modernization and ex- 
pansion program that gives New Eng- 
land its first complete oil refinery. Total 
production of the plant has been raised 
to two million gallons a day. Its major 
products include kerosene, heating oil, 
and bunker fueloils. 

Approximately 250 guests of the 
plant management attended the cere- 
mony which included addresses by the 
Governor, Stanley C. Hope, president 
of Esso Standard, and John J. Way- 
bright, manager of the plant. Present 
were state and local officials, civic and 
business leaders and executives of Esso 
and affiliated companies. Following the 
ceremony, guests were conducted on a 
tour of the plant and had a buffet 
lunch at the Employee Building audi- 
torium. 

Mr. Hope described the program his 
company is undertaking in New Eng- 
land, Begun several years ago and rep- 
resenting a multi-million dollar ex- 
penditure for expansion and modern- 
ization, Hope said, “I believe this pro- 
gram will assure to New England a 
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Esso’s Everett cat Cracker 
is First in New Kngland Area 


continual flow of quality products at 
fair prices where and when they are 
needed. Besides this refining project 
we've built a 63 million gallon ter- 
minal at New Haven, Conn. We're in 
the course of expanding our terminal 
facilities at Waltham to the extent of 
48 million gallons. These two distribu- 
tion projects are designed to provide a 
comfortable cushion against the peak 
winter demands of New England home 
heating customers. Additionally, our 
expansion program has included im- 
provement in other distributing facili- 
ties. It all adds up to 23 million dol- 
lars worth of confidence of my com- 
pany in New England.” 

Citing the movement of many small 
plants to New England to avail them- 
selves of the skilled craft there, the ad- 
ditions to already established plants 
and the interest of state officials and 
trade associations in broadening of 
lines and diversification of products, 
Mr. Hope described them as “a 
healthy recognition of the need to es- 
tablish New England on a firm bed- 
rock of a peacetime economy.” 

Admitting that he might be “‘a sales- 
man as well as a New Englander,” Mr. 
Hope, nevertheless, contended “there’s 
nothing wrong with New England in- 
dustry and business that an aggressive 
management and an enlightened labor 
leadership can’t solve by cooperative 
action and mutual respect. Through it 
must come the ability to meet com- 
petition from other parts of the coun- 


try, the ability to drive costs down, the 
ability to increase individual produc: 
tivity, tne ability to attract venture 
capital into the New England scene.” 

He suggested the theme “Down East 
moves up” as an antidote “to any 
pessimism in our midst.” 

In addition to the cracking unit, 
other new facilities include a 7,000 
barrel-a-day rerun pipestill and new 
and improved light ends facilities. 
Crude oil throughput has been raised 
from 38,000 to 50,000 barrels a day. 
Higher yields of gasoline and heating 
oil will be recovered both from the in- 
creased crude capacity and the conver- 
sion of what were heretofore heavy by- 
products. 

Expressed in terms of public con- 
sumption, a single day’s production of 
the plants’s new cracking unit is sufh- 
cient to drive 4,000 cars continually 
and heat 42,000 homes for 24 hours. 

Because of existing facilities and 
equipment at Everett, it was pointed 
out, only 4,000 tons of steel were re- 
quried for the project compared with 
approximately 30,000 tons needed for 
equivalent new refinery capacity. Orig- 
inally constructed in 1919, the Everett 
refinery occupies approximately 125 
acres on the outskirts of Boston and 
employs about 550 people. 

Process design and equipment spe- 
cifications for the cracking unit and 
the revamping of existing units were 
completed by Standard Oil Develop: 
ment Company, central technical re’ 
search organization for Standard Oil 
Company (New Jersey) affiliates. 
Process units were constructed by the 
Foster Wheeler Corporation, 
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THE REVOLUTIONARY NEW BURNER 


Dealers and distributors have been quick to realize 
that the Coronation is not just a new oil burner, but 
THE new oil burner for 1953. This sales-minded 
product, new in look, new in design, and new in 
operating efficiency, is a “natural” for sales-minded 
people in the industry everywhere. It’s what they have 
been looking for. Extremely quiet operation, efficient 


day’s burners look “outmoded” . . . these are the things 
that make sales. Look at the way this new burner 
design blends into the Hi-boy furnace shown below— 
and look further into the facts of how this burner can 
be custom fitted to the exact needs of each conversion 
installation; how its “dynamic silencing” blends vibra- 
tion out and how it affords top efficiency and economy 


in operation and servicing. 
GET THE FACTS TODAY. 


firing, flexibility, lack of vibration, and a modern, 
streamlined, compact design that makes most of to- 


COMPLETE LINE OF FURNACES AND BOILER-BURNER UNITS 


Silent Glow’s new and complete line of furnaces and boiler- 
burner units for hot water and steam combined with the new 
Coronation Burner offers the ultimate in providing an abundance 
of serene and comforting warmth in peaceful, hushed quietness. 
Here is a combination easy to sell . . . and good to live with 
afterward. The new Coronation Burner is also thoroughly 
applicable as a conversion unit, 


To: THE SILENT GLOW OIL BURNER CORP. | 


850 Windsor Street, Hartford 5, Connecticut 


boiler-burner units. 


POUNNS ecient 





Please send information on [] Coronation Burner [] furnaces 


COMBO D YS “ccc 


Street & No: 


HIL-BOY FURNACE LO-BOY FURNACE 


BOILER-BURNER UNIT 


COG isis pesca 
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Big job Servicing can be 
a profitable Activity 


You’ve got to service your big installations; you can eliminate “Grief” and Losses 


by 
Jean L. Dupuis 


gee AND LOSSES are the natural 
results of a dealer’s having to 
provide service for the commercial and 
industrial oilburners he installs. That’s 
the belief of many oilheating equip- 
ment dealers who install horizontal ro- 
tary cup burners. 

Start talking about servicing big in- 
stallations, and you start these big- 
burner dealers complaining. They say 
their service departments operate with 
great yearly losses. The new high-ca- 
pacity oilburner equipment they in- 
stall gives far too much trouble. To 
hire experienced servicemen is almost 
impossible. Men really capable of han- 
dling big-job service calls think they 
rate millionaires’ incomes. To make 
certain installations perform properly 
is impossible, though the manufactur- 
ers of the equipment lead you to think 
otherwise. To service a few dozen big- 
burner installations, you’ve got to tie 
up thousands of dollars in spare parts 
for the burner. 


A case History 


Complaints like these poured out 
recently, for example, from an execu- 
tive who about 25 years ago was 100% 
coal-minded. About ten years ago, be- 
moaning his company’s decreases in 
coal business, he reluctantly moved it 
into the light and heavy fueloil busi- 
ness. Five years ago, still more reluct- 
antly he started the company selling 
automatic horizontal rotary cup oil- 
burners. He complains that he'd 
learned the company had to sell such 
burners in order to get the heavy fuel- 
oil business of apartment houses, 
schools, institutions, and other big 
buildings. 

“Do you like automatic oilburners 
that use No. 6 fueloil?” we asked this 
man. 

“IT hate them,” he answered drearily. 

After a pause, he added, “A fine 
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business for a coal man to be in!” 
Asked to pinpoint the reason for his 
dislike for being in the business of sell- 
ing, installing, and servicing big burn- 
ers, he replied, “Boils down to this. 
Salesman sells a job for $4,000, figur- 
ing our total cost of labor and material 
comes to about $3,200. Adding the 
salesman’s commission and other sales 
costs to the $3,200, we should just 
about break even. We are not out after 
burner profits. All we want is the fuel- 
oil business. We couldn’t get more than 
$4,000 for the job if we tried, anyhow, 
because that’s the figure all our com- 
petitors are giving. So we sell the job 
at $4,000, then find our total cost of 
labor and material for installing it 
comes to a few hundred above the $3,- 
200 we first figured. That’s all right. 
Those things happen. What starts get- 
ting us mad is that two months of try- 
ing to use the burner gives us service 
calls every other day. It gets so that 
one of our service experts is spending 
half his time on the job. We call in 
engineers from the factory of the burn- 
er manufacturer, and they find every- 
thing wrong with the way we installed 





the oilburner, the oil lines, the oil heat- 
ers, the controls, and so on. We make 
a thousand dollars worth of changes 
and improvements to suit them. The 
job keeps right on giving trouble, We 
ask the oilburner factory engineers 
why it does, after we spent all that 
money on it. They answer that now 
it’s a patched-up job, it always will 
give a certain amount of trouble. 

“And I can show you the actual job 
I’m talking about, and I can show you 
that to service it—keep it running de- 
cently so we keep the fueloil account— 
is costing us hundreds of dollars a year, 
right out of my pocket.” 

“You don’t like oilburners of the 
kind you installed on this headache 
job?” we asked. 

“T hate ’em,” the coal man replied. 

Later he added that it would hve 
been just as well with him if oilburn- 
ers never had been invented. Bac in 
the twenties and early thirties, he d 
been doing just fine in the coal bi’ 
ness. He was making plenty of mo: 
and had no “grief” and complicati 
connected with how his customers uw: 4 


the fuel he sold them. 
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“Steel Construction — heavy “flange” 7 


wiiY THE FITZGIBBONS BOILER “D” TYPE IS 


ways better for 
om big butldings 




















Easy Cleaning For All Surfaces — 

tubes are reached through iarge 
doors at front of boiler. Firedoors give 
ample access to firebox heating surfaces. 

















Rapid Water Circulation — concentra- 

tion of heat at high point of crown 
sheet and unimpeded waterways induces 
faster circulation, brings more water in — 
contacts with more heating surface in a 
given time. : 














4 Complete Combustion — firebox of 
adequate height and volume provides _ 
maximum efficient burning of fuel. Ideal 
for oil, gas, or coal (stoker or hand-fired). 














Welded Mud-Ring Design — a heavy 
steel bar is welded between side- 
: : walls‘ of shell and firebox to give added — 
Na * strength to water-leg section and longer 
life to the -boiler. : 


td 

















Rugged Door Frame — water-cooled 


fire door frame of extra-heavy steel Waterside inspection — hand holes, 
is welded between shell and firebox water 3” x41” large, permit complete in- 
wall. An asbestos gasket-seaied, soot-tight spection and cleaning of crown sheet and 
fire door completes the assembly. water-leg. From 6 to 14 hand holes de- 








pending on size of boiler. 

















All these features add up to economy, long life, and low 
maintenance cost. Fitzgibbons boilers meet or exceed ASME 
code requirements in all construction details; are certified 
by a Hartford Inspector. Sixteen sizes from 876,000 Btu 
to 10,200,000 Btu. For complete details, write to the 
Fitzgibbons Boiler Company, Inc., 101 Park Avenue, 
New York 17, N.Y. Ask for catalog FO-11 
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“I knew nothing about the coal I 
sold,” he explains, “and my customers 
knew less. They just took what I sold 
them and burned it on grates. When 
they had trouble, they called in a 
plumber or heating man, and he fixed 
them up.” 

We found out one more thing about 
this coal man who does not like oil- 
burners. He doesn’t like men who like 


i eB 


oilburners. The half-dozen or dozen 
men in his company who do oilburner 
installation and service work, for ex- 
ample, all have a thorough and hearty 
dislike for oilburners. 

This coal-minded gentleman who is 
halfheartedly in the burner business is 
not alone in his way of thinking, There 
are enough men like him to form a na- 
tional club! 

Another club of halfhearted oil- 
burner dealers could be formed. Re- 
quirements for membership in this case 
would cover mainly your having been 
a heating man, preferably a large-scale 
plumbing and heating contractor who 
aims to do big-building work. You 
were forced into handling horizontal 
rotary cup oilburners because you 
couldn’t get big contracts without in- 
cluding such burners in them. 

A certain contractor we know 


should be president of this club. Han- 
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dling horizontal rotary cup burners for 
three or four years now, he simply re- 
fuses to set up the equivalents of an 
installation department and a service 
department. In planning the equipment 
for a boiler room that will include 
three 250 hp boilers and one 90 hp 
boiler, he orders the four, needed fully- 
automatic oilburners in just the same 
routine manner he uses to order the 
job’s sump pumps, condensate pumps, 
and unit heaters. In the same routine 
manner, he tells his steamfitters to 
“hang the burners on the boilers,” 


“pipe up some oil lines,” and “install 
the fueloil pump set over here.” Brick- 
layers he calis in tend to the oilburner 
combustion chambers; they are sup- 
posed to follow blueprints sent out by 
the burner manufacturer. Electricians 
he calls in are supposed to wire up the 
oilburners, electronic controls and all, 
in the same routine fashion they wire 
up the job’s sump pumps, condensate 
pumps, and unit heaters. After the 
pipefitters, electricians, and bricklay- 
ers have finished “installing the oil- 
burners,” this plumbing and heating 
contractor turns over the equipment 
to the chief engineer of the new boiler 
room, saying, “They are ready to go. 
They’re all yours. Start them up!” 
That’s his method for installing big 
oilburners. He can’t understand why 
the users of his burners keep on tele- 
phoning him for “service,” for he re- 
fuses to recognize the meaning of the 


word in terms of oilburner-industry 
parlance. As his way of answering 
complaints about big burners failing 
to start, breaking down, and running 
improperly, he sends to his jobs the 
very best electricians or pipefitiers he 
knows. He even sends good brick!ayers 
to answer complaints in which firzbrick 
or combustion chambers seem to be 
involved. 


Troublefree Operation wanted 


“The cost of tending to complaints 
about oilburners is driving me crazy,” 
he declares. “Hundreds of different 
types of equipment go into one of my 
big plumbing and heating jobs, all the 
way from the faucets to the big boilers, 
and including the pieces that form an 
oilburner installation. It’s just one de- 
tail of my jobs—the oilburners them- 
selves—that gives me all the trouble!” 


It seems that he wants from fully 
automatic oilburners using No. 6 fuel- 
oil the same kind of troublefree opera- 
tion he gets from sump pumps, con- 
densate pumps, and unit heaters. We 
asked him about that to make certain. 


His answer came with a big smile 
and a manner of now-you-are-getting- 
somewhere, He said, “Why, after all, 
should oilburners give more trouble 
than sump pumps, condensate pumps, 
and unit heaters? Like oilburners, 
these other gadgets have electric wir- 
ing, electric motors, and automatic 
controls, Of all the electrical or motor- 
ized gadgets in a boiler room, the oil- 
burners should not be the most trou- 
blesome!” 

Informed by an engineer represent- 
ing the owner of a new oil-fired power 
plant that he’d have to present com- 
bustion-test data before getting his 
final payment, this same plumbing and 
heating contractor asked the engineer 
if a good foreman steam-fitter could 
go out to the job and get the needed 
data. 

The engineer representing the own’ 
er said a steamfitter couldn't. If the 
burners had been installed properly, 
they'd pass the tests. But chemical in- 
struments were needed because the 
tests included determining the carbon 
dioxide percentage of the flue gases. 

Telephoning a nearby college, che 
heating contractor asked for a chem- 
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NC.V DESIGNED For HorizontraL ROTARY BURNERS 


* 


Balanced fire travel as- 
sures equal distribution 
of heat fo all vital heat- 


a6 


Curved extra primary 
heating surface extends 
from crownsheet to 
greatly increase area 
directly above the fire. 


ing surfaces. 
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Large waterways permit 
quick, efficient water cir- 
culation through boiler. 


« 


Large primary combus- 
tion area for better burn- 
ing conditions and 
maximum heat release 














from fuel. 
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Special steel front plate 
and section provides for 
easy installation of ro- 
tary burner. 








4 


Individual short tie-rods 
for easier assembly and 
longer boiler life. 


* 


Rugged cast iron con- 

struction for durability 

and trouble-free per- time and cost. 
* 


formance. 








1% 
Low concrete or brick 


series 40 ann 44 
HEAVY DUTY BOILERS 


648,000—2,712,000 BTU 


WEIL: McLAIN 


IT IS MORE PROFITABLE TO SELL A EXTRA VALUE 


base cuts installation 


Weil-McLain presents an important new development in its Series 40 
and 44 Boilers. Special features have been added to these heavy duty 
boilers which adapt them for operation with the leading makes of hori- 
zontal rotary oil burners. 

Series 40 and 44 Boilers provide a highly efficient installation when fired 
with heavy oils. A large primary combustion area and a fire travel through 
flueways designed to provide complete utilization of secondary heating 
surfaces are important reasons for the economical operation of these boilers. 


SPECIAL STEEL FRONT PLATE AND SECTION 
for simplified Rotary Burner installation 
Furnished as standard equipment is a specially designed steel front plate. 
The size and location of the various openings in this plate are in accord- 
ance with the specifications of the rotary burner to be installed. The plate 
is bolted to the front section of the boiler, permitting easy attachment of 
the burner! 
EASIER, FASTER ERECTION 

Series 40 and 44 Boilers are assembled with individual short tie-rods, which 

The standard Series 40 and 44 Boiler permit rapid erection without special equipment. Sectional construction 
These heavy duty boilers have built an enviable reputation makes it easy to add capacity, should future additional heating loads re- 


or economy and service-free operation in schools, com- soe i isti Idi ; ; ; 

: : ¢ -ire : » COL uire it. In existing buildings, Series 40 and 44 Boilers can be install 

mercial and industrial buildings. Wide range of capacities a" g i se cane’ + ome 
without structural alrerations. 


—easily converted from one fuel to another. 
Full information is given in Bulletin C-157 . . . send for your copy. 





WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 


WEIL: McLAIN 


BOILERS- RADIATORS 

















Paul C. Reilly, Architect 


Sears & Kopf, Consult, Engrs. 





Frank A, McBride Co., Heating Contractors 


RAewark's Cathedral of the Sacred Weart 


One of the World’s Great Cathedrals 
is equipped with 


WING DRAFT INDUCERS 


Now moving to completion after 
fifty years of building, this magnif- 
icent edifice combines the architectural 
splendor of the past with today’s util- 
itarian advancements. An example is 
the up-to-the-minute equipment that 
comfortably heats the spacious interior. 


Handling a total load of 70,000 sq. 
ft. EDR are three H. B. Smith gas 
fired boilers. Even though a chimney 
was provided, consulting engineers 
decided that proper draft and removal 
of waste gases required a WING 
Draft Inducer for each boiler. Baro- 


metric dampers with relief gates were 
mounted integrally on each Draft 
Inducer. 





The positive, dependable draft, in 
just the right volume, created by 
WING Draft Inducers assures eff- 
cient combustion at all times despite 
weather conditions, and without the 
need for tall stacks. Write for a copy 
of Bulletin I-52. 





L..J. Wing Mfg.Co. 


66 Vreeland Mills Road 
Linden, New Jersey 


Factories at Linden, N. J. and Montreal, Canada 
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ist and wound up with a ch 
class instructor on his job at $°° per 
day. After collecting samples « flue 
gases in glass bottles and taking =hem 
to a chemical laboratory in the « lege 
for analyzing, the chemistry cl. s in- 
structor provided a document ° » the 
effect that the percentage of ¢ :rbon 
dioxide in the flue gases that were 
analyzed was an average of fovr and 
thirty-nine hundredths. That’s 4 39% 
COs. He generously .included i the 
document the percentage of c.rbon 
monoxide in the flue gases. 

The document failed to obtain for 
the contractor his final payment. He 
wrote the manufacturer of the oil- 
burners saying they were giving trou- 
ble again. Although they had been in- 
stalled properly, he said, they were not 
putting the right kind of smoke up 
the chimney, and therefore he could 
not get paid in full for them. 

That matter stil? is unsettled. for 
the burner manufacturer wants to be 
paid quite a fee to send its engineer 
to this job again. The plumbing and 
heating contractor proudly tells of 
these complications in explaining why 
he feels that the oilburners he installs 
cause him much more trouble than 


they should. 
Are Grief and Losses natural? 


According to the coal dealer who 
reluctantly handles horizontal rotary 
cup burners, and the plumbing and 
heating contractor who tries to install 
such burners in the same routine fash- 
ion he installs sump pumps, servicing 
big burners leads only to losses and 
“orief.”” As we said at the start of this 
article, many dealers handling big 
burners believe that “grief” and losses 
are the natural results of haviny to 
service commercial and_ industrial 
burners. 

True, probably more big-burner 
dealers lose money on their service 
operations than make money {rom 
these operations, Even then, servicing 
commercial-industrial burners is not 
of necessity a matter of misery. 

“Big job servicing can be a profit ible 


pleasure,” one rotary-cup oilbu:ner 
dealer declares gaily. 
y 
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Advance personal edition 
KEWANEE 
General Catalog 80 


There's a new copy of the advance Personal Edition 
Kewanee General Catalog 80 waiting for you. 
Here is the latest most authentic and complete data and 
dimensions on the entire Kewanee line. 
You most likely need the material in this 32-page fully 
illustrated technical catalog now to help you select the proper 
boilers and accessories for jobs that are coming up. 
The catalog is written especially for you and can be used as an 
authentic technical reference source. It is your own personal edition 
available in advance of Sweets and Domestic Engineering catalogs 
for 1954. 


The catalog will contain full description of such products as.. 
1. High and low pressure commercial and industrial boilers 
2. Residential Boilers 
3. Water Heating Equipment 
(a) Direct fired types 
(b) Storage types 
(c) Indirect water heating coils for Kewanee Boilers 
4, Boiler support brackets and structural steel suspension for Kewanee Boilers. 
§. Induced draft fans for Kewanee Boilers 


Kewanee Catalog 80 will be sent only on request or distributed by 
Kewanee sales offices. So use the handy coupon to order your 
personal advance edition today. 


KEWANEE-ROSS CORPORATION = Kewanee, Illinois 
Division of American Radiator & Standard Sanitary Corporation 


Serving home and industry 


AMERICAN-STANDARD * AMERICAN ee es CHURCH SEATS * DETROIT LUBRICATOR * KEWANEE BOILERS 
S HEATER » TONAWANDA IRON 


KEWANEE-ROSS CORPORATION + KEWANEE, ILLINOIS 


Please send me my free copy of the Advance Personal Edition Kewanee General Catalog 80 
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PUMPS and 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 


e & e  ) 
Reduction Drive 
for heavy oil 
Ask for Bulletin No. A-1193 


@®e@3 ®@ 

Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 


Ask for Bulletin 
No. A-1214 


Duplex 


for bulk station service 


Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No. A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No. A-1366 


MKRAISSL® 


295 WILLIAMS AVE., HACKENSACK, N. J. 
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This dealer’s name can’t be given 
here. He is not inclined to help his 
competitors outdo him, he says. Be- 
sides, if they should name him in con- 
nection with some of the points he 
makes, they might use these points 
against him saleswise. For reasons that 
will become clearer and clearer, he'll 
be called Mr. X from here on. 

“Before you start selling a job, you 
plan to service it excellently and at a 
profit,” Mr. X starts out. “To fail 
to plan for excellent service is stupid 
for a dozen reasons.” 


Aimless Service is stupid 


Here are the reasons he gives: 

1. Those who buy big-burner in- 
stallations from you expect you to 
service the installations splendidly 
during the first year, then through later 
years. Don’t let your customers down, 
if you want to build up a list of satis- 
fied users! 

2. If you plan the job so that it will 
not need excessive servicing during the 
first year, your first year of servicing 
it won’t cost you more than you fig- 
ure when you price the job. 

3. If you have an angle on the fuel- 
oil used by your burners—sell fueloil 
yourself or have a tie-in with an oil 
company—you have to remain on good 
terms with your old customers. You’ve 
got to provide the good service they 
need for the burners you installed. 

4. Good service work helps your 
business directly by giving you leads 
that help you sell new equipment. 
Additional equipment often is needed 
in boiler rooms in which you've in- 
stalled burners, That includes replace- 
ment equipment and equipment to im- 
prove or modernize the boiler rooms. 

5. You’ve got to service your oil- 
burners anyhow, so you may as well 
buckle down to servicing them well 
and profitably. This may not be the 
easiest thing in the world, but it cer- 
tainly can be done. Most commercial- 
industrial burner dealers may not be 
succeeding at it, but some are. You 
can do it! 

6. The same efforts that produce 
installations that you can service prof- 
itably will prevent you from produc- 











At Heavy Oil 
Tank Installatio:s 


INSURE AGAINST 


Overfilling 
and Spillage 


Discharging into 
the wrong fill p pe 


Discharging int> 
a tank with an 
open stick hole ... 


WITH 


VENTALARM 


Whistling Tank Fill Signal 


Special 3-Piece Assembly 


a 


REMOTE 
WHISTLE 
PRESSURE SIGNAL 
VENT CAP Signal Line <— 
ve volt mA” Pipe y! 
NT LIN 
~ “Ny 


of 


STICK HOLE 
FILL LINE 
“~ Na 





INTRUSION > W- 


SAFETY AND EXPANSION ZONE 
DEPTH OF INTRUSION 


1. PRESSURE VENT CAP 
Installed at termination of 
main vent. Assures initial vent- 
ing through signal vent. 


2. TANK INTRUSION 
Threads into any 2” tank 
opening. Its depth provides 
for safety and oil expansion 
zone. 


3. REMOTE WHISTLE SIGNAL 
Located anywhere near fill 
point. Signal sound created at 
end of signal vent. 

© 


YOUR CONSTANT GUARD AGAINST 
FIRE HAZARD, EXPENSE, PROPERTY 
DAMAGE AND CUSTOMER ILL-WILL. 


r 
Just one instruction needed... 


“FILL ONLY WHILE 


THE WHISTLE BLOWS” 
SEE YOUR 
REGULAR SUPPLY HOUSE 


SCULLY SIGNAL ‘oui! 
COMPANY e 


76 First St., Cambridge 41, Mass. 
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... « Big job Servicing 


ing » :0ddy installations. 

T. Mr. X, planning for excellent 
serv ¢ before you start to sell a job 
mea 's: First, selecting for the proposed 
inst-ilation the very best oilburner 
equioment and other equipment that 
you -an obtain. You decide beforehand, 
and put down in black and white on 
paper, the make and model of every 
major piece of equipment that you will 
install. Second, you plan to install the 
equipment properly—perhaps even a 
bit better in definite ways than the 
manufacturers’ instructions would 
lead you to install the equipment. 
Third, you figure your installation 
costs precisely and honestly—don’t 
kid yourself by having your cost esti- 
mates either too low or too high. Don’t 
omit a single item of expense with 
respect to either labor or material. 
Fourth, to your installation costs you 
add (a) a realistic sum for start-up 
and tune-up of the burner installation, 
and (b) a realistic sum for first-year 
service. Fifth, you arrive at the selling 
price of the job. 


This dealer lists nine items, as fol- 
lows, for starting to price the mate- 
rial to be used on an installation: (1) 








































Designed and built to provide the most complete combustion with an abso- 
lute minimum of supervision and maintenance, Superior Rotary Burners 
combine the best time-tested features of horizontal rotary atomization with 
dependable automatic firing, plus... 





THE 4-HOLE HINGE 


This hinge has the effect of placing the primary pump between 
the fuel oil tank and the oil heater, permitting higher oil temper- 
atures as required by modern catalytic oils, and eliminating the 
pump strain in pulling cold oil through the heater. 








MORE POSITIVE VISCOSITY CONTROL 


Superior’s Constant Oil Rate Control provides uniform firing 
throughout the entire firing range of the burner regardless 
of viscosity variations in the fuel. 


CONSTANT GAS PILOT 


On Superior Combination Gas/Oil Burners, a continuous gas 
pilot remains lighted throughout all stages of the gas-firing cycle. 
Insurance records show that constant gas pilots provide the 
maximum operating safety. Superior’s constant-burning gas pilot 
provides the greatest protection and the most positive ignition 
known to modern gas combustion... 


You can grow with Superior. Choice unassigned territories 
are still available. For complete details contact Superior 
Combustion Industries, Inc. 





for performance you can BA NK on 








SUPERIOR COMBUSTION INDUSTRIES INC. ROTARY BURNERS 


TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 
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inhibitor . . 
too, will give thanks for SABANOL. 





SABANOL builds your business and reduces your service problems. 
corrosion because of its water pick-up ingredient . 
. assures a clean, constant functioning system from tank to burner to stack. Your customers, 


Pg mone for Profits because it 
— that's why 
Progressive Fuel Oil Dealers 


Give Thanks for 


Here is one product that never lets you down... 


gives clean 


and maximum burnability to even the cheapest grades of fuel oil. 


Non-toxic SABANOL reduces tank 
. contains an exclusive soot retardant and rust 


WRITE NOW for EXCLUSIVE FRANCHISE DETAILS 











Ipstant Acting 


>*SABANOL*= 


THe Homocenizine Fuet Ont TREATMEN 





American Sano Banum, c 
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The cost on-the-job of the burner or 
burners. (2) The cost of any electrical 
and similar controls not included in the 
first item; these may include, for ex- 
ample, large-building temperature con- 
trol systems, low-water cut-outs, extra 
temperature controls, extra pressure 
controls, etc. 

(3) The cost of major accessories 
such as fueloil pump sets, fueloil heat- 
ers, tank bells, signal or alarm systems, 
draft regulators, etc. (4) Cost of the 
tank on-the-job. (5) Cost of the tank 
gage. (6) Piping material including all 
valves and specialties in the piping, and 
including insulation for all piping. 
(7) Electrical material, exclusive of 
controls already mentioned, including 
all switches and relays for motors and 
electric fueloil heaters. (8) Firebox 
material. (9) Miscellaneous material 
not listed earlier; including, for exam- 
ple, boiler front plates, oil line ther- 
mometers, secondary-air dampers not 
shipped with the burners, pipe dope, 
building cement and sand, paint and 
enamel, etc. 


DID YOU 





The big point is to list accurately the 
equipment needed to do a thoroughly 
good job. After the job has been com- 
pleted, you are to check estimated 
costs against actual costs. That deter- 
mines how good your material esti- 
mate was in the first place. 

Do the same 
thing for the la- 
bor. List the hours 
and rates or total 
amounts that you 
believe the job 
will take for its 
piping, wiring, 
combustion cham- 
ber construction, 
and details. 

Mr. X_ finds 
that 90% of the 
effort to arrive at 
a job that’s easily 
and __ profitably 
serviced year after 
year boils down 
to (a) selecting 
excellent oilburn- 


er equipment and 
auxiliary 


equip- 





Della 


MAKES THE ONLY 
SHALLOW HORIZONTAL 
















DELTA HEATING 
CORPORATION 
TRENTON 8, N. J. 
IN CANADA — 
KRESNO-STAMM 
MONTREAL 24, QUEBEC 
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SUSPENDED 
FURNACE 


Send for Free 
Colorful Brochure 








(b) planning to install the 
equipment excellently, and (c) follow- 
ing through with your planning from 
the time your installation men first ar- 
rive in the boiler room until you have 
fired up, tuned and tested the job 

“Skimped oilburner installations are 


ment, 








... for the 
most Dependable 


New York City Approved 








FUEL OIL HEATERS 


YULA WATER HEATERS, INC. 
166 WEST 225th STREET, 


NEW YORK 63, N. Y. 
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the viggest problem in the city where 
I <> business,” Mr. X points out. 
Th t’s the case, of course, in many 
cit sin which great numbers of rotary 
cu’ burners are being sold. It seems 
to apply particularly to apartment 
hovse jobs. 

1 strenuous attempts to install a 
25 zph burner, fully automatic opera- 
tion using No. 6 oil, Mr. X’s competi- 
tors will offer a stripped job, for ex- 
ample. They'll bid $4,000 for an al- 
gedly complete installation with a 


5,000-gallon storage tank. 


= 
is) 


Inadequate Controls 


Inadequate controls may character- 
ize the installations offered by his com- 
petitors. Safety control systems may 
be the least expensive and skimpiest 
the competitors dare to install. Low- 
water controls for steam boilers may 
be omitted; automatic feeders that are 
needed badly may be omitted. His com- 
petitors, Mr. X finds, never include 
a large-building temperature control 
system in the set-up they offer a price- 
minded apartment house owner, for 
that would up their price hundreds of 
dollars! They figure on pressure-con- 
trol operation of steam heating plants 
during most of the heating season, and 
on the superintendent’s turning a 
switch on and off during mildly cold 
weather. 

His competitors disregard draft 
problems, Mr. X finds. They figure on 
no smokepipe draft regulator, or a 
regulator about half the size needed 
to do a good job, They hope a chim- 
ney will provide sufficient draft, clos- 
ing their eyes to the possible need for 
a draft inducer because thinking about 
installing one means a higher price for 
he owner. 

Cheaply built combustion chambers 

re planned by competitors, Mr. X 


nows also that undersize piping for 


No. 6 oil, and air leaks as the result 
f installing suction lines hurriedly, 
re curses of skimped No. 6 oil instal- 
ations. Undersize fueloil heaters are 
armarks of cheap jobs. The auxiliary 


‘ueloil pump set a particular job needs 


adly—hbecause oil lines are extremely 
ong or the lift from the tank is extra- 


ci 








for better, business... 








wa 
let’s talk pe 
BETTER EQUIPMENT! 


QUICK, SIMPLE INSTALLATION — 
designed for heavy duty and ruggedly con- 
structed, Preferred’s Heavy-Oil Burner is 
delivered to you completely assembled, 
internally wired and pressure tested, ready 
for service line hook-up and operation, there- 
by saving installation time and expense. 
Simple control settings make possible firing 
adjustments quickly. No extra fittings, fuss- 
ing, or fixing when you install Preferred. 

— Preferred’s extra long air nozzle 
makes installation under deep boiler water 
legs and combustion chamber arches not 
only easy but also allows self-supporting, 
thicker front walls in combustion chambers. 
As a result, your customers get longer refrac- 
tory life, better front insulation and you 
get better-satisfied customers with less serv- 
ice calls. 


Only Preferred can give you all these features to make 
your selling easier and your profits surer — 
*Voluvalve”’ Fuel Regulator; High Speed Atomization; 
Precision Air-Oil Control; Dual-Pump Reservoir; Sure- 
Fire Ignition and it’s Completely Wired Internally and 
Special Long Nozzle. 


FOR COMPLETE DETAILS WRITE FOR BULLETIN 175-E. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY - NEW YORK 23, N.Y. 
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ordinarily great—seldom is offered by 
a price-minded competitor. 

“There’s no use kidding,” says Mr. 
X, “where half a dozen competitors 
are offering a price-minded apartment 
house owner a 25 gph automatic burn- 
er for No. 6 fueloil and a 5,000-gallon 
tank for $4,000, I usually cannot sell 
an ultra-complete highest-quality in- 
stallation for, say, $5,500. 

“First, I offer the same stripped 


. . . « Big job Servicing 









installation as my competitors offer. 
Get me straight on this, for I mean 
that I leave out such things as the 
much-needed big-building heat-control 
system, the automatic water feeder for 
a steam boiler, and perhaps the over- 
fire draft control system that I'd like 
to put on the job. If my competitors 
are all offering 25 gph burners, how- 
ever, for a boiler in which I'd prefer 
to install a 35 gph burner, I go along 
with them and offer a 25 gph burner. 


“Second, I do make certain of fuel- 
oil lines and heaters that are plenty 





Here’s how to make 
3 to 4‘ times as much profit 





.-.and at the same time 
help big fuel users 
cut heating costs as much 
as 20% to 30% with 
Cleaver-Brooks 


HEV-E-O1L BURNERS” 


HEV-E-OIL Burners using modern heavy oils (No. 4 or 
No. 5), give you up to four times as much profit as you 
now make on light oil burner installations. And that’s not 
all, the HEV-E-OIL Burner cuts your customer’s fuel bills 
up to 30% in two thrifty ways: (1) No. 5 commercial oil 
usually costs 20% to 30% less than standard light oils, and 


‘fs 


(2) No. 5 oil contains 8% more heat per gallon. 


Many big fuel users pay for their HEV-E-OIL Burners 


with one year’s fuel savings. 


BIG PROFIT WITHOUT ADDED OVERHEAD 


Why limit your selling effort to the crowded, highly competitive light 


oil burner markets. Get “king-sized” profits ... 
... by selling HEV-E-OIL Burners. Available in oil, 


new customers 


more volume . 


gas, or combination gas/oil units. Write today for all the facts. 


% Conservative . 


. . ina typical locality, actual figures indicate that for 


every $100 profit you make on a light oil installation, you can make 
from $400 to $500 on a HEV-E-OIL Burner installation. 
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Planned Promotional Material 
for you — includes displays, de- 
newspaper advertisements, 
folders, mailing pieces and sell- 
ing manual. Send for your copy. 


BURNER DIVISION 


CLEAVER-BROOKS COMPANY 


Dept. M-379 E. Keefe Ave., Milwaukee 12, Wisconsin 














big, so usually things of this tyne in 
my installation are better than s’nilar 
items of my competitors. My fire oxes 
also are outstanding, not the che: pest, 
I've figured in a thoroughly goo.! job 
of start-up and tune-up that my com 
petitors overlook and that I figue as 
costing me $120, and I've figure | the 
first year’s service will cost me 150, 
which they overlook—that’s 15 calls 
for breakdowns, periodic tune-ups, 
and inspections, at an average cost to 
me of $10 per call. 

“Third, I aim to price my je5 at 
about $400 above the average price of 
my competitors, True, in some respects 
my job is stripped as theirs. But my job 
is much better with respect to the over: 
size fueloil heater and oil lines, the 
better firebox, and the better start-up, 
tune-up, and servicing. 


Sell a quality Job 


‘Fourth, as there’s not a ghost of a 
chance that I can convince a price- 
minded apartment house owner that 
my job is better with respect to the 
items I list above—oil lines, oil heater, 
servicing, and so on—I simply con- 
centrate on convincing him that the 
make of oilburner I handle has it all 
over my competitors’ makes like a tent. 
Referring to the 10% higher price I 
want to charge, I work on the point 
that you can’t buy a Cadillac for the 
price of a Chevrolet. These apartment 
house owners go for that! They put 
98% of the emphasis on the make of 
the burner, and on its technical fea- 
tures—and 2% on the ability and 
reputation of the dealer trying to sell 
them the burner installations, Con- 
vinced the burner itself is better and 
higher priced than the other burners 
they are offered, they'll buy my Cadil- 
lac of a burner—at least in enough 
instances to make my tactics pay off. 

“Fifth, only after I have sold the 
installation and have started work in 
the boiler room, do I point out to the 
apartment house owner that he really 
must have the big-building heat-control 
system in which I specialize, and an 
automatic feeder for his steam boi!:r. 
If I saw draft trouble right along. I 
then sell him the draft inducer 
needs. If I skimped on burner size, now 
I sell him a larger burner. 

‘My service department loses °9 
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™ ° The Dewey Safety Air-flow Switch protects against 
ry job opening of fuel valve until fan is up to speed. 
ver- Insures purging of furnace before fuel valve opens. 
ae Closes fuel valve if fan slows up or stops. Flashes 
: danger signal if fan or fuel stops. Safeguards against 
tup, danger from gas fuel failure when used in connection 
with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 
of a DEWEY GAS FURNACE CO. ~~ 
ak REE 
: 100 E. Baltimore Detroit 2, Mich. CIRCULAR 
that 
» the 
ater, 
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‘ent, 
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oint 
the : 
lent . 
ut 
pa PREFERRED 
; INDUSTRIAL 
fea- 'S D f 8 
nd WU | Dratt-a-justor 
‘ ® Uniform Leverage . 
on- © Adjustable Weight [°° « Slves your customers 
@ Adjustable Arm 
ind + mee ae BETTER PERFORMANCE 
ers gives You BETTER PROFIT 
es on every natural draft job! 
1g ee 
f Because it’s statically balanced, 
Pah easy iv insiall, and adjust, Preferred’s 
6 Draft-A-Justor has helped hundreds 
in of contractors get a better and more 
he satisfactory job. Customer’s fuel bills 
lly can be cut 10 to 30%. Needs no 
rol adjustment after easy installation. 
on Can be mounted in any one of four 
r, positions illustrated . . . nothing to 
I get out of order. Thousands installed. 
‘ For complete details and available sizes, 
ie ; ; write today for Bulletin 800. 
jj) PREFERRED UTILITIES MFG. CORP. 
, ae 1860 BROADWAY - NEW YORK 23, N.Y. 
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CLEVELAND DRAFT CONTROL 
SYSTEMS 


LISTED 


. Here is what this means to you— When 


you specify, install or use CLEVELAND (patented) 
Sequence Draft Control Systems, you can now 
have the assurance that both the control and oper- 
ating units have been tested and listed by Under- 
writers’ Laboratories, Inc., for the following: 


LY SAFETY —Interlocks with combustion safety 
controls for safe, dependable operation of control 
system with the resulting safety of boiler operation. 


neering, with proper materials and construction. 


rp) DESIGN—Correct mechanical and electrical engi- 


ACCURACY OF PERFORMANCE — Sensitivity of 


instruments to variations in overfire draft and 
correct electrical and mechanical linkage to 
provide accurate automatic control within strict 
tolerance limits. 


g DEPENDABILITY OF OPERATION— Proven by 


extreme tests to provide adequate safety factors 
for all conditions. 


Y ENDURANCE-—Separate components passed rigid 


endurance tests. Complete system performs 
accurately after 100,000 operations. 







Model DCR-CL 
Draft Control and 
CLEVELAND “Lectricarm” Drive Unit 


fe» 


DAMPER CONTROL 


CLEVELAND 


LECTRICARM 


Only bl EVELAND TAMPER CONTRUL fas the 
ADIUSTABLE START FEATURE for induced draft systems 


Write for complete information 


The CFE line includes damper controls, steam 
controls, electronic smoke detector control units, 
draft, air pressure and flue temperature gages. 


a a 


eat 


1111 BROOKPARK RD. e CLEVELAND, OHIO 
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ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 









SERIES "A" FOR 


e INDUSTRIAL 
BUILDINGS 


© BARRACKS 
REPAIR SHOPS 
HANGARS 
WAREHOUSES 
SCHOOLS 


RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 
Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 
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money on the job for its first year’s 
service because I credited the service 
department with $270 to take care of 
start-up, tune-up and first year break- 
downs, periodic tune-ups, and inspec- 
tions. For 70 installations of the type 
I describe, I have a fund of $18,900 
for first-year service including start- 
ups and tune-ups. That puts things on 
a profitable basis from the start. As the 
result of selling an outstandingly good 
oilburner and installing it exception- 
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ally well, I can keep my service work 
on a profitable basis for the years fol- 
lowing the first year. For fear of my 
competitors’ recognizing my figures, 
I'm not going to give you my exact 
charges for providing labor on one 
basis, or labor and all ordinary oil- 
burner parts on the second basis, for 
yearly service after the first year. The 
basis is different for different jobs, any- 
how, depending on their size and the 
details of their equipment. But for 
labor alone, the yearly charge for a 
25 gph burner using No. 6 fueloil 
should not be below $80. On the sec- 
ond basis that includes all ordinarily- 
needed oilburner parts, the yearly 
charge should not be below $150 for 
a 25 gph burner in excellent condition. 
No cleaning of the boiler flues is in- 
cluded in these charges, of course. 
“If you think I’m kidding myself, 
bear this in mind: I’m happy to do 
oilburner service work on commercial- 
industrial burners. I aim to be, and I 


” 


am. 


\ 
“ 


Q. You say use a CO, tester and 
a smoke checking instrument to find 
out if changing the amount No. 6 fuel- 
oil is heated leads to improved com- 
bustion. I see the general idea, but 
kindly go into detail so I make certain 
to get the whole idea. 
L. O. F., Buffalo, N. Y. 


A. After the burner using No. 6 
fueloil has been running long enough 
to heat the firebox thoroughly—and 
for excellent testing you have to run 
some burners continuously for as long 
as two hours—adjust it to produce 
the best combustion possible for the 
job. Keep it at the same gph rate 
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TAKE THE GUESSWOR* 
OUT OF DRAFT! 


GIVE YOUR OIL BURNER INSTALLAT!ON 
A BREAK, with UNIFORM draft under 


all conditions 


HE WHITTY ID Series of Induced 

Draft Fans have been scientifically 
yet simply designed to suit any stee! or 
cast-iron boiler application. 
No guess work—no complicated engi- 
neering. Just select the fan correspond- 
ing to the boiler being fired. Fan 
performance and design have been inte- 
grated in advance with the character- 
istics of the boiler, oil-burner, and load. 
Ordering a WHITTY INDUCED 
DRAFT FAN is easy. For open terri- 
tories, prices, phone or write for 
Bulletin 8406. 


The WHITTY CO., Inc. 


86 Western Ave. Boston, Mass. 
St 2-4711 








throughout these tests. Make tests of 


smoke and COs. 

Suppose on a good job your read- 
ings are #5 smoke and 1244% CO; 
Increase or decrease the temperature 
of the fueloil going to the cup of a 
rotary burner, then test again for 
smoke and COs. Obviously the com- 
bustion is better if with the same 
smoke reading you obtain a_ higher 
CO, reading, or if with the same 
COz, reading you get a lower smoke 
reading. 
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features. 


2010-18 S. Halsted St., 
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No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn Ne. 5 heavy fuel oil. Self- 
contained, all electric. 
bricating. Many new exclusive 
Write for full details. 


GOOD TERRITORIES OPEN 


C. L. RAYFIELD CO. 


Chicago 8, Ill. 


Self-lu- graphs, 











NOW OFF THE PRESS 
“Commercial & Industrial 


Oilburning Book’’ 


It contains a series of articles that have appeared 
in FUELOIL & OIL HEAT magazine, including 
twelve features by Kalman Steiner. 
book 814 x 11 is profusely illustrated with photo- 
charts, and diagrams. 
We prepay mailing and postage. 
mittance with order. 


FUELOIL & OIL HEAT 
2 West 45th St. 





This 80 page 


Price only $2.00. 
Please mail re- 


NEW YORK CITY 
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Heavy oil Equipment 
to be emphasized at Phila. 


/, EETING AT DETROIT September 
N ~ 28 the Commercial-Industrial 
Con mittee of OHI voted to request the 
Insitute to provide a special area in 
the Philadelphia Oilheating Exposition 
wherein the heavy oilburning equip- 
ment could be featured. On the follow- 
ing day the Executive Committee of 
the Institute granted the request. The 
manufacturers of large burners had 
felt that in previous oilheating exposi- 
tions the impact of their presentations 
was weakened by being mixed in with 
domestic equipment, Now they are to 
have two prominent aisles for commer- 
cial and industrial equipment only, 
with the result that the manufacturers 
expect to take a considerably more ac- 
tive interest in the whole exposition. 

The Detroit meeting was attended 
by thirty manufacturers of heavy oil- 
burners and accessories under Chair- 
man Russell Westover, who is Presi- 
dent of Ray Oil Burner Company, San 
Francisco, California. 


Exposition starts May 16 


The exposition is to be held at Phila- 
delphia’s Commercial Museum start- 
ing Sunday, May 16, and ending May 
20. The heavy oil group will also have 
a special program and reception on 
Monday, May 17. This is to be ar- 
ranged for industry engineers and es- 
secially for architects and consulting 
ngineers who can be brought in to 
earn more about the new things being 
lone in this field. After some papers 
and discussion of commercial-indus- 


Peg a | 


Oo 


trial oilburning improvements, the 
guests will be entertained by the com- 
mittee at ‘a cocktail party. Westover 
pointed a three man committee to 
‘range all details of that day; Milton 
Vay, Verne Resek and William Bohn. 
Frank Sinning of Allied Oil, Cleve- 
ind, the Chairman of the Education 
ommittee, announced that the com- 
vercial-industrial training course was 
bout completed. He then described 
he outline of a three-day symposium 
n heavy oilburning that was being 
lanned to be held next Spring at Fenn 
College and also at Lehigh University. 


After quite a lengthy discussion the 
committee voted to table this whole ac- 
tivity primarily because it cut across 
the lines of some of the leading com- 
panies’ sales policies, This project will 
quite possibly be revived at the annual 
meeting in the spring but before this 
can be done it would be necessary to 
develop a clear understanding on what 


COMMERCIAL & . 
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type of training is to be offered to what 
type of audience. 

Verne Resek, of Cleaver-Brooks, 
next reported on the group’s activities 
with Underwriters’ Laboratories. This 
committee had met with Underwriters’ 
representatives first for two days at 
Cleveland and then more recently at 
Chicago with some 25 industry mem- 
bers in attendance. The heavy oil 
manufacturers had tried quite vigor- 
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AND 
INSTALLATION 
IS EASY— i. 


The tank assembly for the gauge can be in- 
stalled when the tank is empty or when contain- 
ing liquid. It can also be installed separately 
to complete the tank work. The gauge can be 
connected any time later. Just tighten one simple 


connection and the job is complete. 


WRITE TODAY FOR BULLETIN PD 


No need for cumbersome, time 
consuming stick measurement. 
Here’s the convenient—and accu- 
rate—way to read tank contents. 
The PETROMETER gauge can be 
installed on tanks above or be- 
low the ground, and at any dis- 
tance away—up to 4 of a mile. 
Set it where you want it. 


PETROMETER 


Remote Reading TANK GAUGES 


LOOK AT THESE ADDED FEATURES: 


Large, easy-to-read vertical scale gives tank 
contents at a glance. The bright red liquid column 
on the scale just can't be missed. A red, trans- 
parent plastic strip warns when to reorder. 

Frictionless operation. No troublesome moving 
parts to cause repeated failures. Operates on the 
sound principle of the U-tube. Simple, depend- 
able, rugged. 








FOR TANKS 20 INCHES 
TO 50 FEET DEEP. 


2 


LIQUIDEPTH INDICATORS, INC, 43-22 Tenth Street, Long Island City 1, N.Y. 
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ously to get a separate code from the 
domestic burner people. In the windup 
Underwriters’ refused to do this for 
the reason that the industry has too 
many manufacturers that would be 
border line cases and they believed 
that there would be a lot of confusion 
over this. 

Resek then explained how Under- 
writers’ Laboratory wants to use two 
kinds of labels on commercial and in- 
dustrial burners. One would be for 
burners that are listed complete with 
The other would be for 


controls. 


burners without controls but to be in- 
stalled where a man is constantly on 
duty. The committee voted unani- 
mously to urge that the old system be 
retained rather than this proposed 
two-label plan, Under the old system 
the equipment was periodically in- 
spected in the factories under the so- 
called ‘“‘reexamination service.” Then 
insurance inspectors could be de- 
pended on to police field compliance. 

Milton Way, a New York dealer, 
asked the committee for help in get- 
ting the New York City tank ordi- 
















FIROMATIC 
FUEL OIL FILTER 


The Firomatic Filter has greater capacity to pro- 
vide more filtering area. Bottom Drain Plug per- 
mits easy drainage of sludge without removing 
filter from line. 
with coated steel, louvred cartridge container. 


Made in two sizes. Supplied 


FIROMATIC FUSIBLE AND NON-FUSIBLE VALVES 
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Illustrated are Globe and Angle 
Valves—two of more than 80 differ- 
ent types available in a line that 
includes Globe, Check, Lever, Anti- 
hum, Tank and Range Burner Valves. 
All Firomatic Fusible and Non-Fusi- , 
ble Valves can be operated man- 
ually and are provided with self- 
adjusting stuffing box and back seat 
feature which prevent leaks at the 
valve stem. 


You Can Pay More, But You Can't Buy Better! 


SEND FOR NEW CATALO 


sep 












nance modified. He pointed out that 
the requirement of enclosing an indoor 
tank in a concrete vault with eight inch 
walls was particularly burdensome. 

The committee is working with Un. 
derwriters’ Laboratories to take this 
matter up with them to see if they 
would lend their support in the direc: 
tion of the National Board of Fire Un. 
derwriters to try for some modifica ‘ion, 

One member of the committee shen 
mentioned that it would be a good idea 
if dealers and engineers handling 
heavy oilburning equipment through. 
out the nation were informed of the 
activities of this commercial-industrial 
committee and invited to bring prob- 
lems to the committee when they were 
of general industry interest. This can 
be done by writing to Dave Bottrill, 
Technical Secretary, Oil Heat Insti- 
tute of America, 500 Fifth Avenue, 
New York. 

The next point for discussion was 
the activities of the Canadian Stand- 
ards Association. Charles Lang, of 
Sundstrand Engineering, who heads 
the Institute’s committee on laboratory 
standards reported in a meeting that 
his group had held with some of the 
CSMA the previous day. It seems that 
the Canadian people were unwilling 
to adapt their regulations to conform 
to those of Underwriters’ Laboratories. 
The result is that manufacturers desir- 
ing to sell in Canada must try and 
design their equipment to accommo 
date both codes. There will be con- 
siderably more liaison between the 
OHI and Canadian Standards. 

Westover asked the manufacturers 
present and also those not present to 
send him suggestions on the topics they 
would like discussed at the next meet’ 
ing of the commercial-industrial com- 
mittee which will be held in Chicago 
on either January 20 or 21, with the 
specific date to be determined after 
hotel arrangements are made. 

oe 

William J. Thurston has been «p- 
pointed by The Delavan Mfg. C»., 
West Des Moines, Ia., as factory sales 
engineer in New York State, New 
Jersey, eastern Pennsylvania, Mary 
land and Delaware. For six years, 
Thurston was associated with Thurs 
ton, Inc., New York, sales engineers 
for heating equipment. 
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Mueller Climatrol 


TYPES 116-216 WINTER AIR CONDITIONERS 
90,000 - 110,000 - 130,000 and 150,000 Btu input 








from the 


LEADEp 





Another big important reason 
why Mueller Climatrol is the BIG NAME in heating 


Whe Mueller Climatrol Type 116-216 is designed 
to please your customers, help ease your installa- 
tion job. It’s pre-wired and pre-assembled, cuts your 
labor time, increases your profits. Because it’s shipped 
in two sections, it goes down narrow, winding base- 
ment stairways without trouble. 
The Type 116-216 is compact; is available in four 
sizes—90,000, 110,000, 130,000 and 150,000 Btu input. 
Another thing! The Type 116-216 has famous 
Mueller Climatrol Designed Convertibility. Install 
the unit with the oil now — convert to gas later and 
get the same top efficiency. 
Go over this top-notch heating plant. Look for the 
many superior built-in features. Heavy-gauge, welded- 











steel heat exchanger; free-floating radiator, connected 
to drum at back only — and large blower — for quiet 
operation. The Type 116-216 is easy to sell because 
it’s the best home-heating plant manufactured today! 


Write today for descriptive literature to Mueller 
Climatrol, 2050M West Oklahoma Avenue, Milwaukee 


15, Wisconsin. 
D-156 


Mueller Climatrol 
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Esso deep water Terminal 
dedicated at New Haven 


ON OCTOBER 15 Esso Standard Oil Co. 
dedicated a 63-million-gallon deep- 
water storage terminal at New Haven, 
Conn. Occupying 33 acres adjacent 
to New Haven Harbor, the terminal 
consists of 17 storage tanks, of which 
four are the largest ever constructed 
in this country, a 15,000 sq, ft. ware- 
house, 8-truck loading rack, dock 


facilities and 10 product pipelines 
capable of moving 840,000 gallons an 
hour. The installation, which includes 
also an office building and garages, 
represents the largest single concentra- 
tion of home heating oil in the area. 
Stanley C. Hope, president of Esso, 
and Charles N. Mitchell, Connecticut 
district manager, headed a group of 
company officials who participated. 
The New Haven terminal, which 
will serve the immediate vicinity and 





Loading four or more com- 
partments simultaneously 
with Spring-Matic Model 
450-A, without re- 
spotting transports. 


The Oilco Spring-Matic 
erforms to perfection 
‘or petroleum marketers 

everywhere—and enjoys 

world-wide acceptance. 


This dependable loader represents the peak 
effort of 25 years of collaboration with the 
foremost engineers in the petroleum indus- 


MODEL No. 460 
SIZE: 3'* AND 4" 


try. Based on hydraulic and cam principles, 
it is flexible, yet sturdy, and is so perfectly 


balanced the assembly returns to semi-vertical 

position at the touch of a finger. It has other 
unsurpassed assets insuring ease of handling, 
economy, trouble-free operation and complete 
satisfaction. Write now for detailed description. 


OIL EQUIPMENT MANUFACTURING CO. 


ih, ote) ite) 7.5 18) 


3100 VERMONT AVE., LOUISVILLE 11, KY. 
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other points in Connecticut and west- 
ern Massachusetts, will have more ¢an 
35 million gallons of its total storage 
capacity devoted to the accumuls:ion 
of heating oil stocks. Gasolines, li >ri- 
cants and solvents will occupy the 
balance of terminal capacity, © ith 
total storage intended eventually + be 
increased to 88 million gallon: of 
products. 

Pipelines join the terminal, set !\ ck 
1,400 ft. from the shoreline, wit a 
loading dock 950 ft. in the harvor, 
Dock and all waterfront facilities can 
accommodate the largest ocean-going 
tankers. 

The New Haven terminal is pari of 
more than $23 million the company 
has spent or appropriated for facilities 
throughout New England. The day 
before Esso dedicated a 24,000 B/D 
fluid catalytic cracking unit as part of 
the expansion and modernization of its 
Everett, Mass., refinery, the first com- 
plete oil refinery in New England. 
Another million-barrel, pipeline term- 
inal is nearing completion at Waltham, 


Mass. 


o, 
“9° 


NPC Committee studies 
oil and gas Organization 


APPOINTMENT of a 20-man committee 
on Government Oil and Gas Organ- 
ization has been announced by Chair- 
man Walter S. Hallanan of the Na- 
tional Petroleum Council. The com- 
mittee was appointed in answer to a 
request from PAD that the Council 
study the organization and functions 
of a normal peacetime organization 
dealing with petroleum and gas activi 
ties in the event the PAD is liquidated. 

The Acting Deputy Administrator 
has stated that it appears as if PAD may 
not be needed after June 30, 1954 and 
that, after its emergency defense re- 
sponsibilities are completed, its long’ 
range functions which still remain 
could be administered by a normal 
peacetime organization, such as the Oil 
and Gas Division. Before PAD was s°t 
up the Oil and Gas Division was t 
petroleum agency within the Dept. 0 
Interior, dealing with the industry bot) 
directly and through the NPC, as we | 
as with the War and Navy Depa: 
ments and later with the Departme: 
of Defense. 
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TODAY ’S fuel oil service 


requires 


ODERN handling methods 


Centrifugal Motorpump. Sizes: to 
50 hp. Capacities: 5 to 1800 gpm. 
Heads: up to 650 feet. 


Self Priming Motorpump. Sizes: to 
20 hp. Capacities: up to 500 gpm. 
Heads: up to 185 feet. 


“pated fuel oil handling by gravity systems 
or inefficient pumping methods do not 
meet today’s demands. That’s why the trend 
today is towards the use of efficient centrif- 
ugal pumps — I-R Motorpumps. 


MORE PAYLOADS...Motorpumps pump faster 


— reduce driver waiting time. 


HIGHER EFFICIENCY...These efficient Motor- 
pump units are able to pump more with less 
power consumption. 


LOWER MAINTENANCE COSTS...The advanced 


design of Motorpumps reduces wear on vital 
pump parts...gives you maximum years of 
trouble-free service. Install them and you can 
practically forget them! 


IMMEDIATE DELIVERY...Call the nearest I-R 


distributor or branch office. If you want more 
details, they will be furnished promptly. 
Write today! 


977-9 


MOTORRPUMP 


for FUEL OIL service 


Ingersoll-Rand | 


11 Broadway, New York 4, N. Y. 
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Also, a re-established Oil and Gas 
Division presumably would take over 
the present relationship of the PAD 
with the NPC and, if desired by the 
Department of Defense, could appoint 
a Military Petroleum Advisory Board 
on the same general basis under which 
that organization functioned in 1947- 
50. 

The committee, under the chairman- 
ship of B. Brewster Jennings, Socony- 
Vacuum Oil Co., includes among its 
members: Max W. Ball, Washington; 
Bruce K. Brown, Pan-Am Southern 


Corp.; H. S. M. Burns, Shell; Robert 
H. Colley, Atlantic; John Harper, 
Harper Oil Co.; Eugene Holman 
Standard (N. J.); W. Alton Jones, 
Cities Service; P. C, Spencer, Sinclair; 
Robert E. Wilson, Standard (Ind.). 


Nonfarm dwelling Starts 
drop slightly in August 


AUGUST marked a decline in housing 
starts, according to preliminary esti- 
mates of the U. S. Labor Department's 
of Labor Statistics. The 


Bureau 





INSIDE story on 


trouble-free 


A aitidat: 
danglon we OIL FILTERS 






CARTRIDGE 

a ‘REPLACED BY 
m LOOSENING A 
H SINGLE BOLT 
& 

s 


Poorer ™ 


OIL SUBJECTED 
TO MANY 
SUCCESSIVE 
FILTRATIONS TO 
REMOVE EVERY TRACE 
OF SOLID AND 
GUM-FORMING 
IMPURITIES 


Made in two models: $-252 and $-254 


DE-CAST 
| ALUMINUM CASE 
CANNOT RUST 

OR CORRODE 





% 


Se nepa ua. uy 


COLLECTS WATER, SLUDGE, 
AND OTHER IMPURITIES 
—GREATER CARTRIDGE 


f 
! 
' LARGE SUMP 
l 
. LIFE BETWEEN CHANGES 


EDDINGTON METAL SPECIALTY CO. 





EDDINGTON, PENNSYLVANIA 


FILTERS * NOZZLES * VALVES ° STABILIZERS 
AIR CONES ° STRAINERS ° INSPECTION MIRRORS 


ADAPTORS * SERVICEMEN’S 


NOZZLE KIT 
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August estimate of 94,000 new perma- 
nent nonfarm dwelling units started 
was only 2,000 less than in July; total 
housing starts thus far in 1953 
amounted to 769,800 units, about the 
same as in the first eight month: of 
1952. 

Privatelyowned housing volume 
declined about 3% from July torals 
to 93,000 in August and was «t a 
seasonally adjusted annual rate of 
970,000 units in August, 998,000 in 
July. For the first eight months this 
year, privately-owned nonfarm hous- 
ing starts totalled 740,100, gain of 
about 20,000 units from 1952. 

Private housebuilding activity 
showed moderate increases during 
August in the Mountain, West North 
Central and East South Central re- 
gions. In the East North Central and 
South Atlantic regions, activity was 
about the same as in July and some- 
what lower in the other geographic 
regions. 

For the first eight months, private 
housebuilding activity in permit: 
issuing places was about the same in 
the East this year as last, while 1953 
activity was higher in the western and 
Great Lakes States and declined 
moderately elsewhere. 


}, 
“° 


Massachusetts orders new 
petroleum trucking Rates 


AN ORDER establishing new minimum 
rates for intrastate transportation of 
petroleum and petroleum products in 
Massachusetts has been issued by the 
State Dept. of Public Utilities. The 


. schedule went into effect on Novem’ 


ber 1. 

All motor contract and common 
carriers whose present tariffs contain 
rates for the transportation of liquid 
petroleum in bulk, petroleum products 
or coal tar products have been directed 
to file tariffs by December 1 in con- 
formity with the new minimum rate 
schedule. Paul M. Fitzsimmons, the 
department’s rate engineer, said the 
order puts the new rates in effect at 
the start of the oilheating season and 
culminates years of study in an effort 
to stabilize rates. 

The new rates are based on the 194 
costs of operation adjusted to reflect 
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Aus the real business 69 foes isU- s. Oil Burner is HTCH ... ae y 
the High Temperature Combustion: MP +.yone of the many reasons why i J 
U. S. dealers’ sales are boom With the highest efficiency ever engineerea 
into a burner . . . precision= -qaaniifacture . .. convenient service features 
. plus up to 36% fuel savings provided by HTCH and Vernier-Flame 
— ... Delayed Oil Valve... Instantaneous Fuel Cut Off... 
it’s no wonder U. S. Oil Burners have been established as overwhelming 
favorites wherever they are sold. There’s a complete line of quality-made 
U. S. Oil Burners—ranging in capacities from 0.50 to 20.00 
G.P.H.—for homes, apartments, garages and many other commercial 
installations. For faster, easier sales and nice profits—install U. S. Oil Burners. 


CONTACT YOUR HEATING WHOLESALER OR WRITE US FOR THE FACTS TODAY. 
BECAUSE 


THEY EXCEL 
§. BURNER DIVISION tHe cartin COMPANY WETHERSFIELD, CONNECTICUT 








Model 600 S-4 Model! 800 - df Mode! 2000 S-5 Model 1200 Model 2000 
3.00 to 6.00 G.P.H 4.00 to 8.00 G.P.H. 7.00 to 12.00 G.P.H 6.00 to 12.00 G.P.H. | 10.00 to 20.00 G.P.H. 
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an additional 14%, representing 1953 
costs of operation. The old rates were 
set up on a point to point basis, with- 
out too much attention being paid to 
costs. New rates are established on the 
length of haul on the basis of cost of 
operation, Fitzsimmons explained. 

A petition calling for establishment 
of the minimum rates was filed with 
the department by petroleum carriers, 
who alleged that the tank industry in 
Massachusetts “is in a chaotic condi- 
tion” because of the constantly fluc- 
tuating rate levels. 


ICHAM reports six months’ 
sales of pot space Heaters 


A STATISTICAL STUDY, issued by the 
Institute of Cooking and Heating 
Appliance Manufacturers, Washing- 
ton 8, D. C., analyzes the distribution 
of vaporizing pot-type oilburning 
space heaters by states and reports 
sales to retail dealers during the first 
six months of 1953, 

During that period a total of 108,- 
769 pot-type space heaters were sold 
to retail outlets, the largest number 





Ho Lite 


oil wall furnaces 
break sales records! 


H. C. Little No, 85 
Dual Wall Furnace for 
installation with 

brick chimney or patent 
flue. 65,000 BTU/hr. 
output. (Model No. 

60, with 40,000 
BTU/hr. output, also 
available). 


——_—__> 


Living room side of 
furnace (below) has 
large vertical radiant 
panel, plus 
return-air-intake and 
warm-air-output grilles. 
Back of unit (see 

hall view, right) also 
has intake and 

output grilles. 





DISTRIBUTORS IN 18 
PRINCIPAL CITIES — 
WAREHOUSE STOCKS IN 
KEY DISTRIBUTING AREAS 


f= TUT al) oe Otol anal or: tah sm palom 


You ought to find out what 
they can do to boost sales for 
YOU! From New York to Seattle 
they’re breaking all sales rec- 
ords—the “hottest” furnace on 


the market today! 


COMPACT DESIGN — 

COMPLETE FACTORY ASSEMBLY— 
EASY INSTALLATION — 

NO HEAT DUCTS NEEDED — 

SILENT BURNER—No moving parts— 
100% AUTOMATIC OPERATION — 





Protected dealer franchises 
available. Write Dept. F-I1 


LC: hell 


Burner Co 
Inc 


Head Office: 
San Rafael, 
California 





being shipped into North Carc'ina 
where 15,890 units were recor:ed. 

On a broader sample which :n- 
cluded sales to wholesalers as we!) as 
retailers, the Institute reports a t ‘al 
of 4,638,917 pot-type space heaiers 
shipped from January 1, 1946 throuch 
June 30, 1953. Of these, Illinois |. 
with 383,092 such units having | 
sent into the state during the 
seven-and-a-half years. Michigan 
North Carolina also show up we! 
the totals. 

The table contains the Institut 
tabulation of pot-type space heate 
for both periods. 


Vaporizing Pot-Type Oil Burning 
Space Heaters 


*First Six **1/1/46 
Months Through 
1953 6/30/53 


Alabama 114 50,343 
Arizona 100 9,129 
Arkansas 191 32,678 
California 36 77,812 
Colorado 121 43,230 
Connecticut 661 31,599 
Delaware a2 18,930 
Dist. of Columbia 560 28,486 
Florida 7,088 142,109 
Georgia 3,259 102,684 
Idaho 893 32,034 
Illinois 5,618 383,092 
Indiana 6,482 231,626 
Iowa 3,694 200,034 
Kansas 257 52,486 
Kentucky 1,560 64,186 
Louisiana 1 14,133 
Maine 496 34,494 
Maryland 1,882 94,478 
Massachusetts 321 52,843 
Michigan 8,650 515,393 
Minnesota 3,267 216,906 
Mississippi 5 20,196 
Missouri 5,419 225,988 
Montana 279 29,478 
Nebraska 1,143 79,957 
Nevada 60 10,053 
New Hampshire 197 15,832 
New Jersey 235 56,407 
New Mexico — 11,588 
New York 3,365 192,939 
North Carolina 15,890 305,381 
North Dakota 1,161 47,106 
Ohio 5 224 208,778 
Oklahoma — 21576 
Oregon 171 108,692 
Pennsylvania 4,099 135,645 
Rhode Island 132 18,655 
South Carolina 6,049 119,075 
South Dakota 1,358 peep. 
Tennessee 1,269 124,431 
Texas — 56,774 
Utah 108 22,221 
Vermont 478 18,533 
Virginia 8,634 180,439 
Washington 2,641 151,64 
West Virginia 136 16,97! 
Wisconsin 3.528 166,00° 
Wyoming 12 10,279 





Total 108,769 4,638,917 


*Data for first six months 1953 cove 
sales to retail dealers -only. 

**Based on a varying sample which ir 
cludes sales to wholesalers as well as reta 
dealers. 
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FOR WARM-AIR SYSTEMS, this control 
can be mounted on gravity or pipeless fur- 
maces, Kasy-to-read dial (A) makes settings 
simple. Guard (B) protects bimetallic helix 
from damage. Opening (C) takes standard 
or BX fittings. (D) Switchette. 


FOR HOT WATER SYSTEMS, this new G-E im- 


mersion temperature control operates on any do- 
mestic gravity or forced hot water pipe. Indicating 
dial (A) shows through window in cover. Setting 
screw (B) protrudes for simple adjustment. Helix 
arm (C) actuates switch. (D) Switchette. 


FOR STEAM SYSTEMS, this new G-E 
steam pressure control can be mounted 
on top of regular-style boiler or com- 
pletely enclosed in new-type. Terminal 
screws (A) and mounting screws 
on switchette are easily accessible. 


EASY TO SERVICE! 


eat interchangeable with other makes 


@®) oll BURNER CONTROLS 


The Appliance Control Department of General Electric is devoted 
_ exclusively to developing and producing a complete line of 
controls for appliance and oil-heating manufacturers. 








Dinner for Employees marks 
Valley Oil’s fortieth year 


TRIBUTE to the progress and growth 
of Valley Oil Company, of Middle- 
town, Conn., was paid October 6 by 
John J. Leu, of New York, vice presi- 
dent of the American Oil Company, 
principal speaker at a 40th anniversary 
dinner for 250 employees, dealers, 
community leaders and friends of the 
Connecticut company. He traced the 
history and growth of the Valley Oil 
Company since it was founded in 1913 
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PROFIT-MAKER! 


Beth-Pak is the answer for a compact, low-priced automatic 


low price. You, in turn, will make a substantial profit! And, 
best of all, the Beth-Pak is quality made throughout to give 
your customers more for their money in fuel economy, com- 
pactness, comfort and convenience! 


Wire or write today for full facts about the Bethlehem Beth-Pak Franchise. 

Beth-Pak is made by the manufac- 

BETHLEHEM FOUNDRY & MACHINE CO. turers of the famous Bethlehem 
BETHLEHEM, PA., U.S.A. Dynatherm and Crusade-a-therm 


package units. 












heating plant that will assure you profitable installations. | 
What's more, builders of small homes will be interested in its | 


| 
| 
| 
| 
| 
| 
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| 





Mrs. William F. Briggs, wife of the 
president of Valley Uil Co., Mic le 
town, Conn., cuts a birthday cake at 
the company’s 40th anniversary din 
ner, Looking on are (left to right): 
John L., Leu, vice-president, American 
Oil Co.; George H, Stetson, Vulley 


Oil’s general manager, and Briggs. 


by the late James H, Porteous, who 
used a horse drawn wagon to deliver 
kerosene. Leu said that Valley Oil 
Company’s progress had been particu- 
larly rapid in the past 10 years under 
the management of William F. Briggs, 
president, and George H. Stetson, gen- 
eral manager. He told how in 10 years 
dollar sales had quadrupled; fueloil 
customers increased from 1,200 to 
4,000; and the number of employees 
increased from 35 to 70. 

“The progress story of the petro 
leum industry can best be told by the 
progress of a large number of compa: 
nies like the Valley Oil Company,” 
Leu said. “We all should remember 
that it is our free, competitive system 
of privately-owned and operated com. 
panies that makes such progress posst- 
ble. We all should remember that in 
America it is possible for a man like 
James H. Porteous to start a business 
with his own hands and ingenuity and 
see it grow toa company widely known 
and respected because of the service 
the company renders to the public.” 

A feature of the dinner was the 
retirement of Sebastian Popalardo. of 
Middletown, after 32 years’ ser: ce 
with Valley Oil. He received an 
graved silver pitcher, a gold watch aod 
other gifts. Other service awards w: 1t 
to Claud Blenus, of Portland, Co: 
for 30 years’ service and to Clare: -c 
Jacobs and George Kingsley, both tf 
Middletown, for 25 years’ service. 
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General Controls’ K-28 magnetic stop valve allows the 
oil-burner motor to reach full operating speed before 
admitting fuel to the nozzle. With air and fuel pressure at 
full volume the valve opens, reducing smoky starts and 
eliminating carbon deposit on electrodes or nozzle. 
Positive plunger action closes the K-28 valve instantly when 
motor circuit is broken, thus preventing oil dribble. 
Operating in any position, compact, and economical, 
General Controls’ K-28 Time Delay Oil Valve is the ideal 
automatic control for domestic oil-burner applications. Keep 
one of these colorful display cartons on your counter for 
extra profit when servicing oil heating equipment this fall. 


GENERAL CONTROLS 


Glendale, California @ Skokie, Illinois 


Manufacturers of Automatic Pressure, Temperature, Level 
and Flow Controls for Heating, Home Appliances, Refrig- 
eration, Industrial and Aircraft Applications. 


FACTORY BRANCHES IN 34 PRINCIPAL CITIES 
See your classified telephone directory. 
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Industry Grouys 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor by the 18th. 


NYOHA sponsors Conference 

on New York gas Competition 
AN OILHEATING industry conference 
was called on October 14 by the New 
York Oil Heating Association, New 


York 18, N. Y. Held at the Hotel 
Granada in Brooklyn, the conference 
was participated in by members of all 
the oilheating groups in the five bor- 
oughs of New York, Called specifically 
to outline for the dealers the facts 


about competition from gasheating in 
the area, the conference presented a 
series of speakers who considered the 
various phases of such competition and 
outlined methods of combatting it. 
The over-all decision arrived at con- 
cluded that a co-ordinated and con- 
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The Weatherall complete line 
of quality heating equipment— 
precision machined — carefully 
assembled—thoroughly factory 
tested — assures you of extra 
dividend profits with: 


© Decreased service expense 

© Increased sales profits 

@ Valuable engineering service 
@ Invaluable business relations 
© Definite 5 yr. factory guarantee 
© Exclusive franchise 

@ Numerous models 

© Dependable supply 

®@ Satisfied customers guaranteed 


CONVERSION BURNERS—HIGH AND LOW PRESSURE .5 g.p.h. to 35 g.p.h. 
STEAM AND HOT WATER BOILERS—UP TO 3600 feet. 
SUSPENDED, LO-BOY, HI-BOY FURNACES—80,000 B.T.U. to 5,000,000 B.T.U. 





Call or wire collect or write for complete information 
for a Weatherall EXCLUSIVE Franchise. 


Weatherall Engineer, IJuc. 


387 CHARLES ST. 
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PROVIDENCE, RHODE ISLAND 























tinuing campaign to advertise anc »>ro- 
mote oilheating was required and ‘hat 
it could be conducted best by the om. 
bined efforts of the dealer group. As 
a result Edward G. Miller, pres’ ent 
of NYOHA who conducted the > -et- 
ing, asked the following organiza: ns 
to name one of their members to - -ve 
on a committee which would © ork 
with NYOHA in co-ordinating a oro 
gram: Bronx Fuel Oil Board of T...de 
Gotham Retail Fuel Oil Dealers / sso- 
ciation, Licensed Oil Burner Inst» ‘ers 
of Queens, New York Oil He. ‘ing 
Association and the National As. \cia- 
tion of Oil Heating Service Mania ers, 

Philip H. Schepp, executive socre- 
tary of NYOHA, reports also that oil- 
heating dealers in Nassau and Su ‘folk 
Counties will be represented, the for- 
mer as members of a group afhliated 
as a division of NYOHA and the latter 
participating informally. 





Speakers and Topics 


Speakers at the conference included 
Fred S. Burroughs, national secretary 
of the Distribution Div., Oil-Heat In- 
stitute of America; John Sibarium and 
I. M. Nelson of Boston Machine 
Works; Kirk B. Shivell, Shivell-Hall 
Advertising Agency; Hollis Albert, 
Operators Heat, Baltimore. He out- 
lined the similar situation faced by 
Baltimore dealers when natural gas 
entered the market and gave details of 
steps the oilheating dealers took to re- 
tain and build their businesses. He 
sounded the theme of the meeting 
when he explained that oilheating pro- 
motion has to be done and done well 
and that it is impossible to undertake 
any such program unless the dealers 
involved expect to spend money for it. 

Sibarium highlighted the way nat- 
ural gas has progressed in other mar- 
kets and Nelson related the importance 
of improving existing oilheating in 
stallations and making every one even 
tually as efficient as possible. He cut’ 
lined the theme of a promotion com 
paign for oil heat that would emp 1a 
size oil as a safe, clean and autom: tic 
fuel which is as cheap as gas, «1d 
cheaper when installed properly. 

Shivell in his talk reviewed the bri 1d 
outline of sa comprehensive, consti 
tive and continuing campaign to Il 
oilheating. 
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“Yes, my 


skin-heat-in-seconds’ 
always gets you on the 
job in a hurry and 


ed 


saves fuel! 


ines a prize winner at 
heating up faster... 
thanks to J-M 
Insulating Fire 


Brick!” 





J-M Insulating Fire Brick build fireboxes 
easier, faster—and save up to 10% on fuel 





éuilding an oil burner firebox quickly and 
isily with J-M Insulating Fire Brick. Labora- 
ory tests prove that these brick lower fuel con- 
imption as much as 10%. That’s because they 
rovide ‘‘skin-heat-in-seconds.” Within sec- 
nds after the burner goes on, the entire inside 
itface of the firebox is white-hot. 


JOHNS-MANVILLE 


Here’s a sure way to transform any 
oil burner into a champion at heating 
up fast and saving fuel. Build its fire- 
box with J-M Insulating Fire Brick. 
They provide a skin-deep curtain of 
white-heat intensity within seconds 
after the burner goes on! 

They will make the burner cleaner 
and quieter, too. They not only retard 
soot, smoke and odor . . . but their 
lightweight cellular construction 
holds operating noise to a minimum. 

You’ll find J-M Insulating Fire 
Brick easy to install. They can be cut 
quickly with a hacksaw blade to build 
any shape or size firebox specified by 
the oil burner manufacturer. Recom- 
mended brick for domestic oil burner 
fireboxes are JM-20, JM-23, and 


JM-26. For industrial use . . 
and JM-3000. 

See your J-M Distributor for further 
information about these easy-to-use 
brick that heat up faster, save more 
fuel. Or write to Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


. JM-28 










For sealing against gas 
and air leaks, use J-M 
FIREITE* Asbestos Furnace 
Cement. For lining 
hearths of rotary burn- 
ers, use J-M STAND- 
ARD FIRECRETE*—a 
hydraulic setting re- 
fractory — ready for 
use in 24 hours. be 
*Reg. U.S. Pat. Off. ne tt 


Johns-Manville INSULATING FIRE BRICK 
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PRODUCTS 


For “Skin-Heat-in-Seconds” in Fireboxes 
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. . . « Industry Groups 
Oil Equipment Jobbers hold 


annual Meeting in Columbus 


MORE THAN 300 oil marketing equip- 
ment men attended the third annual 
meeting of the National Association 
of Oil Equipment Jobbers, held in 
Columbus, Ohio, Sept. 27-29, whose 
members are primarily engaged in the 
sale and service of bulk plant, service 
station, and tank truck equipment. 
Associate members are the manufac- 
turers of this equipment. The organ- 
ization was formed 2/2 years ago. 


W. E. Crowder, owner of the 
United Pump Service & Supply Co., 
Dallas, was elected new president of 
the association. He replaces John 
Quilter, Richmond, Va, Other ofh- 
cials elected: August Schramm, Renick 
& Mahoney, Inc., New York City, vice 
president; Eugene de Penaloza, Gen- 
eral Equipment Co., St. Louis, treas- 
Howard Upton, Tulsa, 


executive secretary. 


urer; and 


New directors are Alex Van Praag 


III, Van Praag Equip. & Mfg. Co., 





A POINT WITH 


SELL 









SINCLAIR 
PATENTED 


U.S. PATENT NO. 2,594,266 


ANTI-RUST 
FUEL OIL 


CONTAINS RD-TI9° 








...and it’s that difference that’s making sales 
soar for Sinclair jobbers. Sinclair Anti-Rust 
Fuel Oil contains the amazing rust-inhibitor 
RD-119®. It protects against rust-clogged 
filters and burner nozzles. It 
reduces service calls —builds 
good will and boosts profits for 


Sinclair jobbers. 


SINCLAIR FUEL OIL wits RD-119 
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Sinclair 
Anti-Rust Fuel Oil 


So Different 
It’s Patented 


, 


U.S. PATENT NO. 2,594,266 











Decatur, Ill.; H. E. Andersen, N. °/, 
Service Stat. Equip. Co., Minneapo ’s; 
and Paul M. Braswell, Braswell Eq: 5, 
Co., Wilson, N. C. 


Attracting primary interest at 
convention was a paper given 
Irving H. Passel, architect-engi 
with Esso Standard Oil Co., \ 
York City. Passel explained Esso’s 1 
“tight fill program,” a method of fill 
service station storage tanks wh’ h 
calls for a tight connection at the ‘ll 
box. 

Active members voted to amend 
the NAOEJ constitution to allow ad 
mission of firms outside the Unit 
States. The amendment was adopted 


— et Ou. 


the request of several Canadian «i 
equipment jobbers, They also voted to 
hold the 1955 convention of the asso- 
ciation in Kansas City. Chicago had 
previously been selected as the con 
vention site for 1954. 


President Crowder noted the strides 
made in NAOEJ’S cooperative catalog 
plan, whereby more than 70 oil equip- 
ment manufacturers have deposited 
full-page catalog plates with the asso- 
ciation’s official printer. Members who 
wish to publish catalogs simply send 
the printer a list of the lines they han- 
dle, and the catalogs are printed from 
the plates on deposit. The member 
jobbers pay only printing and bind 
ing costs. Composition and plating are 
paid for by the manufacturers. 


Morris County, N. J., service 
Managers organize Chapter 


AN ORGANIZATIONAL MEETING of The 
Morris County Oil Heating Service 
Managers Club was held, October 6, at 
the Dutton Hotel, Dover, N. J. The 
meeting was called by John Squeri of 
the Morris County Fuel Oil Associa 
tion and attended by John Sibarium, 
Boston Machine Works and Josep): 
Matachinskas, secretary, National A 

sociation of Oil Heating Service Ma: 

agers. 

The group elected Ralph G. Eagl: 
Hedden Co., Dover, as its chairma: 
and John J. Chestnut, Dixon Bros 
Boonton, N. J., as its secretary. 

In addition to Eagles and Chestnu' 


the club listed as its charter member 
the following service managers: Wi! 
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WHEN BUYING METERS 


s FASTER 


LOAD TRUCK 
SAVE ON POWER 





with ee 


MEY i No Nee 


ROTOCYCLE METERS 


Liquid sealed, no metal-to-metal contact, full anti- 

friction bearing protected—that’s the story of 
this better meter construction. And design-wise 
every moving part in the Rotocycle measuring 
chamber revolves in a ‘‘Flo-ward” direction 
like an electric motor, easily, quietly, smoothly 
with the least friction and wear. 

These superior mechanical advantages pay 
off in speedier metered deliveries, less resist- 
ance to line flow. You can load trucks faster, 
use smaller motors for pumping and save on 
power costs when you install Rockwell Roto- 

cycle meters. Auditing and accounting are 

positively simplified. 
Get full facts on these better meters now. 
Write for bulletin. 









an RELY ON ROCKWELL 


ROCKWELL MANUFACTURING CO. 


PITTSBURGH 8, PA. ATLANTA BOSTON CHICAGO 
HOUSTON KANSAS CITY LOS ANGELES NEW YORK 
PITTSBURGH SAN FRANCISCO SEATTLE TULSA 


eloil | 




























RLEDR-RLEE 


liam J. Grogan, Rutan Fuel Co., 
Dover; Charles Birdsall, White Mead- 
ow Petroleum, Inc., Rockaway, N. J.; 
Joseph G. Bowan, Dover Oil Co., 
Dover; Raymond Jacobsen, Hub Fur- 
nace Repair Co., Lake Hiawatha, 
N. J.; Joseph Mola, Domestic Fuel 
Service, Mountain Lakes, N. J.; Julius 
Czarnecki, Spartan Oil Co., Dover 
and Charles Ceder, Charles Ceder 
Co., Dover. 

A regular meeting was held, October 
26, at the Spartan Oil Co., Dover. 
Charles Burkhardt, Paragon Oil Co., 


was the guest speaker. 


I-B-R modern heating School 
announces Schedule for 1954 


ENCOURAGED by an attendance of 
7,676 students in 140 schools held in 
81 cities since April, 1950, the Insti- 


More Proof that KLEER-RLEEN is 





butorships available 
nm some areas! 





First with the Fines 








AW KLEER-KLEEN Pressure Bura-} 
er Floor Furnaces are Listed and { 
Labeled by Underwriters’ Lab-; 
oratories, Inc. — an added mea! 
suse of safety and protection! 








Now . . . KLEER-KLEEN, Am 
ica’s fastest growing furnace mz 
ufacturer, introduces a compl: 
line of silent flame Pressure Burn 
Furnaces! 


Now... ... From 70,350 to 110.0) 
Btu/hr. heat output—the finest li: 
of Pressure Burner Furnaces { 
every purse and every purpose! 


-F Now... SELL the most mode 
* oil furnace on the mearket—flox 
wall, basement and utility ro< 
models that outperform many mor 
expensive heating units! 


MANUFACTURING COMPANY 


140 ORCHARD AVENUE 


tute of Boiler and Radiator Manufac- 
turers, New York 17, has announced 
a schedule for the continuation of the 
I-B-R School of Modern Heating dur- 
ing the first six months of 1954. 


Of the 21 schools to be held in the 
first six months of 1954, nine will be 
in cities in which there never has been 
a school. The School of Modern Heat- 
ing will be going back for a second 
time to Kansas City, Columbus, Rich- 
mond, Grand Rapids and Rochester; 
for a third time to Hartford; for a 
fourth time to Albany and Detroit; 
and a fifth time in Philadelphia, New- 
ark, Chicago and Boston. 

Following is a schedule for the 
I-B-R School of Modern Heating dur- 
ing the first six months of 1954: 

January 19-21, Memphis, Tenn.; 
January 26-28, Kansas City, Mo.; 
February 2-4, Lincoln, Nebr.; Febru- 


HAYWARD, CALIFORNIA” 


ary 9-11, Des Moines, Ia.; February 
16-18, Columbus, O.; March 2-4, 
Waterbury, Conn.; March 9-11, Al- 
bany, N. Y.; March 16-18, Philadel 
phia, Pa.; March 23-25, Richmond, 
Va.; March 30-April 1, Norfork, Va.; 
April 6-8, Newark, N. J.; April 20-22, 
Detroit, Mich.; April 27-29, Fort 
Wayne, Ind.; May 4-6, Chicago, IIl.; 
May 11-13, Springfield, IIl.; May 18- 
20, Rockford, Ill.; May 25-27, Grand 
Rapids, Mich.; June 8-10, Hartford, 
Conn.; June 15-17, Rochester, N. Y.; 
June 22-24, Pittsfield, Mass. and June 
29-July 1, Boston, Mass. 


OIIC elects G. Stewart Brown 


national Chairman for 1954 


G. STEWART BROWN, public relations 
manager, Standard Oil Company of 
California, has been elected national 
chairman, Oil Industry Information 











Authorized 
Fuel Unit 
Service 

Station 


SERVING THE ST. 





Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 


—— 





"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 






STOKER 








SEND US YOUR 
ORDERS OR INQUIRIES » 





CRESCENT PARTS AND EQUIPMENT CO.., INC. 


825-831 S. Boyle Avenue 


St. Louis, Missouri 


East St. Louis, Illinois branch: 
1140 St. Louis Avenue 
East St. Louis, Illinois 
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Nationally Advertised 


ETROIT 





CONTROLS 


Known to Millions of 





Your Best Heating Prospects 
Through the Powerful Pages of 
BETTER HOMES & GARDENS and TIME 


Yes, your best heating prospects—over 5 million of them 
—are reading regularly about dependable, economical DETROIT 
Heating Controls in two of America’s top advertising 
mediums—Better Homes & Gardens and Time! These are 
people who have the means to buy and who know, look for 
and buy better things. That’s why they’ll want DETROIT 
Controls. And that’s why you can step up your sales and 
profits by stocking DETROIT Controls. Remember, only DETROIT 
gives you the exclusive Timed Cycling thermostat—the 
“thermostat with a brain’’ that controls temperature to a 
fraction of a degree, eliminating over and under heating. So 
why not cash in on this overwhelming product superiority 
and the powerful advertising support that goes with it? 
Always be sure to ask for DETROIT Controls! 


If you’re not already familiar with the DETROIT Timed 
Cycling Thermostat write today for Form No. 1545-A. 





5900 TRUMBULL AVE. « DETROIT 8, MICHIGAN 
Division of American Radiator & Standard Sanitary Corporation 
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| HEATING 
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Positive Protection A 
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n DétRoiz Controls. 
ESTABLISHED , 
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ON <TROMT LUBRICATOR Company 
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Committee for 1954. Brown, on Janu- 
ary 1, will succeed Stanton K. Smith, 
president, Smith Oil & Refining Co., 
Rockford, Ill. He was elected unani- 
mously at a recent meeting of the na- 
tional committee, which directs the in- 
dustry-wide public relations program 
sponsored by the American Petroleum 
Institute. 

Vice-chairmen elected were: Rich- 
ard Rollins, secretary, The Atlantic 
Refining Co., Philadelphia; W. R. 
Huber, general manager, retail sales, 
Gulf Oil Corp., Pittsburgh; Douglas 


Campbell, public relations director, 
The Pure Oil Co., Chicago; A. D. 
Eubank, division manager, Quaker 
State Oil & Refining Co., Kansas City. 
John S. Cooke, of American Petro- 
leum Institute, New York, was re- 
elected secretary. 

Concurrent with announcement of 
Brown’s election, the committee also 
reported that one more meeting will 
be held this year, and four next year, 
as follows: December 7, 8, 9, 1953, 
New York; March 8, 9, 10, 1954, 
Houston, Tex.; June 7, 8, 9, 1954, 











WHEREVER 





LOSS OR 
DANGER 
DUE TO 
LEAKS 
MUST BE 
AVOIDED... 


GASKET & JOINT 
SEALING COMPOUND 


Titeseal is unsurpassed for leak-proof, 
pressure-tight connections. Titeseal is 
unaffected by water, oil, gasoline, 
ammonia, glycerine, steam, gas vapor, 
exhaust fumes and most hard-to-hold liquids. 
Withstands extreme temperatures; 
will not shrink, crack or crumble. Remains 
pliable and will not harden. 
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RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 










LIQUID TYPE 
NON-HARDENING 


GASKET & JOINT 
SEALING COMPOUW) | 


IN CANADA: RADIATOR SPECIALTY CO., LTD., 


| TORONTO 


2031 
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Chicago or Detroit, Mich.; Septer> der 
8, 9, 10, Chicago and December ©: 9 
10, New York. 


Indiana warm air Group ho |s 
quarterly district Meet ig 


THE THIRD QUARTERLY district m: °t- 
ing of the Sheet Metal and Warm «ir 
Heating Contractors Association of 
Indiana, Inc., Terre Haute, Ind., as 
held October 9th at the Hotel Ancer- 
son in Anderson, Ind. 

Professor W. E. Fontaine enier- 
tained some 75 contractors and supnly 
men and their ladies with a talk on ‘he 
increased productivity of stock, shecp, 
swine and poultry, raised in properly 
constructed airconditioned buildings, 

In addition to Professor Fontaine's 
talk, H. W. Meggs, director of the As- 
sociation’s department of public in- 
formation, presented a film showing 
conventional methods of pattern mak- 
ing and a new improved device which 
enables even a novice to lay out compli- 
cated patterns in a surprisingly short 
time. 

William E. Garber, Jr., past presi- 
dent of the Association and president, 
Building Congress of Indiana, talked 
on the benefits of membership in an 
alert-active trade association. 


Passaic-Bergen fueloil Group 
hears talk on credit Ratings 


PASSAIC-BERGEN Retail Fuel Oil Deal- 
ers Association, Passaic, N. J., held 
its regular monthly luncheon meeting, 
October 13, at the Passaic City Club. 
John Schauer, manager, Passaic-Bergen 
County Credit Bureau, was the guest 
speaker. Schauer gave a talk on credits 
and explained what his organization 
can do for members. 


Plea for increased Support 
sounded at Bureau’s Meeting 


THE PLUMBING and heating industr'°s 
should increase their investment ‘ 
public relations now to insure a co 
tinuing high level of sales for the': 
products in the face of stiffening co! 
petition for the consumer’s dolla:, 
Earl E, Brown, president, Plumbing 
Heating Industries Bureau, told me! 
bers at the 34th meeting, October 
in the Palmer House, Chicago. 
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.and that’s 





«That's one of the reasons we stick to WEBSTER Fuel-units and Ignition Trans- 


formers on our Hiawatha Burners,” said E. E. Hess of the Viking Oil Co., 2482 
W. Capitol Drive, Milwaukee, Wis., who started in the oil business in 1930. 
He continued: 

“We have a lot of dealers selling our equipment and they want to give quick 
service if a user does have trouble. Sometimes they want to just exchange fuel- 
units, which is easy if it’s a WEBSTER. We maintain a stock of units which we 
have had rebuilt by the local WEBSTER Authorized Service Station. And we ship 
the same day.” 

John R. Naumann, Viking’s service manager, who has been building and 
servicing burners for 25 years, had some comments of his own. Here’s what 
he said: 

“I’m completely sold on WEBSTER Fuel-units, Ignition Transformers—and 
especially the new Delaytrol—because our dealers have so few unnecessary 
(free) service calls. The Delaytrol reduces sooting which eventually causes 
trouble with any heating plant. Seal trouble? No. Valve trouble? No. Any- 
way, should parts ever need to be replaced, it takes only a minute to slip out 
the old one and put in the new one. 

“It’s also a lot easier to connect the WEBSTER Fuel-unit to either a one or 
two pipe system. You just turn the strainer cover around. You can’t get con- 
fused removing or inserting a buried by-pass plug. But the best thing is the 
easy way you lift the strainer out from the top. You can do the job in jig time 
without messing up everything. Usually I can tell a dealer’s service man over 
the phone how to take care of whatever it is. This saves us time and expense.” 


If you would like to know how 
WEBSTER equipment can save service calls for you, write for details... 
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“Better public relations, a careful 
cultivation of a favorable public 
opinion, is one of the soundest invest- 
ments our industries can make at this 
time,” Brown declared. “That means 
providing the Bureau with increased 
funds to expand its good work in all 
directions and on all fronts.” 

The directors re-elected to the board 
include: Carroll E. Lewis, Perfex 
Corp., Milwaukee, representing the 
Oil-Heat Institute of America, Inc.; 
John M. Dumser, manager, Wolverine 


Tube Div., Calumet & Hecla Consol- 
idated Copper Co., Detroit, represent- 
ing the Copper & Brass Research 
Association; Arnold H, Goelz, chair- 
man of the board, Kroeschell Eng. Co., 
Chicago, representing the Heating, 
Piping and Air Conditioning Contrac- 
tors’ National Association; Earl J. 
Gossett, president, Bell & Gossett Co.., 
Morton Grove, IIl., representing the 
hot water heating specialty manufac- 
turers; Elbert M. Palmer, vice-presi- 
dent, Kewanee-Ross Corp., Kewanee, 
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Silent-Flame 


Business in “Millions” Profit in “Pennies” 
18 Different Models — From 34 G.P.H. to 30 G.P.H. 


(Custom-built for any Furnace or Boiler—Flanged or Pedestal 
at no additional cost) 


with the new “DUAL” 
TELESCOPIC TURBULATION 


As standard equipment. No extra charge. 
(NOT a combustion head.) 


1. Clean fire 
2. Ball Flame 
3. High CO, 
4. Economical 








RESULT: 


U.S. Patents No. 





i 2,570,996 
Operation 2,497,480 
5. Trouble-Free Canadian Patent 
5 469,767 - 
Installation and Patents Pending 


“From the Raw Ingot to the Finished Product — Under One Roof" 








Ill., representing the Steel Boiler ‘n- 
stitute, Inc., and E. R. Westy al, 
vice-president and general mana: er. 
Manufacturing Div., Weil-Mc! in 
Co., Michigan City, Ind., represen’ 2 
The Institute of Boiler and Radi.:or 
Manufacturers. 


API holds 33d annual Meet:n 


o 

in Chicago, Nov. 9 thru 3 

THE 33D ANNUAL MEETING of ‘he 

American Petroleum Institute wa: -'d 
November 9 through 12 at the C.»: 


. 


Hilton Hotel and the Palmer Ho 
Chicago. 

At the opening session, Novembe: 9, 
H. S. M. Burns, president, Shel! —il 
Co., New York, delivered a title n- 
titled, “The Myth of Monopoly.” Nir. 
Burns is of the opinion that unjustified 
charges against the oil industry stem 
from the public’s misconception that 
this industry is a monopoly, Thus, to 
destroy this misconception would re- 
quire that these false charges be ended. 
The author, to illustrate his point, 
showed that the larger oil companies 
enjoy a decreasing share of the total 
market, proportionately; and that the 
industry is made up of 40,000 individ. 
ual enterprises, large, medium, and 
small. 

The Marketing Group Session was 
held the afternoon of the 9th. A. W. 
Peaker, president, Standard Oil Co. 
(Indiana) , Chicago, delivered a paper 
entitled, “Marketing Position or 
Profits, or Both.” H, A. Inness Brown, 
publisher, The Gasoline Retailer, New 
York and Dr, Charles Allen Thomas, 
president, Monsanto Chemical Co., St. 
Louis, also delivered papers at the ses 
sion. 


OHA of Maryland warns about 

Service on inaccessible Tanks 
A BULLETIN circulated recently by the 
Oil Heat Association of Maryland. 
Inc., Baltimore 1, Md., warns oilheat- 
ing dealers to check to be sure that the 
basement tank is accessible before it 
suring its replacement on service co: 
tracts. 

S. K. Yarrington, executive sect: 
tary, recounted a true story about 
Baltimore homeowner who replaced 4 
old worn out handfired job with a ne 
boiler-burner unit and 275 gal. fuelc 
tank, Then when he realized that t! 
shiny, new rig made the rest of tl 
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HOLD 
CUSTOMERS! 
BUILD 
GOODWILL! 
INCREASE 
PROFITS! 








Patented 


One Application Assures 


YEAR PROTECTION 
AGAINST RUSTING 





END THE PROBLEM 
OF LEAKING OIL 
TANKS with Giz> 


Now you can do something about the prob!em of leaking 
oil storage tanks. TANKARE offers maximum protection 
to tanks PLUS equally effective protection to copper and 
brass. New, patented, formula developed by major oil 
company protects where others fail! Write today to— 


| Allston 34, Massachusetts 

| Company NS Snes ig eee Pa ee ee eee 
| Attention of 

| Street ee ety Oe Peer eee tibet «cette ee 


Ee ee mer. Sees State ..... 
1 —Shell Designed Combustion Heads— 











repairs to or replacement of oil lines 
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basement look shabby by comparison, 
the homeowner designed and built a 
comfortable living room downstairs. 

The bulletin tells how he worked 
for a year in every spare moment, 
“shutting out the nice new oilburner 
completely, though he did provide a 
crawl hole in the wall behind the bar 
allowing access for inspection and 
cleaning.” 

But, to let Yarrington tell it, “One 
day the fueloil tank developed a leak. 
Of course the man had nothing to 
worry about because each year he 
bought a service contract which en- 
titled him to ‘Repair or replacement of 
one 275-gallon basement fueloil tank 
and oil lines connected to same.” 

“The fueloil dealer, however, did 
have something to worry about, for he 
had to get the leaking tank out and 
vet a new one in. It was an all but im- 
possible job. Being a man of integrity 
and high principle the dealer did the 
job at a terrific cost to himself. He had 
the bar and the wall rebuilt, but this 
time with a door as a reminder to the 
man: How dumb can one be? 


The man is happy that his thought- 
»ssness did not cost him anything, yet 
ve will never be convinced that the ex- 
erts who restored the wreck did as 
‘ood a job as he did in the first place.” 

The moral of the story, the bulletin 
-oncludes, is to include a phrase in new 

service contracts that says: “It also 





covers repair to or replacement of not 
more than one 275-gallon above- 
ground, basement fueloil storage tank, 


to burner, where necessary, as a result 
of normal use.” 


where necessary, as a result of normal 
use (if tank is not encased and there 
is an opening of sufficient size to re- 
move tank from basement without 
structurally changing the house). Also 


Seven Kansas City oil Men 
appointed as OIIC Chairmen 


SEVEN KANSAS oil men have been ap- 
pointed as area chairmen for the Oil 












“SPARKLER FUEL OIL FILTERS 


« « - have saved me a lot of grief 
in servicing burners” 


says one fuel oil dealer. If you keep the fine tank rust out 
of the fuel line you don’t have clogged burner tips. The rayon 
filtering element in a Sparkler filter does just this, con- 
sistently all during the heating season. 




















SH3 
REsISTS WAXY IMPURITIES OB2 
AND WATER 

Model Service Recommendations 

SH-3 for space heaters and other small burners 

OB-2 for average home burner 

OB-4 for apartment buildings and small steam boilers OB8 
OB-8 for industrial burners 

Available from all 











oil burner jobbers 
Write G. Harry DeGraw for particulars 


SP ARKLER MANUFACTURING CO., Mundelein, Illinois 


MAKERS OF FILTERS FOR THE PETROLEUM INDUSTRY FOR OVER A QUARTER OF A CENTURY 
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Industry Information Committee. The 
new chairmen will be in charge of the 
program in areas in which they live. 

The new appointees, all of whom 
reside and do business in Kansas, are 
Kean Kimmel, Kimmel Oil Co., Hia- 
watha; Otha Hatfield, Hatfield & Jack- 
son Oil Co., Lawrence; Paul Hunt- 
singer, Cities Service Oil Co., Topeka; 
Evan Griffth, Manhattan; C. M. Har- 
ris, Standard Oil Co., Emporia; Fred 
Weidner, Socony-Vacuum Oil Co., 
Ottawa, and Ray Coder, Chanute Re- 
fining Co., Chanute. 





Georgia oilmen’s Group holds 
Convention and golf Tourney 


GEORGIA INDEPENDENT OILMEN’S AS- 
SOCIATION, Augusta, Ga., held its fall 
convention and annual golf tourna- 
ment, October 15 and 16, at the Bon 
Air Hotel, Augusta. 

Robert Gray, editor, FUELoL & 
Or Heat, was the first speaker of the 
October 15 afternoon session which 
was preceded by a luncheon and wel- 
coming address by James H. Swanson, 


Mayor, City of Augusta. A condensa- 





Do Your PRESENT 


PRECAST CHAMBERS 
Give You ALL these Advantages? 


en, 





... if the answer is 


KOLB 








KolbKast Insulated Chambers 
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1 « Low initial cost. 


2. Low installation 
cost — only 5 pieces 
to assemble. 


3. K-factor equal to 
insulating brick. 


4. Excellent perform- 
ance with either high 
or low pressure 
burners. 


5. Scientifically 
packed to prevent 
breakage. 


NO -- contact us NOW! 


REFRACTORIES Meadow & Jackson Sts. 
COMPANY 


Philadelphia, Penna. 








tion of the talk, given by Mr. G>a 
appears in this issue under the *‘‘le, 


“Some Folks Like Gas.” J. F. Ha. +l, 


M. J. “Jack” Barrett and C. W lie 
Stalter, also gave talks. 

“Oily Observations” was the tit: » of 
a talk given by Reginald Trice at he 


October 16 morning session. On 
same program, N. A. Hardin ‘is 
cussed, “Supply Relationship & Te: ai. 
nal Operations.” 


Warm Air Group completi:¢ 
Plans for biggest Convenii: 


THE FORTIETH annual convention of 
the National Warm Air Heating and 
Air Conditioning Association, Cleve- 
land 14, Ohio, takes place December 
2 and 3 at the Hotel Cleveland. W. D. 
Redrup, president of the group, has 
invited all members of the warm 
heating industry, including dealers, 
wholesalers and manufacturers, to join 
in the biggest and best program 
planned for its convention. 

Special attention has been paid to 
the agenda for the meeting to insure 
that the convention program will pre- 
sent speakers and information of in- 
terest to all segments of the industry. 
High points of this year’s convention 
are expected to be the two luncheon 
sessions, each of which will feature 
an outstanding speaker. The Decem- 
ber 2 luncheon meeting will hear 
Elmer “The Sizzle” Wheeler, 
known sales personality. 

Among industry personalities sched- 
uled to appear are C. S. Stackpole, 
vice - president, Eureka - Williams 
Corp., who will explain why “To sell 
Ya gotta tell” and R. H. Collacott, 
assistant to the chairman of the board, 
The Standard Oil Co., who will speak 
on “The economic Aims of the Asso- 
ciation.” In addition, President Red- 
rup will report on “40 Years of 
Progress” and H. O, Chamberlain, 
modernization market manager, Mi 
neapolis-Honeywell Regulator C 
will discuss “Participation in the mo’ 
ernization Market.” 

“Publicity and the Market” 
be covered by H. C. Gurney, chairm: 
of the Association’s Publicity a: 
Merchandising Committee, while “T 
Future of new home Building,” is t! 


air 


ever 


well- 


is t 


| subject to be discussed by an offic 
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accessory-equipped 











Fully erected, | 
pre-wired, | 


package. Ready 
to set in place 
and connect 


Aldrich GULF STREAM | 
offers Value that’s profitable 
to sell... practical to buy 


® Five sizes with SBI ratings from 440 
to 1120 sq. ft. of water radiation. 


® Multiple flue tubes baffled for maxi- 
mum heat extraction. 


® Aldrich burners coordinated to Gulf 
Stream boilers. 


® For inspection and maintenance, 
readily removable top jacket, large 
opening to combustion chamber. 


® Minimum temperature change re- 
gardiess of firing conditions. 


® Designed for standardized produc- 
tion; to meet ASME code. 


® Burners U.L. listed. 


Easier to SELL ® INSTALL ® SERVICE 











ANOTHER REAT—PAK 





PRODUCT 
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EASY 
SELL.. 























ALDRICH... =~ 
fl ni il COMPANY saci 


GULF STREAM STANDARD 
Shipped fully erected with 
complete automatic con- 
trols: stack switch, ther- 
mostat and limit control. 


...when Selling gets HARDER! 





ALDRICH 


Uh streala 


BOILER-BURNERS 


Home building is leveling off — and competition for heating 
plant installations is keener. Now you will have a better 
chance of getting your share if you feature the new Aldrich 
GULF STREAM Boiler-Burner. Here’s why: 


The GULF STREAM was developed to meet the needs of the 
small home owner. In a single compact, space-saving unit it 
furnishes economical hot water heat and instant domestic 
hot water supply ...on a single fuel supply... oil or gas. 
Five separate sizes give you exactly the right unit for every 
need and every budget. SBI net ratings from 440 to 1120 
sq. ft. of water radiation. All meet the ASME code. 

Simple and ruggedly built, the GULF STREAM line is 
easy to install, efficient and dependable. Automatic controls, 
all easily accessible. The Aldrich GULF STREAM will close 
more sales for you when people compare, consider and 
demand MORE for every heating dollar invested. Write for 
the money-making details. 


HOT WATER HEATER 
Internally galvanized 
high delivery heaters 
in 5 sizes with output 
from 100 to 255 GPH 
at 100° rise. Instant, 
directly heated, steady 
supply of hot water for 
larger homes, motels, 





and commercial instal- 


103 East William Street, Wyoming, Illinois 


SREEZE CORPORATIONS. INC. 
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of the National Association of Home 
Builders. 

An important part of the conven- 
tion activities will consist of reports 
from the various committees. Up-to- 
date explanations of their efforts to 
raise industry standards and plans for 
future operations will be rendered by 
committee chairmen, including re- 
search, manuals and education, perim- 
eter heating, summer cooling, “four- 
inch” pipe systems, Indoor Comfort 
Conferences, commercial and indus- 


Heating & Ventilating Show 
planned for January, 1955 


THE 12TH INTERNATIONAL Heating 
& Ventilating Expcsition will be held 
in Commercial Museum & Conven- 
tion Hall, Philadelphia, Pa., January 
24 to 28, 1955, 


Space diagrams will be mailed on 
or about December 31, 1953, so that 
they will be received by all exhibitors 
on the same date. Space will be 
offered on a first-come, first-served 





trial work, heating and cooling tests basis with previous exhibitors being 


in research residences, given preference. Then other manu- 





Can You Afford 
To Throw Away 
This Profit? 


Big business-building opportunities can be yours 
by investing in a Super Model SH Red 
Streak Furnace Cleaner. The Super 
cleans all types of heating plants 
easily and quickly from the base- 
ment up. Anyone can operate a 
Super. 









Increase your business, beat com- 
petitors to sales opportunities for 
repairs, improvements, and parts, 
new installations, conversions. 







Super Red 
Streak Model SH—For 
both wet and dry, hot and 
cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is standardcom- 
pact size, not over-size. 


Let us tell you how to set up a 
profit-making business. Write for 
the FREE SUPER SALES PLAN 
BOOK. Ask your supplies dealer. 





Non-Clog 
Filter Bag 


Supertex filter bag is made of special 
porous fabric with high resistance to 
clogging, destructive action of acids, 
etc. Film formed in bag by these elements 
breaks and falls, leaving bag pores open, 
fabric undamaged. Slight extra charge. 


Super cleaners are approved by 
Underwriters’ Laboratories 
and Canadian Standards. 


FREE 
Super Sales Plan Book 


It’s easy to build a profitable furnace 
cleaning business. This book, tells 
you how. Your wholesaler can give 
you complete information on _ the 
Super Red Streak Model SH or ask us. 














NATIONAL SUPER SERVICE CO., INC. 
1951 N. 12th St., Toledo 2, Ohio 


In Canada: Plant Maintenance Equipment Co. 
Toronto, Montreal, Vancouver 







“Once Over Does It” 


SUPER SUCTION, 


SINCE 1911 
“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 








facturers of heating and aircondition- 
inz equipment will sclect exhibit ar: .s, 

The removal of museum exhil:'ts 
from the Center Building makes that 
entire building available for exhil:s, 
In addition, it is planned to use spice 
in the North Exhibition Hall and n 
space in the South Building. 


MOHA opens 1953-54 Seasou; 


9 


hears Phil Kosch of Winkler 


PHILIP KOSCH, sales training manager, 
Winkler Div., Stewart Warner Corp., 
Lebanon, Ind., spoke on, “How to sell 
against price Competition,” at the 
opening meeting of the 1953-54 ses- 
sion of the Massachusetts Oil Heating 
Association, Inc., Quincy 69, Mass., 
held October 13, at the Hampton 
Court Hotel. 


Power Fan Manufacturers form 
Group to standardize Ratings 


THE POWER FAN MANUFACTURERS’ AS’ 
SOCIATION, Detroit 26, Mich., was 
formed in a meeting held October 6 
at Atlantic City, N. J, Formerly the 
Propeller Fan Manufacturers’ Asso- 
ciation, the new organization is a con- 
solidation with a group of twelve pow- 
er roof ventilator manufacturers. The 
new Association now has 34 members 
whose products cover, among others, 
axial fans, propeller fans and attic 
fans. 

The primary purpose of the Asso- 
ciation is to establish accurate delivery 
ratings so that the public may pur’ 
chase with confidence. Other aims are 
the perfection of fan engineering, ap- 
plication to user’s problems and to 
develop markets. 


OHA of Maryland hears 


author on accounting Methods 


OIL HEAT ASSOCIATION of Maryland, 
Inc., Baltimore 1, Md., had as guest 
speaker at its regular monthly luncheot 
meeting, October 20, at the Hote! 
Stafford, Leon Serven, of the Ameri 
can Petroleum Institute, who wrot 
the book on “Accounting for Distribu 
tors and Jobbers of petroleum Proc 
ucts.” 
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Design and 


wise 
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Gas Fired-Oil Fired ~ “Saaimabaan 


For 
Installation in 


SMALL AND 
LIMITED AREAS: 


Attics ... Lofts... 
Crawl Spaces 





OVERHEAD 


In Utility Rooms... 


Closets .. . Basements 
* 
Applicable to various types 
of commerical installations 
Stores — Churches — Service 
Buildings — Warehouses 





See your Luxaire jobber today! — Get the story on the biggest value in Horizontal Furnaces! — Get the story on the 
complete Luxaire line—a furnace for any type or size of heating installation. Get the low, competitive prices on Luxaire. 


C. A. OLSEN MANUFACTURING COMPANY. « evyria, onio 






HEATING & AIR CONDITIONING UNITS 
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With two dependable Marlows on the job, 
Diamond Fuel Company moves heating oil from 
underground storage to fill 1200 gallon tank truck 
through 3” loading arms in 314 to 4 minutes. In- 
stallation and photos by Shields, Harper & Co. 


... for fast, low-cost 
BULK PLANT SERVICE 
MARLOW PUMPS are BEST 


Quiet-operating Marlows can’t be beat for petroleum products 
pumping. These self-primers can handle home heating oils or gasoline 
with equal ease. A Marlow-built shaft seal eliminates drip, making 
Marlows safe for handling hazardous liquids. Tank scale and welding 
shot have little effect on a Marlow because close tolerances are not 
required to maintain high efficiency. 


Marlows cut loading time and speed deliveries to your customers 
«.- load more trucks per hour. Simplicity of construction cuts operating 
and maintenance costs “to the bone.” Marlows pump from above ground 
or underground storage tanks. 

Marlow builds a complete range of self-priming centrifugal pumps 
from 44” to 10”. Capacities from 15 to 4000 GPM. Available, skid, 
base and wheel mounted. Electric motor, or gasoline engine drive. 

For complete information, see your Marlow dealer or write for the 
new Marlow bulletin “Petroleum Product Pumps.” Get all the reasons 
why the trend’s to Marlow! 





hig: 


In Canada: PUMPS & SOFTENERS, LTD., LONDON - CANADA 292 


MARLOW PUMPS feo een es 
Branch Plants: DeQueen, Arkansas 
West Chicago, Illinois 


Other factories in France and England. 
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Distributors and Dealers everywhere 
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Feeaders’ Problem 


Q. I have been called in to in tall 
a new combustion chamber by on. of 
my customers who has at present a }re- 
cast chamber which appears to be en 
tirely too large. However, this is a 
low-pressure gun burner, one of the 
few burners I am unfamiliar with 
Using the following information can 
you tell me the proper size to install? 
I want to use a round pre-cast cham- 
ber. Furnace is 22” in size across grate 
lugs; warm air system. Also do you 
have data on proper adjusting of this 
burner? Any help you can offer will 
be greatly appreciated. 
G. E. H., Olean, N. Y. 


A. This old and reliable thumb rule 
originated with us and often has ap- 
peared in FUELom & Or Heart. De- 
termine the grate area in square feet, 
then multiply by 60% to find the fir 
ing rate that will produce approxi 
mately rated output from many fur- 
naces. If this furnace had a circular 
grate 16” in diameter, its grate area 
is 201 sq. in. or 1.4 sq. ft. A firing 
rate of .84 gph (60% of 1.4) would 
be suitable. For a square grate 16” x 
16”, the area is 256 sq. in. or 1.8 sq. 
ft., and a suitable firing rate is 1.08 
gph. 

Another Fuetom & Om Heat 
thumb-rule method for figuring the 
gph rate is to plan to have the burner 
run 1500 hours a year. Divide the 
yearly fueloil consumption, which you 
can ascertain from the owner or the 
fueloil supplier because the furn 
has been oilfired for years, by 15! 
the quotient is the firing rate. 

Having used suitable methods 2 
arrived at a proper firing rate as yo 'r 
first step, plan the new combusti 1 
chamber. The manufacturer of | :¢ 
pre-cast chambers you use undoubt 
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ly ca tell you which of his chambers 
to vse for a firing rate you specify. 
For |.0 gph, probably a chamber of 
abo. : 12” inside diameter will be suit- 
abl Don’t fail to obtain and follow 
the instructions of the manufacturer 
of ‘xe combustion chamber you will 
install. 

‘oper adjustment of the burner 
will amount mainly to adjusting its 
gph rate (using a gph-rate adjusting 
device on the burner that you'll have 
to tind, if you haven’t so far) and 
adjusting the amount of blower air 
that goes to the flame. Don’t fail to 
use combustion testing instruments 
for help in arriving at final adjust- 
ments for satisfactory and economical 
operation. Use a draft gage, CO, 
tester, smoke checking instrument, and 
stack thermometer. 


Q. Found your EVERYDAY SNAGS 
of September issue interesting. Would 
the 20% over steam size for h, w. radi- 
ators apply to baseboard and convector 
radiation? I would appreciate com- 
ments on this more popular type of 
radiation. 


S. F. A., Bronx, N. Y. 


A. Yes, in one sense the 20% over 
steam size does apply to hot water 
radiators of baseboard and convector 
types. If you figure the sizes of these 
radiators needed to heat the rooms on 
a basis of steam heating, adding 20% 
should provide radiators large enough 
for oilfired, forced-circulation, closed- 
system, hot-water heating. Though 
you might be able to use this basis if 
you work carefully and have your 
method approved by the manufactur- 
ers of the radiation you use, using 
this basis would be an odd procedure. 

first, baseboard radiation seldom is 
used in a steam system; few manu- 
fcturers recommend their baseboard 
rdiation for use in steam systems. 
© cond, sizes of both baseboard radi- 

on and convector radiation can 
ily be figured directly in terms of 
dern hot-water heating without first 
ing through the unnecessary step 
figuring steam sizes and then add- 

r 20% to them. 

You should obtain and follow the 

structions of reliable radiation man- 

(Please turn to page 157) 











Three of the largest high-head, self-priming 
centrifugal pumps built, in use at one of the * py 
largest underground-storage bulk plants in the af 
world. ; va 


...for efficient, dependable 
PETROLEUM PUMPING 
more people buy MARLOWS 


Marlow Self-Priming Centrifugal Pumps are, by far, the firs 
choice of majors and independents alike . . . for bulk plant service... 
for truck mounting. High delivery rates, long life and low maintenance 
are but a few of the reasons why Marlow Self-Priming Centrifugal 
Pumps outsell all others in the petroleum marketing field. 





Quiet-operating Marlows handle volatile liquids with ease. The 
exclusive Marlow Diffuser Design enables these pumps to prime and 
purge themselves automatically, even on suction lifts. The principal 
moving part is an impeller,turning in a liquid . . . nothing to wear. 


Next time you need a dependable pump for petroleum . . . make 
it a Marlow and be sure. For efficient, long-lasting, low-cost opera- 
tion, Marlows are your best buy. 


Get complete information on these best selling pumps from your 
Marlow dealer or write for Bulletin PM-50. 





In Canada: PUMPS & SOFTENERS, LTD., LONDON - CANADA _ 533 


Branch Plants: DeQueen, Arkansas 
West Chicago, Illinois 


Other factories in France and England. Distributors and Dealers everywhere 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment listed 
here, circle the corresponding number on the reply coupon 
appearing at the bottom of the page and mail to us. 


Decker Bros. announces 1954 Model 
of equipped fueloil delivery Truck 


DECKER BROS, has announced its 1954 model fueloil tank 
truck which is sold as a complete package. Models are 
available with 
tank sizes rang- 
ing from 1,000 to 
3,300 gal. capac- 
ity, with the com- 
plete job includ- 
ing a tank and 
compatible truck chassis. The truck in the illustration is 
fitted with a 1,300 gal. tank. 

The model pictured is delivered to any point in the coun- 
try with this standard equipment: 2-ton chassis with 8:25 
tires; ticket printing meter; electric re-wind reel with 125 
ft. of 144” hose; signal lights, front and rear; 90 gpm, 2” 
fuel pump; light in meter compartment and power take-off. 


FuE.oit & Om HEAT 
2 West 45th St., New York 36, N. Y. 








Where specified, a remote control can be installe:! for 
operating pump, power take-off and throttle from th. rear 
truck compartment. 


Made by: Decker Bros., 300 Lincoln Ave., Hawt. ne, 
N. J. 


Circle El on coupon 


Lubingill plastic-lined, concrete 
Tank designed for fueloil Sto: age 


LUGINBILL offers a plastic-lined, concrete fueloil st rage 
tank, described as non-corrosive and rust-proof. The ‘ank 
is molded of high strength 
concrete and lined with plas- 
tic. Tank is one piece mono- 
lithic, with its cover cast on 
top by a special process and 
secured to the walls-by rein- 
forcing band, then bonded by 
a recently-developed chemical. 

Tank has a capacity of 500 
gals., measures 5 ft. in diam- 
eter, 5 ft., 4 ins. high, with 
walls 2-13/16” thick, One 
inch and two inch openings are provided. 

Made by: Luginbill Precast Concrete Septic Tanks, 9400 
West Chestnut, Franklin Park, Ill. 





Circle E2 on coupon 


New all-copper AquaHeater 
though smaller has more Capacity 


THE NEW AquaHeater is a more compact unit with finned 
copper coils enclosed in a Fiberglas insulated all-copper 
shell, with fittings of brass. A cone shaped water hammer 
eliminator also serves as a baffle to deflect hot boiler water 
over the finned coils. 


The unit weighs only about one-third as much as pre: 


(Nov. 1953) 


We want more information about the New Products item whose number I have circled below. Please secure this for 


me from the manufacturer. 


NEW PRODUCTS: 
El E2 E3 E4 ES E6 


E14 E15 E16 E17 E18 E19 E20 


CATALOGS: 
Cl C2 C3 C4 C5 C6 


E8 E9 E10 Fil E12 E13 
E21 E22 E23 
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AUTOPULSE model TUX 


FUEL oit pUMP 
































The efficient design of the Autopulse Model TUX insures 
maximum lifting power and a dependable automatic fuel oil 
supply, with great economy in use and long service life under 
heavy duty requirements. The Autopulse Model TUX is a 
Wall Type Fuel Oil Pump designed as a complete self-con- 
tained unit. Within its capacity it lifts fuel oil from a storage 
tank and delivers it exactly as the burner needs it — giving 
the user a fully automatic fuel oil supply, with little or no 
attention. 


the RUTOPULSE model TUX 


IS ECONOMICAL, runs only when the burner needs fuel. 


GIVES EXTRA LIFTING POWER —because of its efficient 
roto design. 


GIVES LONG SERVICE LIFE —thousands of installations 
in use have been in operation for many years — many of 
them for 25 years or more. 


IS QUIET IN OPERATION,has no reciprocating motions, 
no sudden stops, resulting in smoother, quieter operation 


CAPACITY: The Autopulse Model TUX delivers 3 pts. of 
fuel oil with each pumping cycle . . . 30 gph at no lift, 
or 25 gph at 25’ vertical lift. 


MOTOR: Has a special high starting torque motor. Stand- 
ard is 110v., 60 cy. Direct Current or special voltage 
motors can also be supplied, according to motor manu- 
facturer’s charges. 


INSTALLATION: Complete instructions furnished with each 
pump. Installation can be completed by one man. Practi- 
cal wall bracket is supplied with each pump package. 
There is only one electrical connection, in addition to 
usus! fuel oil feed lines. 






The ingenious yet simple design and 
operation of the Autopulse rotor, is 
responsible for its high lifting power. 
The motion of the rotor—a cam 
operated semi-roll, has no sudden 
starts and stops, reducing wear to a 
minimum and providing exceptionally 
long service life. 







The Model TUX and the Model R for installations re- 
quiring higher capacities Autopulse Fuel Oil Pumps cover 
th. entire Wall Pump field. Write for any additional 
in*ormation or details you may require. 








your auomatic fuel supply 


AUTOPULSE CORPORATION 218 €. Dowland St., Ludington, Mich. 


Pricloil 131 
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INsTEAD of make-shift cross-over connections 
with stop valves, you can give customers really 
accurate tempering in their household hot water 
systems ... and make an easy profit on the 


added sale. 


GENERAL Thermostatic Mixing Valves are 
quality products . . . scientifically designed to 
maintain correct temperature at the tap, summer 
and winter alike. A simple explanation of their 
benefits quickly convinces any house-holder that 
the small additional cost is well worthwhile. 


Try it for yourself ... include a GENERAL 
Mixing Valve in every water heating estimate. 
Ask your wholesaler for illustrated descriptive 
folder ... or write General Fittings Company, 


125 Georgia Ave., Providence 5, R. I. 


th 


Mixing 
Valve 


& 
Quality 





GENeRAL” 


TANKLESS AND INDIRECT WATER HEATERS AND HEATING SPECIALTIES 
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Cast Bronze Housing 


Non-Corroding Thermostatic 


Bi-Metallic Element 


Nickel-Silver Sliding Sleeve 
Outside Adjustment — 80° to 210° F. 
5 Sizes for Flow from 6 to 160 g.p.m. 





i 





. . « » New Products 


vious models and is reduced 20% in size. In spite «© its 
reduction in size and weight, however, the new all-c: sper 
AquaHeater actually does a 15% better job in deli. -ing 
hot water for domestic uses. The company’s 15 year ar- 
antee still holds. 

Made by: Joseph E. Lewis & Co., Inc., 1303 Carro: St., 
Baltimore 30, Md. 

Circle E3 on coupon 


Perfection portable Heater is 


Unit with 60,000 Btu Capa ity 


A COMPLETE heating unit with the heat potential © an 
average furnace and the dimensions of an ordinary 0: nge 
crate is the new 
Perfection Model 
E-600 Heater. It 
produces 60,000 
Btu’s of fresh air 
output per hour, 
yet weighs only 
114 lbs. including 
the fuel for five 
hours service at 
high speed, and 
can easily be car- 
ried by two men. 

This heater is 
completely _ self- 
contained, includ- 





ing a centrifugal pressure-type dual blower which sepa- 
rates the ventilating air from combustion air while using 
only one motor. It can be operated from 110 volts AC or 
24 volts DC, and contains its own power rectifier. The 
blower is powerful enough to deliver maximum _ heat 
through long duct or hose runs. 

The E-600 burns fueloil or gasoline in temperatures as 
low as 70 degrees below zero. A non-clog fuel-metering 
jet maintains steady flow regardless of temperature changes 
or viscosity of fuel. Positive ignition is assured by a glow 
plug that vaporizes as well as ignites the fuel. A single 
operating switch provides convenient manual high-low 
Operation. 

Made by: Perfection Stove Co., 7609 Platt Ave., Cleve: 
land 4, Ohio. 

Circle E4 on coupon 


Warren Webster baseboard Heating 
has been completely redesigned 


WARREN WEBSTER has announced a new model of forcec 
hot water baseboard heating, designed for maximum c:se 
of — installation, 
added efficiency 
in heating per- 
formance, and an 
appearance more 














closely similar to 





that of conven- 





November 
1953 








ity 
an 
nge 


ng 
or 
he 
at 


ng 
eS 


le 


WwW 


at ee te 











tion: . baseboard. The new Webster baseboard gives a radi- 
ant .d convected warmth. 

H ating element of copper pipe with aluminum fins is 

cont ined in a sheet steel enclosure which measures less 
thar 9” in height and slightly more than 2” in depth. This 
is installed in place of the usual wooden baseboard along 
ever * exposed wall of the home. 
The new model permits easy modernization of existing 
heating systems. The enclosure is nailed to the wall. 
Brackets, which are tapped into the enclosure back, hold 
the :eating element. Enclosure fronts are snapped in place 
and trims quickly added. 

Made by: Warren Webster & Co., Camden 5, N. J. 


Circle E5 on coupon 


Heat-Timer Varivalve made for 
one-pipe steam heating Systems 


VARIVALVE, announced by Heat-Timer, features a venting 
rate that can be varied to meet existing requirements in 
new or old one-pipe steam heating sys- 
tems. The valve incorporates a heavy-duty 
phosphor bronze bellows for positive 
closure of a large venting orifice to assure 
rapid venting. When used to replace or- 


dinary air valves, the orifice can be ad- 
y 





justed to balance the system. Operation 
is said to be noiseless. 

Varivalve has been designed to eliminate the necessity 
for overheating the entire system in order to distribute 
heat to remote radiators, mains, risers and the ordinarily 
hard-to-heat places. 

Made by: Heat-Timer Corp., 657 Broadway, New 
York 12. 

Circle E6 on coupon 


Vapor-Clarkson steam Generator 
makes up to 5,000 Lbs. per Hr. 


VAPOR-CLARKSON steam generator model OKJ-4740 can 
change from fueloil to natural gas firing by flipping a switch 
without interrupting steam ’ 
Unit develops full 
working steam pressure up to 
300 Ibs, 
minutes from cold water and 
produces from 1,500 to 5,000 
lbs. of steam per hour, The 


output. 


in less than three 


fucioil spray nozzle has been 
in. orporated right into the 
m:.al body of the gasburner. 
U on closing the fuel selec- 





tii 1 switch, the motorized gas ez | 
v. ve closes and the fueloil solenoid valve opens auto- 
m ‘ically. 

Ince started automatic controls take over to turn the 
& ierator on or off and modulate steam output to meet 
c. nging demands. A patented steam separator removes 
e -essive moisture, while steam output is modulated by a 
s¢-vo-control which meters fuel, combustion air and feed 
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The profits are yours—TO 
KEEP—when you sell and 
install Quality Deluxe 
Silent Korth oil burners. 
Dependable per- 
formance _ elimi- 
nates costly serv- 
ice calls. Service- 
free Korth saves 
you time, protects your 
profits, invites recom- 
mendation business. 


















Service Free 
Burner 





MODEL SR 
available in 2 sizes) 
-75 to 3.0 G.P.H. 


iy 


QUALITY 


Standard 
Specifications 


GENERAL 
ELECTRIC or 
OHIO Motor with 
€ esate: tent Sie Thermal Overload. SUND- 
-75 to 20.0 G.P.H. STRAND Fuel UNIT. JEFFERSON 
Ignition Transformer. MINNEAPOLIS-HONEYWELL 
Controls—Thermostat, Relay, Plain Limit. ONE 
PIECE CAST HOUSINGS: Motor & Pump Bores 
Machined for accurate alignment. LOVEJOY 3-PIECE 
FLEXIBLE COUPLING Connecting Motor & Fuel 
Unit for quiet operation. All the way thru—SILENT 
KORTH is built for outstanding performance! 


Get More REPLACEMENT BUSINESS 


Write for FREE colorful envelope stuffers, literature, specification 
sheets. 16'' window and truck decals and newspaper mats. 


JOBBERS Protected on Dealer Sales. Write for new Net Prices. 


SILENT KORTH OIL BURNERS & PARTS ARE SOLD ONLY 
THRU JOBBERS & DEALERS 


ECKHART MFG. CO.,INC. 


UNION, NEW JERSEY 
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with FOA-5X 


reports Ralph E. Watts, East Hartford, Conn. 
































Mr. Watts tells it better than we can: 


“What a difference there is in service calls since the Shell Oil 
Company came out with the cleansing factor in their Furnace Oil 
known as FOA-5X. 

“No clogged filter cartridges, no clogged nozzles, no clogged lines. 

“Thanks to the Shell Oil Company and FOA-5X for giving us a 
clean, trouble-free heating oil.” 

Very truly yours, 
Watts O1L BURNER SERVICE COMPANY 
Ralph E. Watts, Owner 


Like Mr. Watts, you’ll find that Shell Furnace Oil with FOA-5X 
just about eliminates service calls due to filter, line and nozzle 
clogging. This means more new customers and a better cost-profit 
ratio on your business. 


SHELL FURNACE OIL ## FOA-5Xj 


November 
134 1953 








$ WE 


a 3 ‘ 


Seer |! 














“I call on over 100 of these babies a 


year for lightning speed” 


— says Pekin, Illinois, heating dealer E. F. “Shep” Shepler, of the fast-acting Honeywell Aquastat 

































Dealer "'Shep’’ Shepler, left, tells Honeywell sales engineer W. I. ‘Pete’? Overend 
why he likes the Honeywell Aquastat. 


Specify the new Honeywell L4006 Aquastat. 
It’s fast-acting — easy to install! 


Vastly improved. Easier to install. More sensitive than ever be- 
fore. The L4006 has a new sensing element that rapidly de- 
tects and responds to the slightest change in temperature, 
besides a new enclosed MICRO switch. 

Twelve models available —including direct acting, reverse 
acting and a model with direct and reverse acting switch. All 
three available with or without well and for either vertical or 
horizontal mounting applications. Call your nearest Honey- 
well office, or write Minneapolis-Honeywell, Dept. FH-11-223, 
Minneapolis 8, Minn. 


Honeywell 





“To satisfy my customers, I need a control 
that acts just that fast on domestic hot water 
installations. 

““Without a doubt, the new Honeywell 
Aquastat is the fastest, most sensitive one 
we've ever worked with. And it’s easy to in- 
stall and service, especially in tight places. It 
doesn’t need any “swing” room for horizon- 
tal mounting. 

“You can set and adjust the control point 
externally, with a screw driver. It’s got the 
kind of flexibility we’ve been looking for 
— for a long time. 

“We'll probably use over 100 of these 
Honeywell L4006’s this year. We specify 
Honeywell on all our jobs. Our customers 
know the Honeywell name represents quality 
control manufacturing. 


* * * 
Remember, you gain two ways when you 
specify Honeywell Aquastats: You give your 
customers a better, faster-acting control, and 


you make your installation and service jobs 
easier. Try it — find out for yourself. 


Another Plus- Profit 
Product from Honeywell 


135 











y 
hte ON 





Nationally advertised Venko finds you prospects 
and helps sell them. It also saves hours of costly 
time and labor by coming completely equipped 
for speedy installation with burner, circulator and 
controls ready to operate. And its prize-winning 
crate which fits through a 30-inch door is so con- 
structed that one man can manage the entire unit. 
Assure tomorrow’s profits—investigate Venko 
today. 


NATIONALLY ADVERTISED 


Built to fit the modern home 





WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N.J. « Dover, N. J. 
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water. Protective safety controls are built-in the com: lete 
package, which includes the 7/2 hp electric motor, blo\ er, 
feed water pump, steam separator, steel coils. Overa!! 4j- 
mensions: 50” wide, 80” high, 73” long. 
Made by: Vapor Htg. Corp., 4501 West 16th St., « \1i- 
cago 23, Ill. 
Circle E7 on coupon 


Honeywell’s new Aquastat is 
remote Bulb hot water Coni ol 


A REMOTE-BULB hot water control has been added to she 
Minneapolis-Honeywell line of fast-acting, liquid i.!led 
Aquastats. Micro-switches are used in : 
all models of the new unit to provide 
a complete line of switching action. 
Direct or reverse action is provided in 
the L4008 model while combination 
single-pole, double-throw action is 
available in the Model L6008. 

The bulb can be placed directly in 
the tank or other vessel, or in the boiler 
the bulb may be placed directly in the 
boiler water or in the supply line and 
may be mounted in any position. The 
control unit can be placed as far from 
the bulb as the capillary will permit. Standard length of 
the capillary is 60”. Other lengths are available. 

The remote bulb may be installed in an immersion well 
or placed directly in the controlled liquid. When located 
in the boiler liquid, compression fittings are used to seal 
off the’ fluid at either the bulb or capillary, The standard 
L4008-L6008 is furnished with a non-adjustable differen- 
tial, with an adjustable differential (5 to 45 degrees) avail- 
able for either instrument. 

Made by: Minneapolis-Honeywell Regulator Co., Min- 
neapolis 8, Minn. 





Circle E8 on coupon 


Hiab truck Cranes fully Hydraulic 
for Hoisting, Unloading, Swinging 


HIAB hydraulic truck crane will lift and swing loads be’ 
tween 1125 and 2200 pounds, The boom is adjustable from 
3 feet 10 inches 
to 11 feet 8 inches 
and can be 
changed to oper- 
ate either in front 
of or behind the 
cab, Besides nor- 
mal crane func- 
tions, the Hiab 
crane will per- 
form many winch vil 
operations. Another feature is that Hiab cranes will ra! 
truck bodies for dumping. 

Normally, the Hiab crane is powered from the tru 
engine through a single speed power take-off. The wi 
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How TACO AIR SCOOP works... 


Air bubbles are scooped up by the first 
baffle and rise into the upper chambers. 
Any air bubbles that get through first 

g baffle are scooped up by the second or third. 


Air accumulating in chamber No. 1 is 

m removed by the air valve. Air from chamber 
No. 2 goes to expansion tank. If expansion 
tank should be filled, air would back down 
into the Air Scoop and be removed by air valye 
thru chamber No. 1. without disturbing system. 


Letter Heating-Better with Taco 





_ TACO HEATERS, INCORPORATED 














i137 Seuth St., Providence 3, R: I. 


eloil 





removes 
AIR from HOT 
. WATER HEATING / 

SYSTEMS 
y ano INEXPEN sIVE 


TO pimernth 


EAS 


3A" — 1" — 1Y4"" — 12" SIZES 

You can solve a lot of your air problems with Taco’s 
new AIR SCOOP. When the system is first filled, alf 
you do is vent the radiators and high points. The job 
is then finished. No draining water. No repeat opera- 
tions. No cutting or adjustments. No going back to job. 


TO EXPANSION TANK 






CONNECTION FOR 
AIR VENT 











SEND FOR MORE INFORMATION 
ABOUT TACO AIR SCOOP 


ne ae ae 





i TACO HEATERS, Incorporated 
137 South Street, Providence 3, Rhode Island 


Send me more information about the new 
TACO AIR SCOOP. 


Name. 





Company 
Street Address 
City. State. 











— ft th | 


Oe | ncnissrieninsncvinsceiniaaeninenmsieemenndeiecsalaaiil 


137 







. . . « New Products 


requires only from 10 to 14 inches of space between the 
cab and the body. Hiab cranes are made to clear 56 inches 
from top of truck frame to top of cab on regular trucks and 
66 inches on cab-over-engine trucks. 

Made by: Stedt Hydraulic Crane Co., 15 Boylston PI., 
Brookline 46, Mass. 


Circle E9 on coupon 


Magnex transformer replacement Kit 





Magnex transformers are provided with four knockout 
the internal junction box on sides, end and bottom. 


other in the base. The three interchangeable mou 


of replacements possible. 
Made by: Magnex Corp., 90-28 Van Wyck Exp 
way, Jamaica 18, N. YT. 
Circle E10 on coupon 


for service Work on most Oilburners 


AN EASY-TO-CARRY, compact ignition transformer replace- 
ment kit has been introduced by Magnex. The kit contains: 


2 standard trans- 
formers, 3 inter- 
changeable 
mounting bases, 8 
fastening screws, 
2 studs for stud 
mounted _ trans- 
formers, 2 Rajah 
adapters and 2 
spring clip adap- 





Side Panels for Fageol portable Heaters 
permit Concentration of Heat in one § 


transformer has high tension terminals on the end: + 


bases, for use with both transformers, make a great va: 


tor 
ne 
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PRODUCTION of heat directing side panels for use with she 


of heavy sheet steel, the panels cover 
heat outlet openings of the portable 
heater and can be used singly or in 
pairs to direct heat as desired, 

The new side panels permit use of 
the oilburning heat machine in a great 
number of applications where concen- 





ters. 


A serviceman 
can make an ex- 


ack, 


transformer 


permanent 


og 





placement on the 
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GENERAL 


INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 
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AND CHECK OFF 
THESE ADVANTAGES 


QUICK PROFIT 


Generals are easy to sell because customers 
need GF’s positive filtering protection. 


EASY SERVICE 


Single-bolt assembly means instant, sure 
servicing —no time lost through troublesome 
“call-backs.”’ 


REPEAT SALES 


Seasonal cartridge changes aid in finding new 
filter prospects, assure lucrative, dependable 
earnings. 


SUPER-FILTRATION 


Finest all-wool cartridge and GF’s unique filter 
design mean the sofest filtering known! 


ANOTHER MONEY-MAKER! 


CLEAN RIGHT Soot Remover works safely, 
gently, quickly cleans any heating plant. 
Made for General. Filters, Inc. 


GER 


FILTERS 


job. Standard 115 volt primary, 10,000 volt secondary, 


tration of its 189,000 Btu’s in one di- 
rection is required. Ordinarily the ma- 
chine sprays out heat in three direc- 
tions just above the floor. 

Made by: Fageol Heat Machine Co., 
5725 Mt. Elliott Ave., Detroit 11, 
Mich. 

Circle Ell on coupon 


REPLACEABLE FELT 
CARTRIDGE 


1A-25 
for small stoves, 


2A-700 
for average needs 








heaters, etc. 


Model PW-189 Fageol Heat Machine is announced. Made 

















Ay ae 


Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 
OIL FILTERS are the finest all-wool-cartridge filter money can buy! Easily 
replaceable felt cartridges not only reduce maintenance to a few simple 
steps but assure positive filtering which puts an end to unprofitable service 
“call-backs.’” One cartridge change covers the entire 
season. In addition, GF’s quick, out-in-the-open installations 
save you time and money on every job. 


43800 Grand River Ave. 
Novi, Mich. 
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yi i in the attic 
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he ... in crawl space A .. + or suspended 
de vader the floor <o rer. 4 from ceiling 
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THIS COMPACT WINTER AIR CONDITIONER 
| from the famous SUNBEAM line by American-Standard 
__.Safely solves your installation problems — 














HIS compact winter air conditioner is just virtually unlimited residential applications for 
) what you need for those small and medium perimeter or conventional duct systems. It is 
size homes where limited floor space makes it also well suited for suspended installation in 
difficult to install a conventional type unit. small commercial buildings such as garages and 
Its small size and safe construction allows service stations. 
installation in attic, suspended under the floor For more detailed information on this modern 
. —in crawl space, in utility room or in similar sales maker, including ratings and dimensions, 
out-of-way locations. It is also ideal for zone contact your wholesale distributor. Sunbeam 
heating in larger homes where more than one Air Conditioner Division, American Radia- 
unit can be used to advantage. tor & Standard Sanitary Corporation, Bessemer 


It is extremely versatile and is adaptable to Building, Pittsburgh 22, Pa. 





THE OLANDO is available in three sizes—80,000, 
100,000 and 112,000 Btu per hour at bonnet. It 
is quality-built, precision engineered. Inside of 
durable metal jacket is protected by corrosion 
resistant reflective coating. Heavy steel heating 
element fired by famous Arcoflame oil burner 
assures better heating and longer life. Detroit 
Controls provide trouble-free automatic opera- 
tion. The Olando is factory-assembled and 
shipped with wiring harness for quick and easy 
installation. 














American-Standard 


SUNBEAM AIR CONDITIONER DIVISION 
ELYRIA - OHIO 


Executive Offices: Bessemer Building, Pittsburgh 22, Pennsylvania 


Av RICAN-STANDARD + AMERICAN BLOWER © CHURCH SEATS & WALL TILE + DETROIT CONTROLS © KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 


F 
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11,273. gallons 
61 deliveries 





Chauffeur John Consentino with 
his daughter Rosemarie. 

enti delivered 

‘i 8, 1953, John Consentino: 4 

Z Lana Md of fuel oil in 61 deliveries to resi 


i ks. 
tial 275 gallon basement tan . 
“a : Booma-Breed drivers was ill and chauf- 








41 Seems one of the 
5 tino took on his deliv 
: splay left the Booma Breed plant “ (oe ie 
to make 47 deliveries. He was driving a — — ee 
capable of 60 to 65 g.p.m. pump speed. He c 

at 2 points: Salem and Danversport. 


in eight towns: “wee 
: ly Farms, Manchester. 
ilton, Wenham, Beverly honed the dispatcher and was 


tel ' Abo 
= cinema see This totalled 61 7 ian ™ 
- vets when he garaged his truck at 5 50 . ” si 
All deliver 


except for : 
ee - John Consentino’s story* ... 





what’s your story? 


We can all learn from each other. How about sharing 
your experience? Maybe you, asa driver, just cracked a 
tough delivery problem, or solved a certain emergency 
Situation. Perhaps you have a special way of saving 
time and money for your company. 


Tell us your story. Scully Signal Company will pay 
you $25 if it publishes your story in this magazine 
during 1953 or 1954. Write as many as you want. 
Don’t worry about how you write them. It’s the facts 
that count. All stories received will be acknowledged 
and will become the property of this company. None 
will be returned to the sender. Mail yours now to 
Frank Scully, President, Scully Signal Company, 
First St., Cambridge, Mass. 


*As told by John Stevens, heating oil manager, 
Booma Breed Co., Inc., Lynn, Mass. 
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' This new unit 





. « « « New Products 


Cash-Acme pressure reducing and 
regulating Valve for heavy Fw: loi] 


CASH-ACME’S Type BBC is an automatic pressure : 
ing and regulating valve for pipe sizes from 3%” to 
All sizes are direct acting, single : 
seated, spring loaded diaphragm type, 
with maximum initial pressure in iron, 
200 psi; maximum reduced pressure, 
125 psi. In bronze, maximum initial 
pressure is 250 psi; maximum reduced 
pressure, 200 psi. 





The valves are self-contained, with simple pressur. ad- 
justments. Inner valve and valve seat, both of stainless «ic : 
are renewable. All working parts are accessible for ¢ can- 
ing or replacement by removal of the bottom plug. This 
permits removal of all parts except the body seat, which 
unscrews with a standard hexagon socket wrench. Avail- 
able with standard square head adjusting screw, handwheel 
or “T” handle. 

Made by: A. W. Cash Valve Mfg. Corp., Wabash and 
Morgan, Decatur 60, III. 

Circle El2 on coupon 





Flame-proof, disposable paper Bag 
Standard on Empire vacuum Cleaners 


A FLAME-PROOF disposable latex paper bag is now stand- 
ard equipment on all Empire furnace and boiler vacuum 
cleaners. It is said to have 
three times longer life than 
the ordinary disposable paper 
bag. 

Its safety factor provides a 
higher measure of protection 
than is possible with ordinary 
paper bag filters. A series of 
field tests has shown customer 
satisfaction with the on-the- 
job performance of the new 
latex material. 

Made by: Empire Chemi- 
cal Products Co., 10 Long- 
worth St., Newark, N. J. 

Circle E13 on coupon 








Burnham makes two Additions 

to Line of Base-Ray Products 
BURNHAM announces two new additions to its Base-Ray 
line. An 18” left end section now is in production and 
available for im- 
mediate delivery. 


permits furnish- 


ing assemblies in 





increments of 6”. 
New rating data give outputs in 6” increments, 2 to 24 
linear feet. 

Another useful item is the extended inverted cor: er 
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AT-A-GLANCE. <~ |» 





ACCURATE, DEPENDABLE, 
WEATHERPROOF GAUGES 
Easy fo install...Easy to read! 





Unaffected by specific gravity changes 
or variations, Sentry Remote Gauges 
accurately indicate liquid level at all 
times. Simplified mechanical opera- 
tion eliminates unnecessary fittings, 
bulbs or levers for serviceman to 
tamper with as well as his need for 
access to building. Remote Gauge may 
also be combined with At-A-Glance 
Direct Gauge, shown below, for read- 
ings at both tank and remote loca- 
tion if desired. Non-corrosive, stain- 
less steel and brass extension lines 
connect tank float with heavy-duty 
cast aluminum, weatherproof, ther- 
mometer type indicator — calibrated 
in fractions. Unconditionally guaran- 
teed. Write for descriptive literature. 





a 






and D-10 
Gauge for 
basement tank 
installations 
with 2” and 
142” openings 
respectively. 











Type D-U 
Gauge for 
underground 
tank 
installations. 
Fits 2” 
openings only. 








P KRUEGER, Senco GAUGES 


GREEN BAY « WISCONSIN 

















No Greater Value Ever 
Than These Complete“ 
Fuel Oil Trucks! 


IMMEDIATE DELIVERY ANYWHERE 
in the U.S. A. - Trades accepted - 
Terms arranged 


1000 GALLON — 2 compartment tank; fully skirted, top 
shrouding; 1!/2" ticket printer (your choice); 125° 11/4" hose 
and electric reel; 1954 Dodge I'/, ton with 7:50 x 20 8 ply 
NnGa eG Came. 5-2-4 fas soos oo ee Kal aera $4,078.00 
1300 GALLON — 2 compartment tank; equipped same as 
above; 1954 Dodge 2 ton with 8:25 x 20 10 ply tires, com- 
eS tat? Tay ES $4,488.00 
1600 GALLON — 2 compartment tank; equipped same as 
above; 1954 Dodge 2!/ ton with 9:00 x 20 10 ply tires; com- 
Gletebei. ot cada heaters a ee nate $5,286.00 

















1750 GALLON — 2 compartment tank; equipped same as 
above; 1954 Dodge 2!/2 ton with 9:00 x 20 10 ply tires; 19000 
lb. G.V.W. chassis; complete ................... $5,478.00 
2100 GALLON — 2 compartment tank; equipped with 2" 
ticket printing meter (your choice); 125' 1'/4" hose and 
electric or "Fluid Drive’ reel; 1954 Dodge 3 ton with 10:00 x 
20 12 plytivesscomnlete =. 2.4 5-25 05-5 cc. $6,882.00 
2450 GALLON — 2 compartment tank; equipped same as 
above; with 100% air brakes; 1954 Dodge 3!/2 ton with 11:00 


«20 02 ply tines: caompite.. 5 ec cereien ss $7,916.00 
3300 GALLON — 1954 Dodge 4 ton; specifications on re- 
ueshe i COmneaI@? s. = sos: va ae eae ine ae $11,890.00 


REAR INSTALLED EQUIPMENT and VARIATIONS IN BASIC 
SPECIFICATIONS AVAILABLE IN ALL SIZES. OTHER TANK 
SIZES, PRICES ON REQUEST. Prices include all federal taxes. 


Consideration given to state and local requirements. 


* ectades chassis, 
tank, pumping and 


|DY-Yol '<=34 me re ae 
Brothers 









Catalog FO 































































300 Lincoln Avenue 
HAWTHORNE N. J. 
Hawthorne 7-2100-2101-2102 
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plate, similar to the original corner plate but extend>d on 
each side so that it measures 109%” from the corner tu ach 
end. With these two units it is possible to completely ->ver 
two or three walls of any room without the use of the - ‘ase. 
Ray baseboard extension. 

Made by: The Burnham Corp., Irvington, N. Y. 


WINNING NUMBERS 


in Hot Water Heating Vents 


MAID-0-MIST 





Circle El4 on coupon 





Quiet Automatic-flow level Furnace 
designed for basementless Buildixgs 





. e | 

‘ ° | A FLOW LEVEL FURNACE is part of the line of Quiet 4 «to- 
° e | matic furnaces designed forbasementless buildings, Ii: is a 
° we . | forced air unit 

. ° | and requires only 

° * | a small hole 30” 


floor for installa- 
tion. Where regu- 
* — lations permit, no 


: d der th 
NUMBER io. in‘micciodon = | Goce for neta 


float- operated valve , 
gives positive action 
for such large capac- 








3 ity, continuous venting * | chimney or draft 
| . . 
° jobs as . is needed . . . just 
i ° sree Stomees ° | a small ventpipe 
mains and circulat- : : 

” ing lines ° with induced fan 
- * Venting hot water ® = through which gases are blown out. 
m= convector radiators ‘ The Pee , d ith « — i dani Cad 

@ Venting high points € unit 1s equipped with a Quiet u —_ 1¢ gul ype 
. on mains * | oilburner and controls ready for installation. Capacity is 
© No air chamber required. Size 43x 2\4,"". @ 

Send for Catalog Sheet No. 7. : . 80,000 Btu. 

4 Made by: Quiet Automatic Oil Burner Corp., 33 Bloom- 


NUMBER 


For pressures up to 30 


* Ibs. Designed for lim- 
* ited space, this self- 
* closing, float-operated 

valve provides positive 


e action for such con- " 
= 


tinuous venting jobs as 


° | field Ave., Newark, N. J. 


| Circle E15 on coupon 





. | Oilburner transformer Replacements 
, facilitated with Dongan Series 10 


SERIES 10 is a new line of Dongan replacement ignition | 
transformers and interchangeable bases, consisting of four 
types of transformers, 10 types of bases and three types 
of terminal adapters. Dongan explains that this makes 
possible transformer replacements on upwards of 1,00 
different models of oilburners, sufficient to take care of 
practically all normal replacements. 

Each of the four transformer bodies has room wiring 
compartments with three knockouts, one on each side, 


NO. 
e ® Venting convector re 


radiators 


@ Venting baseboard ~ 
~ radiators 


@ No air chamber required. Size 3-3/16 x I'/"'. 
Send for Catalog Sheet No. 67. 


NUMBER 





A fast venting valve of , 





the expansion type. Its 
small size and responsive 
action make it ideally 
suited to such venting 
jobs as 


@ Venting convector rad- 
iators 


@ Venting free standing 


plus another in the base. All have been approved by Un- 
derwriters and will not interfere with radio or television 
reception. 


Made by: Dongan Electric Mfg. Co., 2987 Frank!in, 
Detroit 7, Mich. 


Circle E16 on coupon 





radiators 
@ Venting baseboard rad- —" 
iators Cam-Stat fan and limit Control 
° No air chamber required. Size I x lh". @ available with or without Housin:s 


Send for Catalog Sheet No. 72. 

| CAM-STAT’S new model fan and limit control features con 

MAI D-O’- Mi I ieik: ge @. = | pactness of design and a wide variety of settings and difi r 

’ | entials, both fixed and adjustable. Among features clain d 

3217 NORTH.PULASKI ROAD ‘MI | nae ite’ F 
CHICAGO 41, ILLINOIS are extreme sensitivity, clean snap-action in the switch ©» 


HEATING SPECIALTIES 
| no creep or changes in settings or differentials. 


| 
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How Lightweight Refractories 
Reduce Combustion Noise 














CONVERSION JOB 

















“Sure, I know my fuel bills will be low 
with oil, but I understand that every 
time the burner goes on it sounds like a 
thunder storm.” 

You’ve probably run up against this 
comment more than once—and it has to 
be answered before an oil-fired job is 
sold—and a new oil account is entered 
on the books. 

Lightweight refractories won’t solve 
this problem all by themselves—but they 
will help. Here’s how: 

The answer lies in the same porous 
structure which enables B&W Insulating 
Firebrick to cut fuel bills as much as 25% 
because they store and conduct less heat. 
In addition to keeping the heat inside the 
firebox, these tiny air pockets of B&W 
Insulating Firebrick absorb combustion 
noise in the same way the acoustic per- 
forated ceiling tiles do. They not only 
keep the heat in the firebox, but the com- 
bustion noise, too. 

Because B&W IFB are the lightest 
weight insulating firebrick, they not only 
help you keep satisfied oil customers 
through lower fuel bills, but they will 
help eliminate “thunder storm” noise 
complaints, too. 


Send today for the 
B&W FIREBOX HANDBOOK 


a valuable guide 
for every installer 


THE BABCOCK & WILCOX CO. 


REFRACTORIES DIVISION 
General Offices: 161 East 42nd St., New Y ork 17,N.Y. 
Works: Augusta, Ga. 


ol 








Buitt-iIn Quatity 


Assures 


Customer SATISFACTION 


UTICA RADIATOR 
CORPORATION 


UTICA 2,NEW YORK 


BOILERS + RAD/JATORS 
HEATING ACCESSORIES 
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YOU ALSO GET THE 


BIG SIZES 





A COMPLETE RANGE OF SIZES... 
from 75,000 BTU to 500,000 BTU 


A COMPLETE LINE OF MODELS... 
Horizontal e Vertical « Basement 
Downflo « HiBoy « LoBoy ¢ Suspended 


OIL FIRED 
WARM AIR 
FURNACES 
can be easily 
converted to gas 














3 











SPECIAL ORDER SERVICE 
on any size unit UP TO 1,000,000 BTU 


P 


For jobs that require units larger than 500,000 B.T.U., Besser 
offers fast, reliable Special Order Service. We have the facilities 
to build any type unit required, up to 1,000,000 B.T.U. output. 
Every “special order” is built to the same high standards of the 
regular Besser line. Whatever your need, we can build it! 





[ A NEW PROFIT-MAKER 
JOINS THE BESSER LINE 


Revolutionary 
HORIZONTAL Summer 
AIR CONDITIONERS 


for Residential or Commercial installations 





Combining space-saving “horizontal” design with an en- 
tirely new cooling principle, Besser Summer Air Conditioners 
bring central air conditioning within the reach of almost 
everyone. Designed for installation and operation in con- 
junction with central heating systems, units are fully adapt- 
able to either warm air or hot water heating. Greatly in- 
creased efficiency lowers initial and operating costs through 
use of smaller units. 


Available in 2, 3 and 5-Ton units. 


“Only the BEST goes into a BESSER!” 


BESS € Rosine aie conorrionsrs 
The Complete Line for Year-Round Profits 


BESSER METAL PRODUCTS CORP., P. O. BOX 4064, CHARLOTTE, N. C. 
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. . « « New Products 


Fan control rating is Y2 hp at 120 or 240 VAD; limit . 5n- 
trol rating, Y2 hp at 120 or 240 vac and 90 VA at 30, 12 or 
140 vac. Either 3” or 7” bimetal actuator extensions ca’. be 
furnished. The controls are produced with housing as 
individual controls, or in combinations or without hous gg 
for mounting in the customer’s own conduit boxes. 

Made by: Cam-Stat, Inc., 11833 W. Olympic B. i, 
Los Angeles 64, Calif. 

Circle E17 on coupon 


Portable power Unit developed 
for Lockformer slitting Attachme :its 


= 
| 


A NEWLY DEVELOPED power unit, for independent use wi 
all Lockformer slitting attachments is readily attache to 
slit- 
ters. It will power 
both the 20-22 
and the 24 Lock- 
former slitting at- 


Lockformer 


tachments, is 
available se pa- 
rately for shops already having slitting attachments, but may 
be purchased as a complete, self-powered unit. Slitting at- 
tachment in no way interferes with Lockformer operation 
but must be removed if a power flanging attachment is 
to be used. 

The unit incorporates a 4 hp ball bearing capacitor type 
motor, bronze reduction type worm gear and heat treated 
drive gears, Gear drive unit operates in sealed oil bath. 
Comes complete with cord and on/off switch, ready to plug 
in and start operating. 

Made by: The Lockformer, 4615 West Roosevelt Road, 
Chicago 50, Ill. 





Circle E18 on coupon 


Four round, vertical combustion 


Chambers added by Insul-Lyte 


FOUR round, vertical type combustion chambers have been 
added to the Insul-Lyte precast line. Models V-65 and 
V-100, illustrated, are made 
in two and four piece units, 
for installations ranging in 
capacity from .65 to 1.35 
gph. Models V-150 and 
V-200, larger units made in 
six piece assemblies, are de- 
signed for installations from 
1.50 to 1.85 gph. Sizes run 
from the V-65 with 11!” 
outside dia., 14” over-all 
height, 27 Ibs. shipping 
weight, up to the V-200, 17” outside dia., 1414” over: ull 
height, 67 Ibs. shipping weight. Standard rectangular and 
special chambers also can be supplied. 
The smaller new models are cast with a base and s 

wall fillet; larger models feature vertical tongue-and-gro ve 
joints and a ship lap base. There is a built-in corbel on ll 
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i OW you can do something 


. Se eS 


about the weather 

















It’s sealed out of the 


Xachtdle UNWERSAL? 


oil tank gauge 





WEATHERPROOF! New head and flange design pro- 
vides a shockproof, hermetically sealed unit that posi- 
tively locks out dirt, moisture, and other foreign mate- 
rials. This assures extra years of trouble-free service 
under al] weather conditions. 


STOCK JUST ONE GAUGE for all installations! It pays 
to standardize on ROCHESTER UNIVERSAL Gauges. In- 
doors or out, they'll remain accurate and easy-to-read 
for years to come. 


NO SEEPAGE! NO FUMES! A powerful permanent 
magnet transmits float-arm action from tank to indica- 
tor... there are no holes in the gauge. 

EASY TO READ. “DUAL DIAL” can be seen from front 
or back ... makes tank filling and checking a snap. 
EASY TO INSTALL and stocked by leading 
wholesalers everywhere for all standard 
oil burner storage tanks. Rochester Manu- 


facturing Co., Inc., 8 Rockwood Street, 
Rochester 10, New York. 


Xochesler 


MANUFACTURING COMPANY, INC. 
PDIAL THERMOMETERS GAUGES AMMETERS 


Prucloil 


oilhear, 





AslzFs 


OFPENDABLE B ACCURACY 


ResZ, 











COMBUSTION CHAMBERS 


—= 


Write us 
for 
additional 
information 





HEAT-RESISTING 


STEEL 


SHEARED TO SIZE 


Ya 




















If you are using or con- 
templating the use of heat- 
resisting stainless steels 
for combustion chambers 
for oil burner furnaces, 
we are specialists in pro- 
ducing these types of 
steels. 


Whether you are a large 
or small user of these 
steels, our facilities can 
offer exceptional service 
by especially shearing to 
your specified combustion 
chamber blanks, or mul- 
tiples thereof. 








BORG-WARNER CORPORATION 


Plant: New Castle, Indiana 











| 


Ingersoll STEEL DIVISION 


310 South Michigan Avenue, Chicago 4, lilinois 
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Moke Custémers 
Influence Profits 


HEAT-TIMER 


guaranteed controls and valves 
They have no competition 


sate. 2 ene i San eee mereennenymeme emanate 


The Heat-Timer Control 
takes the guesswork out 
of heating installations 





HEAT-TIMER CONTROL 


automatically times heat supply to weather, makes 
possible up to 40% fuel savings; has other important 
efficiency and economy features. No other control 
at any price offers equal benefits. Installations sell 
for you. Owners recommend Heat-Timers; managing 
agents install them in all their buildings. You ‘build 
for customer satisfaction and increased profits ‘with 
every Heat-Timer Control that's sold. 


Heat-Timer Valves 
take the ‘“‘bugs’’ out 
of hard-to-balance 
1-pipe steam systems 








Heat-rimer THERMOVALVE 


automatically maintains accurate 
temperatures, room by room. 
Has built-in dial thermostat. Does not 
interfere with existing controls. Angle 
or straight shank. List $3.95 


HeaT-TiMER WARIVALVE 


gets heat fast to those hard-to- 
heat rooms, mains and risers. 
Venting orifice, variable 0” to 5/16”. 
Angle or straight shank. List $3.45 


HEAT-TIMER CORP’N 


657 Broadway, New York 12, AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm; 
Fire-Chief Fire Alarm and other outstanding products. 





precision-made; 
long-life; brass, 
chromeplated. 
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. » « « New Products 


models. The chambers are made of a light and p rous 
material which attains a high surface temperature qu’ kly, 
No tools or cement are required for installation. 

Made by: Insulating Castable Corp., 130 W. Pl: ant 
Ave., River Rouge 13, Mich. 


Circle E19 on coupon 


Rempe has floor level baseboard 
Convector with copper tube Elem »nt 


A NEW BASEBOARD CONVECTOR introduced by Rempe ‘ea- 
tures a cover designed to solve wall-to-wall carpeting ; vob 
lems. Carpet can 
be laid up to the 
cover and not un- 
der it; if wall-to- 
wall carpets are 
not used, a quar- 
ter round covers 
the joint between 
the convector 
cover and_ floor. 
Air stream outlets in front and on slanted portion of cover 
directs warm air away from wall—outward and upward. 

Cover is 3” wide by 8” high. A black plate rests on floor 
secured to studs; element hangers snap onto plate; element 
is placed in the hangers; corner sections and end plates are 
provided. Element tubing expanded into collard fins gives 
permanent metallic bond. Element is 1” copper tube, 3” x 3” 
fins; furnished in 10 ft, lengths. 

Made by: Rempe Co., 340 N. Sacramento Blvd., Chi 
cago 12, Ill. 





Circle E20 on coupon 


Williamson Oilsaver DeLuxe Unit 
operates as two Furnaces in One 


OILSAVER DELUXE FURNACE features an exclusive 2-capacity 
system. Full capacity is used only for cold days. On mild 
days the Oilsaver Deuxe auto- 
matically reduces to one-half 
capacity and half-speed for 
its blower. An extra outdoor 
thermostat makes it possible 
for the furnace to “think for 
itself.” The thermostat con- 
trols limit switches which, 
during mild weather, allow 
the oilsaver Deluxe to pro- 
duce only 40% to 50% of 
maximum capacity and halve 
the speed of the blower. 

There are 21 models: Flo-Warm, Hi-Boy, horizo: 
and Duo-Fuel forced-air types, plus gravity models. Rat: 3s 
range from 63,650 to 200,000 Btu output. 

Made by: The Williamson Heater Co., 3530 Madi. n 
Road, Cincinnati 9, Ohio. 


Circle E21 on coupon 
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‘ling B-1C temperature Control 
for Use in industrial Heating 


Bu: ING model B-1C temperature control operates between 
the mits of minus 300° and plus 300° F. and is designed 
for ‘industrial oil- 
hea ing and _ air- 
litioning ap- 


= 


co 
plications, It em- 
plos the Burling 
principle of a 
temperature 
sensing element 
consisting of a 
high expanding 
outer tube and a 

low pressure inner member, with their relative motion 
caused by temperature changes multiplied by a lever to 
actuate a Micro switch. A dial, graduated from 1 to 10, 
an adjusting screw and locking set screw are provided for 
changing settings. 

Standard brass tube lengths furnished are 5”, 10” and 
15”; standard tube diameters are 3” and ¥Yy” O.D. A 
waterproof housing of cast-aluminum with gasketed joints 
protects the instrument. 

Made by: Burling Instrument Co., 5 Vose Ave., South 
Orange, N. J. 





Circle E22 on coupon 


E-Z Cutter portable pipe 
tube Cutter power driven Model 


THE QUIJADA TOOL DIVISION now has available a portable 
pipe tubing and conduit cutter that features power driven 
rollers which re- 
volve around the 
pipe. This pro- 
vides continuous 
cutting, and slip- 
page is elimi- 
nated, The heat 
treated, high 
speed tool steel 
cutter wheel does 
not wear in one 
spot and a single 
sharpening wil] 
give thousands of clean, fast cuts. 

The E-Z Cutter will handle pipe from 4%” to 2” and 
tubing from ¥” to 3”. Adjustable roller type pipe supports 
allow any length and size of pipe to be cut without chang- 
ing the supports. A convenient foot control switch leaves 
the operator’s hands free to handle work and speed up 
cutting. Ideal for on the job cutting in both large and small 
shops the cutter is precision made and ruggedly constructed. 

Made by: Quijada Tool Division of Gaines-Collins, 
5474 Alhambra Ave., Los Angeles, Calif. 

Circle E23 on coupon 





















Yes, PROFITS are intensely interesting these days, particularly when 
they come from prestige building merchandise . . . through a market 
that is growing daily. Yes, SHEPHARD Domestic Boilers and Hot 
Water Heaters (incorporating the Percolating Action) have become 
a standard in profits, efficiency and economy. This well known action 
prevents lime, scale and sediment from collecting . . . keeps boiler 
. thus preserving the life and efficiency of the 
eating unit. Sturdily constructed for long-lasting dependability. 

mpletely arc welded from boiler plate and tubes. Thoroughly gal- 
“nized inside and out. Furnished with any desired color (blue is 


c 


itinuously clean . . 


a< 0 = 


ndard) with chromium trim. 


joilers have 
2"" wool 
insulation. 
VRITE FOR 
FURTHER 
DETAILS. 


id 


951 SYCAMORE AVE., TERRE HAUTE, IND. 


ol 
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Yes, 20% smaller, to be 
exact. This, with lighter 
weight, makes for easier 
installation. In spite of 
smaller size, less weight 
the new AllCopper Aqua- 
Heater has 





LARGER HOT WATER CAPACITY 


Because of finned copper, instead of bare cop- 
per coils, plus AquaHeater’s famed counter- 
flow principle, performance has been stepped 
up a good 15% in the great new 











Ali COPPER 


AauaHeaTeR 


The Insulated Tankless Water Heater 
GUARANTEED FOR 15 YEARS 





See your Plumbing Supply Dealer 
Manufactured by 


JOSEPH E. LEWIS & CO., INC. 
BALTIMORE 30, MD. 














Stee! HEATING UNIT 


5 YEAR GUARANTEE AGAINST LEAKS 





Licensed under 
UV. 6. Pat. 





A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 
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Catalegs and Sales Literati re 


Following are brief descriptions of catalogs and . ‘les 
literature prepared by the manufacturers indicated. De ers 
who are interested in securing copies should fill in the . ou- 
pon on page 130, circle the number that corresponc to 
the item in which they are interested, clip the coupe to 
their letterheads and mail to FuELoI & O81 H ar, 


SAV-A-TANK NEUTRALIZING CARTRIDGE. Pamphle de- 
scribes SAV-A-TANK’S neutralizing cartridge which is compou: «led 
to stop rust in fueloil tanks of oilburners and underground ind 
above-ground storage tanks. The literature piece explains « hat 
forms the rust and how the neutralizing cartridge stop corre-ion 
and sludge formation. Directions and price information are also 
given. Sudbury Laboratory, South Sudbury, Mass. 


Circle No. Cl on coupon 


OILGAS GENERATING COMBUSTION HEAD. Eight ad- 
vantages of the Oilgas Combustion Head are listed by the manu- 
facturer in this consumer, brightly ililustrated sales brochure. ‘The 
combustion head is adaptable for all-type gun-burner units. An 
accompanying literature piece shows a large drawing of the unit 
in operation as well as operating features. Oilgas Generating 
Burner, Inc., 410 So. Jefferson St., New Castle, Pa. 


Circle No. C2 on coupon 


MORRISON DIRECT DRIVE BLOWER LINE. The Morrison 
line of direct drive blowers for manufacturers of forced warm 
air furnaces and airconditioning equipment are pictured, along 
with engineering data, dimensional drawings and performance 
curves, in this four-page brochure. The blower is available in two 
sizes of housings and with either 1/12, ¥@ or 1/6 hp shaded pole 
motor. Morrison Products, Inc., 16816 Waterloo Rd., Cleveland 
10, Ohio. 


Circle No. C3 on coupon 


REVCOR BLOWER WHEELS. This 24-page catalog shows the 
construction features, performance and dimensional data of the 
Revcor line of blower wheels which range in sizes from 11/4)” to 
123%” in diameter in both single inlet and double inlet types. 
The catalog contains descriptive material on Revcor sheet metal 
housings and also the correct scroll dimensions of the housings 
required. Revcor, 5201 N. Avondale Ave., Chicago 30, Il. 


Circle No. C4 on coupon 


FIREYE FLAME SAFEGUARDS. A non-technical booklet ex- 
plaining causes of and methods to safeguard against flame failure 
explosions. This 12-page booklet, written in narrative style, first 
tells the facts about types of flame failure safeguards tracing the 
development of preventative methods from the early days of anti- 
flooding devices to the modern, present-day automatic controls. 
Then the booklet tells how to make a safety survey of the burner. 
Combustion Control Corp., Dept. PR, 718 Beacon St., Boston, 
Mass. 


Circle No. C5 on coupon 


WAYNE HEATING LINE. A complete new 1954 line is pre: 
sented in two catalog sections entitled: ““Water Equipment” and 
“Heating Equipment.” Heating equipment includes boilers, oil- 
burners and furnaces; gas burners and furnaces; all available in a 
complete range of sizes and types. Wayne Home Equipment (o., 
Inc., Fort Wayne, Ind. 


Circle No. C& on coupon 


ECLIPSE “DO” SOLENOID VALVES. This specification a 
price sheet details construction features, application, sizes an 
types and operation of Eclipse “DO” solenoid valves for lig 
and heavy fueloils, gas, water and air. Cut-a-way drawings poi: 


out the integral features of the unit. Eclipse Fuel Engineering Co., 
Rockford, Ill. 


ver Om 


Circle No. C7 on coupon 


IRON FIREMAN LINE. This 16-page catalog describes Ir 
Fireman’s horizontal rotary oilburners, combination oil-gas. burn: °s 
and forced draft packaged burners for oil and combination oil-: 's 
firing. Illustrations and text cover features of the burners, includi: 2 
Oil Volumeter, prewired control panels, ignition system, oil 1 
heating apparatus, and forced draft equipment. The catalog c 
tains numerous cut-a-way illustrations and full data on mod 
and capacities. Iron Fireman, Mfg. Co., Cleveland 11, Ohio. 


Circle No. C8 on coupon 
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. . . « Catalogs and sales Literature 
ER E DEHYDRATOR. Fueloil dealers and industrial plants burn- 
inc fueloil, among other petroleum users, can eliminate water, 
slu‘ge, wax and dirt in bulk storage tanks by using the Erie 
D: ydrator. A full-page cut-a-way drawing shows the component 
pa: s of the unit and how it functions to remove free water and 
fo.cign particles. Engineering data is given on an accompanying 
> 2. Dimensions for various models and gpm capacities are listed 
in able form. Erie Meter Systems, Inc., 1602 Wagner Ave., P. O. 
Bcx 559, Erie 6, Pa. 
Circle No. C9 on coupon 


WHEELCO DATA BOOK AND CATALOG. This 42-page 
D.ta Book and Catalog has information on solving process con- 
tr:| problems. A complete line of thermocouples, radiation detec- 
tos and resistance bulbs are shown. Information concerning vari- 
ovs sensing units as well as tips on instrument servicing are given. 
A'‘so this book includes data on protection tubes, lead wire and 
other accessories for use with indicating, controlling and recording 
instruments. Wheelco Instruments Div., Barber-Colman Co., Rock- 


yd, Til. 
sth Circle No. CIO on coupon 


MORRIS COUPLINGS. Series of four small brochures describing 
applications for compression couplings, double-type repair clamps, 
dual-purpose and compression pipe couplings. Instructions on uses 
of Morris couplings are given along with illustrations visualizing 
applications. Each brochure has accompanying price list table 
which also lists size and specification data. Morris Coupling and 
Clamp Co., P. O. Box 632, Ellwood City, Pa. 


Circle No. CII on coupon 


WORCESTER METERING VALVES. Three general classifica- 
tions of metering valves for distillate oilburners, types V, VD125 
and FM, are described in this broadside. A cut-a-way drawing illus- 
trates each grouping which permits easy identification of integral 
parts. The function of each part is then fully described in short, 
comprehensible paragraphs. The Type “V” Groove and The Con- 
ventional Conical Point metering principles are discussed on the 
inside fold page. A diagram detailing the proper installation of 
Worcester metering valves is shown. Worcester Taper Pin Co., 
Worcester, Mass. 


Circle No. Cl2 on coupon 
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] New type motor, more 

powerful, better con- 
structed, gives 70 
inches water lift at 


KEWANEE GENERAL CATALOG 80. Contains latest data on 
the entire Kewanee line in a 32-page, fully illustrated technical 
catalog. Descriptions and selection data are given for high and 
low pressure commercial and industrial boilers, residential boilers, 
water heating equipment, boiler support brackets, structural steel 
suspension and induced draft fans for Kewanee boilers. 


Circle No. C13 on coupon 


FOAMGLAS PIPE INSULATION. Four-page folder features on 
the job installation photographs of Foamglas, all-temperature pipe 
insulation. Complete listing of the product’s physical properties and 
condensed recommended specifications makes the folder an ex- 
cellent reference. The cellular glass insulation is offered for pipe 
temperatures between minus 300° and plus 800° F. Pittsburgh 
Corning Corp., 1 Gateway Center, Pittsburgh 22, Pa. 


Circle No. Cl4 on coupon 


RED-LINE GAGE GLASSES. Ernst magnifying Red-Line master 
gage glasses are described in literature. Available in lengths up to 
72” the gage glasses provide a distinct reading of water level for 
high temperature and high pressure applications. Ernst Water 
Column & Gage Co., Livingston, N. J. 

Circle No. CI5 on coupon 


PETRO BURNERS. New general catalog of commercial-industrial 
automatic heating and power equipment contains schematic draw- 
ings of Petro burners, layouts of typical installations, cut-a-way 
views of burners and parts and installation photographs. Specifica- 
tions and detailed data are given in the catalog (form 3048) for 
oil, gas and combination oil-gas burners. Petro, 3170 W. 106th 
St., Cleveland 11, Ohio. 
Circle No. CIl6& on coupon 


HEAVY DUTY TIME SWITCHES. General Electric heavy- 
duty time switches for industrial applications are the subject of an 
8-page publication, GEC-535C. It contains information on the 
design, operation and application of the type T-27 time switch. 
Dimensions and pricing data are provided. General Electric Co., 
Schenectady 5, N. Y. 

Circle No. CI7 on coupon 





2 Extra electric outlet on top of 
machine for connecting drop 
light. No hunting for outlets 
and dragging lengths of wire 
across the cellar floor 











3 Amazing new Rayon Bag with 
“baseball” device. EXCLUSIVE 

on Empire Furnace Cleaners. 
Outlasts dozens of paper bags. 
Keeps machine at top effi- 
ciency Available at extra cost. 











Complete Price with 
Standard Equipment 


Includes...One 10 ft. Heavy 
Duty Hose—One 30” Crevice 


Rayon Bag, Baseball and 
Draw String ... $3.75 extra 


FURNACE CLEANER 59g Filter Bar=-One Paper Fier 


Still only 


Manufactured by 


EMPIRE CHEMICAL PRODUCTS CO. 


10 Longworth Street, Newark 2, N. J. 
In Canada—KRESNO-STAMM, 506 Harbour St., Montreal 24. 
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Manufacturers 
LJetivities 


Three-day sales Conference 


held by Webster Electric 


WEBSTER ELECTRIC CO., Racine, Wis., 
held a three-day sales conference re- 


cently for its industrial sales division. 
Sessions were held at the Milwaukee 
Athletic Club and at the Lake Lawn 
Hotel in Delavan, Wis. 


Representatives present at the ses- 











sions were George Brinkerhuff and 
William Wenszell, Racine; H. B. Hast- 
ings, White Plains, N. Y.; Paul 
Maurice, Seattle, Wash.; Richard 
Toellner, Milwaukee, and L. E. Woolf, 
Riderwood, Md. 

Discussions covered sales, service, 
engineering, promotion and produc- 
tion. Vice-president and sales manager 
B. T. Wiechers gave a welcoming ad- 
dress and disclosed some of the plans 
for 1954, P. G. Crewe, executive vice- 
president and treasurer, added a few 
welcoming comments. 








The Fulflo Filter container and its Honeycomb Filter Tube 
combine to give a balanced filtration of each drop of fuel oil 
...a filter balance that completely removes all harmful fuel-oil 
impurities. Fulflo Filters also provide a happy balance of 
profitable dealer sales and customer satisfaction. 


IF YOUR JOBBER CAN'T SUPPLY YOU WRITE OR WIRE US 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76,MASSACHUSETTS 
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. . . » Manufacturers’ Activi‘ies 


James H. Lahey, of the indust-ial 
sales division, revealed what sales g: -. 1s 
had been set for next year, while Ja: es 
Burns, of market research, explai 
how these goals had been compu 
Service manager Louis Ehrich cove d 
problems and policies and D. J. M 
roe, vice-president in charge of ma 
facturing and engineering, discus d 
production problems and _ operat 
procedures. 

John Jorgensen of the Oil Hyd: 
lics division talked about the mar: ot 
and sales potential of Webster E! 
tric’s line of hydraulic pumps, Wri: xt 
Dent, advertising manager, outlined 
promotional plans for next year. 


ua 


Petro and Century reduce 
heating equipment Prices 


ANNOUNCEMENTS early in October 
from Petro, Cleveland, Ohio and Cen- 
tury Engineering Corp., Cedar Rap- 
ids, Ia., gave details of reductions 
being made on heating equipment. 

J. W. Crews, Petro sales manager, 
explained that price reductions would 
range from 11% to 21% on gas and 
oilfired furnaces, and, “We hope that 
these reductions can be made perma- 
nent. The basic purpose, of course, is 
to make it easier for distributors and 
dealers to merchandise our heating 
equipment in today’s highly competi 
tive market.” Petro’s reductions apply 
to Highboy, Lowboy and horizontal 
furnace models among the oilfired 
units. 

W. S. Moellering, director of sales 
for Century Engineering Corp., an- 
nounced his company’s price changes, 
revealing that reductions in prices for 
automatic heating equipment would 
average about 10%. “The reduc: 
tions,” stated Moellering, “apply to 
all of Century’s popular models and 
are made possible by improved manu- 
facturing methods.” 


Airtemp Cooling included 
in low-priced Developmen 


A CHRYSLER AIRTEMP two-horsepow: 
air-cooled packaged airconditioner | 
located in the attic an $8,600 hom 
recently put on display at Eastlawn, 
suburban development just outsid 


Muncie, Ind. The model, opened du 


November 





1953 














ing National Home Week, is one of a 
122 «wo- and three-bedroom home pro- 
gra‘ in the community. 
¢. combination radiant and convec- 
F tior heating system has been designed 
for these homes, with conditioned 
air distributed from the attic unit 
ndividual rooms through ceiling 
diff users. 


ug 


/, total of 1,816 sq. ft. of floor space 
is provided, with the exterior of the 
homes covered with aluminum siding 
over Yy” Celotex wallboard. A three- 
inch layer of insulation is provided for 
d the attics. 

Low installation cost was one of the 
factors that led to the installation of 
Airtemp’s air-cooled units. Part of the 
airconditioning cost was absorbed by 
the elimination of the contemplated 
T installation of attic fans. 





General Electric prepares 


1S e 
Controls service Manual 


A SERVICE MANUAL, prepared by Gen- 
eral Electric Co., Appliance Control 
Dept., Schenectady, N, Y., covers its 
line of controls for residential oil- 
burners. The 150-page booklet meas- 
ures 414” wide by 844” deep, is metal 
spiral bound and jacketed with leather- 
ette cover. 


ep. 


or Fh. CL 


JS ete 


Divided into 12 indexed divisions, 
the contents begin with a discussion of 


i 


l typical wiring diagrams, which are 
1 illustrated and explained. Then follows 
a section on general service tips, cov- 
, ering practical electricity, trouble 
shooting, tracing short circuits and 
miscellaneous topics, 
mee ; ’ 
. succeeding sections picture and de- 


scribe each type of control individu- 





ally, explaining principles of opera- 
tion, application and adjustment. Rat- 
ins's, specifications, service information 
an wiring diagrams are included for 
each. Finally, a consolidated table of 
controls lists models and 
tynes 


available 


PE & G Company dedicates 
“Little Red School House” 


; Bi LL & GOSSETT CO., Morton Grove, 
I. recently welcomed a large group 
© trade paper, magazine and news- 
f per representatives to luncheon and 
| dication of the company’s new school 








house. Speakers included E. J. Gossett, 
president, R. E. Moore and C. E. 
Pullum, vice-presidents, 

In outward appearance, the B & G 
“Little Red School House” has cap- 


the objectives of the school and how 
it represented the climax of an educa- 
tional program B & G started many 
years ago. He said that rapid advance 
in design techniques and equipment 





used in forced hot water heating and 
airconditioning installations have made 
necessary an educational center where 
members of the industry could be kept 
informed of the latest developments. 

In the “Little Red School House,” 
complete courses under competent in- 
structors will be available to dealers, 
contractors, engineers and architects. 


tured the flavor of an earlier genera- 
tion. Inside, it is completely equipped 
for modern visual educational meth- 
ods. Lighting and acoustical control as 
well as the latest in radiant heating 
and cooling will enable classes to be 
conducted under ideal comfort condi- 
tions. 

R. E. Moore explained to the group 





A SURE FIRE TIP... 


FROM Monarch! 




























Look at These Nozzle Features: 

1. Every Tip individually tested for Spray 
Angle and Capacity—your guarantee of 
uniformity. 

2. Self-Centering internal assembiy always 
produces a balanced spray—No lopsided 
fires. 

3. Micro-Finish of Tip and Disc seats plus ex- 

tremely close manufacturing tolerances in- 

sure accurate capacity control. 
4. Will handle any domestic oils 

currently being supplied in the 

United States or Canada. 





5. Tip. Dise and Locknut are made Nozzle- 
of a High Chrome Stainless j 
“a, and Steel for maximum heat and A Firebox 
wear resistance. = 
“ag” Nozzle 6. Five different Slide Chart 
Boxes series available No more digging through 


for producing catalogs for proper noz- 


Don't jumble your noz- various spray zle capacities for certain 
zles loosely in your tool characteristics loads, correct fre bex 
box like "'nuts and bolts"' —all developed sizes for different fring 
if you expect them to be through hun- — or a 
usable. Carry them secure- dreds of Fire b spe ee aeteni alk _ 
ly in one of these sturdy, tests in both i a ae eae A cose 
compact steel boxes. * ese (and more) figures 
Laboratory at a glance. 





and Field 
Work. 


See) 


DEALERS: Buy from your Monarch Jobber 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13 
Central and Southern Europe: A. Coutau, Rue de la Scie 16, Geneva, Switzerland 
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Get a 


Put Your Heating Problems in Focus... 


good, clear picture of why Electrol’s oil-fired 
heating equipment and service can pay you extra dividends. 


Look over the Electrol Line for yourself—see its exclusive 
sales features and proved selling aids. 


Send for the FREE Electrol Catalog today! 


NEC QUT vorner Mfg. Co.,li:. 
22 Union Ave., Rutherford, }”. J. 











Trophy 


“Oscar of Industry” 
to Bell & Gossett Company 


IN THE FINAL RATINGS of the inde- 
pendent board of judges in the 13th 
survey of 5,000 annual reports, con- 
ducted by Financial World, Bell & 
Gossett Co., Morton Grove, IIl., 
judged as having the best annual re- 
port of the stove and heater industry. 
The bronze “Oscar of Industry” tro- 
phy was presented to E. J. Gossett, 
president of the company, at the An- 
nual Awards Banquet in the Grand 


Was 











Men We need fittings 


7\ QUICK! 

As 

When can you 
ship ‘em? 


eran always i 8 


ships quick...your | -Sgg 
order’s going out ~“ aT 


IMMEDIATELY! af 










for fast service on... 


COPPER TUBE 
FITTINGS | 


Phone... Wire... or Write TODAY 


SPAN gives the fastest shipping 
service in the industry, because 
SPAN manufactures and stocks a 
huge inventory of Copper Tube Fit- 
tings. Write for catalog and price 
list of high quality flared fittings, 
compression fittings, and valves. 


& 


ap 
® 


g 


BRASS MFG. CO. 
200 WILSON STREET 


OTSEGO, MICHIGAN | 
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| building was completed. 
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Ballroom of the Hotel Statler, New 
York, on October 26. 

In this industrial classification Afhli- 
ated Gas Equipment was runner-up 
for top honors, while Iron Fireman 
Manufacturing placed third. 

Weston Smith, originator and di- 
rector of the annual report surveys, 
presented the bronze “Oscar of Indus- 
try” trophies for the best reports in 
100 industrial classifications at the an- 
nual dinner, which was attended by 
some 1,400 business and financial ex- 
ecutives from all over the United States 


| and Canada. 


Armstrong Furnace Supply 
moves to new Building 


A NEW BUILDING, located out of the 
congested traffic area of Detroit, is now 
in use by Armstrong Furnace Supply, 
Inc., wholesaler of warm air heating 
equipment and supplies. Formed two 
| years ago, Armstrong Furnace Supply 
| occupied temporary quarters until 
early this year, when their present 


“The new building makes it possible 
for us to offer better service to our cus- 
Clark Moore, general man- 
ager, stated. “The location at Eight 
Mile and Telegraph Roads is easily ac- 
cessible to a dealer coming from any 
part of the city and the increased ware- 


_ house space enables us to keep a com- 
| plete stock of Armstrong Furnaces 
and related warm-air heating materials 


and supplies for immediate delivery.” 
The firm offers a complete engineer- 
ing service to their authorized dealers, 
with John Shears, sales engineer, pro- 
viding plan and layout assistance. 


Burnes and Carter form 
burner Company in Cenn. 


JAMES D. BURNES and G, Irving Car- 
ter, both formerly with Petro, have 
formed the Burcar Mfg. Co., with of- 


fices and factory located in Stamford, 
Conn. 

Burnes has 25 years management 
experience in oilburner manufacturing 





G. |. Carter 


J. D. Burnes 


and in retail fueloil operations. Carter 
is well-known in the oilheating indus 
try in both the United States and 
Canada. 

The new company already is in pro- 
duction with its model BK-3, .75 to 
3 gph domestic pressure burners and 
plans soon to have four other models 
ranging from .75 to 22 gph, 

Burcar will manufacture a complet 
line of oil and gasfired boilers, warm 
air furnaces and split systems. These 
will be complete, factory-assembled 
units. 

Marketing in most areas will e 
through distributor outlets. 


Fluid Heat holds district 


sales managers’ Meet 1g 


FLUID HEAT DIV., Anchor Post Prd: 
ucts, Inc., Baltimore 24, recently }!d 


November 
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oH.” 


nn. 
Jar’ 
ave 

of- 
rd, 


ent 


Ing 














a istrict sales managers’ meeting. 
Pri nary purpose of the meeting was 
to unveil new and redesigned Fluid 
Het heating equipment and discuss 
Fl. id Heat’s sales promotional plans 
for 1954. 


) Grey Knowles, sales manager, 
explained the firm’s new retail sales 
manual to the 19 district sales man- 
agers who attended the conclave. 

‘This retail sales manual,” Knowles 
said, “is very timely. Selling is defi- 
nitely becoming more competitive at 
the local level. Anything that you men 
or we can do to aid the sales effort of 
our dealers at this time should be done. 
I believe this manual is a step in 
that direction and will help our deal- 
ers’ salesmen close more competitive 
business.” 


Marlow Pumps entertains 
Editors during Conference 


MARLOW PUMPS, Ridgewood, N. J., 
held its annual sales conference dur- 
ing the week of October 19 at which 
time the entire sales force congregated 
at the plant to hear of plans for 1954. 

On October 20 the company was 
host to representatives of newspapers, 
magazines and trade papers during 
Editors Day. The program included a 
luncheon at the Ridgewood Country 
Club, a tour of the plant and product 
demonstrations and then back to the 
Country Club for dinner. 

During the luncheon A, S. Marlow, 
president, delivered a brief address of 
welcome in which he described the 
origin and background of the company 
and explained the mutual advantages 
he felt would result from the recent 
decision to merge Marlow Pumps with 
Bell & Gossett. 


Femington Airconditioning 
names three sales Reps. 


T1E APPOINTMENT of three sales rep- 
r sentatives for midwestern territories 
his been announced by Remington 
orp., Auburn, N. Y. 
Ronald H. Pepin, of Detroit, has 
en appointed sales representative for 
lichigan, Ohio and western Pennsyl- 
inia; E. G. Sommerlath, Jr., as dis- 
ict representative for Kansas, Mis- 
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Fluid Heat district sales managers at factory meeting. 
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BELA 3 


You'll cut way down on pulsa- 
tion trouble by installing a new 
DELAVAN Type “A” (Hollow 
Cone) nozzle before making any 
adjustment on the burner. In 
most cases, this practice elim- 
inates pulsation, and you save 
hours of costly service. 


Write for Catalog 148A 


+» DELAVAN 


2G 








es 


(For the finest 
protection against 
nozzle clogging, 
install new DELA- 
VAN nozzles with 
HALLY FILTERS 
attached) 





~ MANUFACTURING COMPANY 


GRAND AVENUE AND 4TH STREET * WEST DES MOINES, IOWA 
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. . . . Manufacturers’ Activities 


souri and southern Illinois and S, M. 
Davison Co., as representatives for 
Chicago, northern Illinois, Wisconsin 
and Indiana. 


Torrington Mfg. Co. gets 
write-up in Business Week 


IN BUSINESS WEEK, September 19, it 
was noted that the Torrington Mfg. 
Co., Torrington, Conn., is expected 
to have completed around January 1, 
its $500,000 addition to its main plant 


in Torrington. The new wing, the 
article stated, is expected to increase 
the production capacity of the firm’s 
air impeller division by 50%. A new 
air impeller plant is also to be built 
at Oakville, Ont. 

Business Week, in reviewing the 
growth of the firm, stated that the 
expansion has been necessitated by a 
big up-sweep in demand for Torring- 
ton’s fans and blower wheels since 
1945. In 1945 sales amounted to 
around $500,000; in 1953 total dollar 





oil 
gas 









fuels . 


or coal... 


Economy 


has all three! 


Carry the dependable, profitable line for all three 
. . International Economy. Hi-Boys, 
Counterflos, Consoles, Gravity, Forced Air, 


Blower Units, Unit Heaters, Conversion 
Burners, Steel, Cast-iron— anything and every- 
thing for your customer’s needs ... engineered 
for the fuel they want to use. 


It pays to concentrate all your sales fire with 
International Economy, the complete line with 


over 110 years of heating experience and busi- 


ness integrity at your service. 











GAS OR OIL LO-BOYS— 


Eight oil lo-boys (from 
84,000 to 224,000 Btu out- 
put) and seven gas lo- 
boys (from 12,000 to 210,- 
000 Btu input) are avail- 
able in completely assem- 
bled or not assembled 
units. All carry Interna- 
tional’s famous TEN- 
YEAR WARRANTY, 
your assurance of cus- 
tomer satisfaction! 





nternational 


heater co., dept. f-6, utica 2, n. y. 


WESTERN WAREHOUSE. . . CHICAGO, ILLINOIS 
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volume is expected to reach abou: ten 
and a half millions. 

The article traced the early gro «th 
of the company, when in 1885 it vas 
founded “to manufacture, sell, ad 
deal in the article known as the “Bi: op 
Upholstery Nail’ . . 
years to where it “is among the wo: 1's 
largest producers of two seemingly in- 
related product lines: (1) air ‘m 
pellers, and (2) spring coilers «ad 
rolling mill machinery for non-fer: sus 


.” on through *he 


industries.” 


Atlantic Burner Supply opens 
branch Store on Long Island 


ATLANTIC BURNER SUPPLY CO., INC., 
Ozone Park, N. Y., has opened a 
branch store in Williston Park, New 
York, stocking a complete line of oil- 
burner parts, burners and heating spe- 
cialties. Joseph Kogan has been named 
store Manager. 


Perfection Stove announces 
changes in sales Personnel 


PERFECTION STOVE CO., Cleveland 4, 
has announced three changes involv- 
ing sales personnel. 

H. C. Erhard, previously manager 
of the contract sales department, is now 
sales manager of the company’s Jersey 
City, N. J., sales district. 

W. B. Gathings, formerly Jersey 
City district manager, is returning to 
the Cleveland home office to be assist- 
ant to the sales maanger of the Appli- 
ance Division. New manager of the 
contract sales department is H, E. 
Thomas. 


Conco Engineering Works opens 


branch Office in Milwaukee 


CONCO ENGINEERING WORKS, Men- 
dota, Ill., recently opened a branch 
office in Milwaukee. In charge of the 
new office is Lee Davignon, who 
worked in the Milwaukee area fu 
Minneapolis-Honeywell for 20 years 
and was for the past several years w! 
Conco’s Chicago office. 

The new Conco branch is bei 
opened to provide better service | 
dealers and builders, Davignon 
ports. The branch will include faciliti 
for warehousing equipment and pa: 
as well as a sales and engineer: 


service. 
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HW TO SELL BETTER — 
KOW TO MEET COMPETITION... 


YOU CAN USE THESE SELLING POINTS 
ADVANTAGEOUSLY — 
ORDER THE SELLING MAN TODAY! 


SPECIAL 
PRICE 


THE SELLING MAN ® ZOO 


(WE PAY POSTAGE) 








For the benefit of those breaking into selling 
and for improvement of active salesmen, W. A. 
Matheson, a director of Eureka Williams Corp., 
wrote an exciting book on selling techniques 
that has helped thousands get ahead faster. He 
calls it THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests 
are practical because he has tested them himself. 
The $4 investment is a tiny price for so much 
helpful and profitable information to attain 


wreater success. 


PLEASE MAIL REMITTANCE WITH ORDER! 
PLEASE NO C.O.D. ORDERS. 


4EATING PUBLISHERS, Inc. 
2 W. 45 St., New York 36, N. Y. 
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THERMOLOK Thermostat Locks 


JUST WHAT YOUR 
CUSTOMERS HAVE 
BEEN SEEKING—Every 
church, gym, apt., in- 
dustrial plant, etc. has 
been seeking this fool- 
proof lock — not a 
chance to change the 
thermostat setting un- 
less one has the spe- 
cial "Yale" type key. 
Easy to install—just slip 
it on and turn key. Fin- 
ish of lock matches the 
thermostat. 





THERMOLOK MFG. CO. INC. 


541 Rogers Ave., Brooklyn 25, N. Y. 











|HELPS YOU SEL. 


MORE HEATING JOBS, UNITS, BURNERS 


Write for tried and prove 
method for increasing you: 
sales. The Heat-Lock in 
ternal automatic damper ha 
many advantages .. . i: 
now equipped with bronz« 
oil impregnated bearings. 
Write now for interesting 
details. 


| NATIONAL FUEL CONSERVATION CO., 
| P. ©. BOX 750, WHITE PLAINS, N. Y. 








INC. 
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Geisler heads Skuttle; 

Evans retires October 1 
RUSSELL W. GEISLER, formerly vice- 
president and general manager of Skut- 
tle Mfg. Co., De- 
troit, Mich., has 
been elected presi- 
dent, succeeding 
Arthur L. Evans, 
who retired on 
October 1, Geis- 
ler, who has been 
with Skuttle since 
its formation 
1935, continue 
as general manager. 

At the same time Milton A. Powers, 
vice-president and director of engi- 





in 


Geisler 


S 


Railroad Ave., 


neering, was made vice-president and 
treasurer; Harry K. Bolton, office man- 
ager, because secretary. 


Steinen acquires additional 
space for Accessories Div. 
PURCHASE of additional manufactur- 
ing space has been completed by Wm. 
Steinen Co., Newark 5, N. Y. The 


essory Division. 


sentation 


company has acquired one of the five 
plants owned by Quiet Heet and now 
occupies the 20,000 sq. ft. factory on 
Newark. 

Expansion of manufacturing facili- 
ties was required to increase output 
of Steinen-made products, principally 
the new “Baro-Metric” draft regulator 
introduced earlier this year. The extra 
space permits streamlining of the en- 
tire manufacturing process 


The Division now has sales repre- 
throughout 





States and Canada. 


\/ 
“9° 


Div., 
ington, 


Ill. in Maine, 


Massachusetts, Rhode 


shire, 
at Lynn, Mass., 


of the Ac- Corp., Lynn, 


served as service and installation man- 


ager for Sprague, Breed, Stevens & 


the United Newhall, Inc. 








a 
PACKAGED OIL-FIRED UNIT 


Just What Your Customers Need! 


Have YOU Got It? 


The homebuilder's demand today is for 
compactness, efficiency and economy in 
every Hot Water or Steam installation. The 
Masterflame Packaged Unit comes fully 
wired and furnished with flow regulator 
valve, expansion tank, angle flow valve, 
and hot water dual ‘control unit. Also 
designed for steam. 


WINSTON CO. INC. 


33 Bradston St. 
Boston 18, Mass. 






Newark 8, N. J. 








165 Nye Avenue | 





Hollis L. Farrow has been named 
field service engineer for the Williams 
Eureka Williams Corp., Bloom- 
New Hamp- 
Island 
and Connecticut. Farrow, who resides 
formerly was treas- 
urer for George E. Warren Htg. 
and for many years 








Extra PROFIT 


Soot 
Destroyer 


(For fuel oil soot only.) Keep a supply on 
every service truck. Sell cleaning jobs. Use E-Z. 
Extra profit. One application does a thorough 
soot cleaning job. Saves time. Sell 1-lb. cans 
to eustomers. If your distributor cannot supply 
yeu, write direct. 


No. 1 pkg., approx. 1 Ib. ...List $1.00 ea. 
No. 5 pkg., approx. 5 Ibs. . List $4.50 ea. 


Special Discount to Distributors on Quantities 


HEALY-RUFF COMPANY 


797 HAMPDEN AVE. ST. PAUL 4, MINN. 
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[key giving away your ductwork profits! 


According to a recent FUEL OIL and OIL HEAT survey, 22% of all oil heating dealers 
plan to add their own sheet metal shops. This makes sense because you'll have absolute 
control over the quality and timing of ductwork installations. You'll SAVE a big slice 
of PROFITS on all your warm air and summer cooling jobs. Here's how to start. 


}WEBCO | The Portable Sheet Metal Bending Brake 


You can make ducts and fittings easily and quickly without hammering work. You can 
turn out dependable, precision work on this inexpensive top-quality sheet metal bending 


CALL OR WRITE 


HALLMOR INC. — McMurray Road, Bridgeville, Pa. 


brake. Let us show you! 














Readers’ Problems 
(Begins on page 128) 
ufacturers when planning systems of 

the types which interest you. 


Q. About what per cent do combi- 
nation storm windows reduce oil heat 
costs? 


B. J., Brookline, Mass. 


A. Up to 35% or even 40%, ina 
house extremely leaky to start out and 
made extremely tight through the in- 
stallation of tremendously effective 
storm windows and storm doors. As 
low as 10% for a house exceptionally 
tight to begin with, then fitted with 
storm windows not overly good. 
Ordinarily 20% to 25%, according to 
many heating experts. 

The answer obviously depends on 
(1) whether the house has much or 


little window-type heat loss for its 
size; (2) the condition of the windows 
to begin with, for they can be un- 
usually leaky or unusually tight, or 
anything in-between; (3) the effective- 
ness of the new storm windows, de- 
pending on their design and quality 
and also—highly important—on how 
well they are installed. 


Q. Ihave a problem I hope you can 
help me with. Six months ago I had 
a well-known gun burner converted 
to a widely-used modern combustion 
head employing a solenoid valve. Now 
the trouble is that carbon always forms 
on the spark points causing the burner 
to shut down on safety. I tried ad- 
justing them farther back, etc. Am 
firing the burner in a new cast-iron 
boiler with a precast chamber at 1.0 
gph. Over-fire draft .02”. The flame 


is nice and clean with very little trace 
of soot in boiler. Fan is 6” x 3”. I tried 
relocation of the gun by moving it back 
out of the boiler, raising it a bit higher. 
Also removed the baffle plate. The 
transformer, points, and wires are not 
faulty. 
All I can say is I am quite puzzled. 
I hope you and your service experts 
can help me out on this problem. 
Thank you. 
O. N. J., Revere, Mass. 


A. We'll give you several answers 
based on different angles. First, you 
seem to be travelling around servicing 
oilburners without the assistance of a 
good flame mirror. If you are, you 
are doing the wrong thing. A flame 
mirror is of tremendous help for ar- 
riving at proper setting of the spark 
points of any gun-type burner. The 








Progit 


with PERFECTAIRE 


Oil-Fired 


SUSPENDED FURNACE 


New England's largest manufacturer of furnaces offers qualified 
dealers an unusual opportunity to profit with a complete new 
line of expertly engineered furnaces—SUSPENDED or 
FLOOR MOUNTED to 2,000,000 BTU- Immediate deliv- 


ery—Excellent, protected territories. 


Write specifying type 


of business, area covered, Full details, specifications, catalogs 


on request. 


AIR CONDITIONING ENGINEERING CO. Cambridge, Mass. 





Self Contained, even 


to the Oil Tank. 





MOBILE HEATER 


for Construction Jobs, 
Emergency Use, Heat 
During Conversions, etc. 


DEALERSHIPS AVAILABLE -Write Today! 


Alll Sizes 
es BTU Capacities 
. 110,000 to 520,000 


Immediate Delivery! 





AIR CONDITIONING ENGINEERING CO. 
Cambridge 44, Mass. 


Please send information on: 


SUSPENDED FURNACE ( MOBILE HEATER 2 
COI TI ooo go da ccscndeccquacacdadaacecaeacke 
FT PPO TE CE CPOE CTCL ECU CET EERE Cire 
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ie Gives WMS dstoand OIL BURNEFS 






WITH THE 





Enthusiastic reception by the public 
explains the higher sales frequency of 
the Sundstrand all-electric oil burners. 
With a Sundstrand, the most modern 


concepts of warm air heating are r 
alized. ... That’s not enough; with 
Sundstrand, initial low-cost is matche 
by long-span oil burner performance: 


. . . These values and the Sundstrand reputation for th 
finest in oil heating add up to complete customer satisfac 





























flame mirror is needed to prove to you 
that you leave the job with the spark 
points close to the oil spray—say with- 
in Y%4” or Yy” of the oil spray—but 
definitely not in the spray. 

If on this trouble job you are using 
an atomizing nozzle that is not defec- 
tive and that gives a clean-cut proper 
spray, then you simply are adjusting 
the points improperly; you are locat- 
ing the tips where the oil spray touches 
them and wets them, with the result 
that carbon gradually forms on them. 





bustion head set up and adjusted prop- 
erly, in accordance with its manufac- 
turer's instructions. Adjust the head 
improperly, and the air flow around 
the spark points will be wrong. In- 
sufficient flow of air past the tips can 
cause the flame to whip back to them 
with the result that carbon is deposited 
on them. 

Second, obtain and follow to the 
letter the instructions issued by the 
manufacturer of the combustion head, 
and also install a new nozzle on the 
burner to make certain a nozzle is not 


wt tion. Foot or bracket mounted, all Sundstrand oil burner 
pune aut ch are listed as standard by Underwriters’ Laboratories. . . 
7 Dats vest ott and meet all state and local requirements. 
1 C : . 
1 Ht HeNERN eg A leader in oil heating for 33 years. 
, \ 
*® SUNDSTRAND ENGINEERING CO., Rockford, Illivois 


giving the trouble by spraying the fucl- 
oil improperly. Those two steps cer- 
tainly will end the trouble. “Stray 
oil” that comes from a faulty nozzle 
at too wide an angle may possibly be 
causing the trouble. The new nozzle 
should end that possibility. Use only 
highest quality nozzles of types recom- 
mended by the manufacturer of the 
combustion head. Use a pressure gage 
to make certain the nozzle pressure is 
100 lbs. 


Third, educate yourself regarding 








That holds true if you have the com- how far spark points can be from oil 


IMPROVED HOLD-TITE OIL-CHEKS 


... now better than ever 
@ Combination check, anti- 














HEATING PUBLISHERS, INC. 
2 West 45th Street, New York 36, N. Y. 


Please enter our order for the Books checked below: 























3 CL] BASIC SERVICE TEXT FOR PRESSURE 
hum and anti-syphon valve 3 ae $2.00 
works at any piping angle [|] BEACON “peor REFERENCE rage 7 segs pees 
Ti ° [] BEACON RADIATION REFERENCE BOOK ... 4.00 
my a i a [] COMMERCIAL INDUSTRIAL OILBURNING .. 2.00 
, ring which is unaffected by oil addi- CL) DUCT ee “OR HEATING 3.00 
Less than 2" long. tives. Each valve is vacuum tested O a oma: gcaeen R 00 
Hold-Tite Valves are for absolute tightness and guaran- E apt Sapam re tar Ge aC eta igs 
ideal for one and __ teed to stay that way—will not leak, C) tied 8 <=: 00 2. 4 
two pipe gravity or even under difficult vibration con- LJ] H STA G ay Ap ESTIC OILB ches El pee’ = 
suction installations. ditions. Sizes 14", 344” and 1/,”. | C] IN LLIN HE M L BURNER .. 2.00 
Mfrs. of Web-Chek, Control Repair Parts, Sludge Pumps | EC] LOW PRESSURE BURNERS ............----- —_ 
, y P ' 9 P | | (1 OIL HEATING HANDBOOK ................ 5.00 
ee ee (ti eee 
eee SNe eae ene ons: || © THE SELLING MAN ......... SPECIAL PRICE 4.00 
| L] WARM AIR HEATING & WINTER AIR 
MCONIPDIPIOINEING. hisne ooscetes pos a's Goes heise 8.50 
| [] DOMESTIC OIL BURNERS— 
“~ SOOT | INSTALLATION & SERVICING ........... 6.25 
DESTROYER | (] FIRST STEPS IN AIR CONDITIONING ...... 2.00 
| [] HEATING & AIR CONDITIONING .......... 6.25 
| CL] VAPORIZING BURNER SERVICE ........... 1.00 | 
° ° | CL] WALL FLAME ROTARY OILBURNERS ...... 1.00 | C 
STILL THE BEST ‘0 cleaning oil and CO HOT WATER SUPPLY ...................... 3.00 | 
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SLUDGE-GO for Cleaning Fuel Oil Tanks and Will i ee a Se neee © ) 
Enclosed is check for total of this order $.............. ) 





Emulsify Water. 
EZE-E WELD for Sealing Leaky Boilers. No After Odor. 
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KALMIDE CHEMICAL CO., INC. 
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L give my customers 
the BEST/ 


The Instant - Gla 
CUSTOM-BUILT INSULATING BRICK 


COMBUSTION CHAMBER 












STANDARD ROUND TYPE 


for Boilers 
i and Cast Iron Furnaces 
Sizes up to 2.0 GPH 





Many exclusive territories available to 
Dealers, Jobbers, Distributors, Mfg. Rep. 








— "NARROWBOY" 
WRITE... ROUND "AY TYPE for sp Boilers 
WIRE or PHONE TODAY a ae 









(Can be used on any job where 
THERM-O-BLAST “Seecapsclae quer “ihe Sar ewe camanate 
DIV. O'HALLORAN INDUSTRIES BOSTON MACHINE WORKS COMPANY 


| 
12305 TURNER * DETROIT 4, MICH. © Webster 3-2122 RE SS 
; | Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


STOP THAT NOISE! 


-.-in the pipes 

WITH THE WEATHER-FLO 
the indoor-outdoor control 
that fits any job—on the job 




























Stops “Expansion” Noises: Instead of slug- 
ging through a shot of “‘hot’”’ water every 
once in a while as a room thermostat does, 
©° the Weather-Flo circulates water con- 
stantly, warmed just enough to replace the 
BEFOS heat that’s being lost. Eliminates rapid 

water temperature changes . . . rapid ex- 

pansion and contraction of radiators and 


ZA 0 ° pipes. Stops the noises pipes make when 


Surg\é rubbing against joists. Minimizes the pos- 


ee 


Helps You Build 











Profits and Prestige sbity of "leaks? 

; ' ; ; ; Soe | Stops‘ Entrained Air” Noises: By keeping the 
Co: bustion-testing builds business in two servation will work wonders for you. It will | water circulating constantly—at weather 
was. First, it boosts service profits because —_ establish you as a “‘fuel-saving” expert and | controlled modulated temperatures—air 
wil instruments any service job canbe done —_—help you corner an even larger share of im- | is never allowed to accumulate anywhere 
in '¢ss time and by less experienced men. mediate and future sales in yourcommunity. | jin the system. This eliminates that annoy- 
Second, it brings in new equipment business The MASTER KIT shown above willappeal | ing gurgling noise in the pipes that occurs 
by spotting fuel-wasting burners through a _ particularly to those who want professional | when the circulator first starts up. 
Gomatic “fuel-saving” check-up which will implements of highest quality and reliability, | Get all the facts on the Weather-Flo. Write 
* vince even the most skeptical customer of as well as of impressive display. The cost | for Bulletin F-453. 





need for replacement or modernization. of the kit is very small compared to the 
eying your sales and service tofuel con- sales and service profits it will bring you. 


Ask your Jobber or Write for Bulletin 733 7 AUTOMATIC DEVICES Cco., INC. 
BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE PITTSBURGH 8, PA. 





WESTERN SPRINGS, ILLINOTS 
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VERTICAL 


Steel Boilers! 


Designed and constructed to provide 
unsurpassed heating excellence, NEW 
YORKER vertical boilers offer hbigh- 
est possible efficiency. 


Send for details NOW! 


NEw YORKER 


STEEL BOILER CO., INC, Colmar, Penna. 


HERE'S the finest 














these 
advantages: 






Chec 


Attractive hammertone jackets 
can be installed after all piping 
has been completed. 







Clean and quiet operation, 






Can be had in ASME construction 
and stamped. 










Extra-large instantaneous coil. 


oo 


Large swing-type fire inspection 
door. 









spray and still provide proper ignition. 
We tell you this because your entire 
trouble may lie in your tendency to 
try to play too safe by setting spark 
points so close to the oil spray that 
carbon forms on them. First, try the 
spark points flush with the end of the 
nozzle—find out if the spark lights 
the oil properly. Find out how far 
you can have the points from the spray 
without causing ignition failure. The 
results of your experiments may amaze 
you and teach you much. 

We know of one unusual burner 
employing a pressure atomizing noz- 
zle and starting properly with the 
spark points factory-set fully one inch 
from the oil spray. Of course, wind 
up with the points adjusted properly, 
not located at the greatest distance 
from the oil spray that provides prop- 
er ignition for your experiments. 


Q. Thrifty home owner is giving me 
a tough time. Spent good money on a 
clock thermostat—to save fueloil, of 
course. Now, going away for a week- 
end, he turns off the main oilburner 
switch at the top of the basement stairs. 
Stops everything, including the clock 
of the thermostat. 


Boiler goes cold instead of staying 
hot for tankless water heater, and he 
does save a few gallons of fueloil over 
a weekend away. But he insists each 
time he returns, which is often, that 
at no charge I go out there and re-set 
the clock of the thermostat. 

R. W.S., St. Louis 


A. Same trouble’s been encoun- 
tered before. You'd better change the 
wiring. Wire up so turning off the 
switch at top of basement stairs stops 


the oilburner, and circulator if job 
has one, but not the clock. Simply give 
the clock’s transformer 110-volt cur- 
rent from a nearby basement electric 
line that’s always turned on. 

Usually can be done quickly, at small 
expense. If customer won't pay for 
the improvement, you may have to. 
It’s sure cure for your headache. 


Q. Can you refer me to a survey 
or literature which indicates a rule-of- 
thumb cost to heat with oil a dwelling 
of five or six or any number of rooms? 
I appreciate that a number of factors 
influence such costs, but what I seek is 
a general rule for approximate costs. 

B. J., Brookline, Mass. 


A. Start with a figure for the Btu 
heat loss of the house—an accurate 





SWEAR BY GORTON VALVES 


Thousands of Oil Heat Dealers have found the secret of proper venting of 


steam jobs by using GORTON VALVES. 


If you have not used GORTON VALVES, why not try them on your next 


"VAPOR 
EQUALIZING 
VALVE 


PAT.N? 2494293 


steam job? The results will amaze you and you too will then swear by GORTON 


VALVES. 


WRITE TODAY FOR LITERATURE AND PRICES 


GORTON HEATING CORPORATION .- CRANFORD: NEW JERSEY 
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Since 1887—Manufacturers 
Heating Equipment 





November 


1953 
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3 VITAL... 


2 Bac 


| FACTORS \orstctce, 
FON 1 DIAL - IN SECONDS! 


Locate the cause of heater combustion trouble - 
Fast - with the VECO Complete COMBUSTION 
ANALYZER. Use it to pin-point troubie by read- 
ing CO:, Temperature, and Draft — Use it to 
avoid call: backs by checking finished work 
scientifically. 

PERMANENT CALIBRATION 
Uses Sensitive, Temperature-Compensated 

VECO GAS ANALYSIS CELL 

No open wires - NO corrosion 
Extremely ACCURATE 

Easily operated - NO messy chemicals 

All electric - Dry cell battery powered 

Portable, light weight, rugged 

Will pay for itself in a short time. 





Model 140-A for Domestic use 


Model 140-C for Industrial use 
Available beh your jobber 


Manufacturers o' 
MO CRMUSTORS — VARISTORS 


TEMPERATURE SENSING DEVICES 
ELECTRONIC AND THERMAL CONTROL 
INSTRUMENTS 


ENGINEERING CORPORATION 
Springfield Road, Union, N. J Tel, UNionville 2-7150 
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COMBUSTION 


Mae, CHAMBERS 
Tough 
and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they're “tough” 
and give years of “flawless”. performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 


Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 


GE CLAY FORMING CO. 
Sebring, Ohio ¢ Phone: 8-6141 


as of RADIANTS © BACKWALLS ¢ STOVE LINERS 
Cc 






SINCE S 


















OMBUSTION CHAMBERS ¢ INSULATING BRICK * ELEMENTS 




















MORE OIL BURNER Y 
ACCESSORIES fy 


Those two words, “By Buckeye,” are a familiar guaran- 
tee of thoughtful engineering and good construction; 
the performance and long life your dollars should buy. 
Pictured here are a few of the many 
items that make up the Buckeye com- 
plete line of Oil Burner Accessories. 





No. 623 Flush Fill Box 
Sturdy but light, cast iron body, 
brass lid. Made in 2” size for fuel 
oil installations, 





No. 446 Vented Fill Cap 


Heavy cast iron. Extension 
arm on body quickly locates 
cap for padlocking. Removable 
vented cap. 





No. 628 
Hinged Vented Fill Cap 
Heavy iron. Used when fill 
pipe extends above surface. 
Hinged cap can be locked. 





No. 714A Sludge Pump 
All brass with malle- 
able iron handle, Easy 
to operate at any an- 
gle without a foot 
valve. Expels about 1 
pint per stroke. 


No. 631 
Double-Opening T Vent 
Each opening has _ brass 
fire screen protected by a 
heavy galvanized hard- 

ware cloth, 





For oil burner installations, Buckeye also makes foot 
valves, bushings, strainers, check valves and shut-off valves. 


BUCKEYE IRON & BRASS WORKS, Dept. F 
P, O. Box 883, Dayton 1, Ohio 












BUILT FOR SERVICE 


Z sand the serviceman! 









Quickly installed ... easily serviced. Simple in 
design, sturdy in construction for long life, de- 
pendable performance on oil burner fans and 
pumps. 

Lovejoy Flexible Couplings eliminate vibration 
| . insure steady, quiet operation . . . increase 
| burner efficiency. 

TYPE DX _ 
| . . . ideal for close-quarter ap- 
| plications. Quickly installed, eas- 


ily serviced. Many manufacturers sup- 
ply Lovejoy jaws on blower hubs at no 
extra cost. 










REPAIR KIT 
. this handy 32-piece kit 
has everything the oil-burner 
serviceman needs for cou- 
pling repair or replacement. 
For shafts 5/16” to 5%” di- 





In hinged-lid steel box. 


Write today for illustrated bulletin 
and price lists. 


| LOVEJOY FLEXIBLE COUPLING CO. 


| 5012 W. LAKE STREET CHICAGO 44, ILLINOIS 
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Ase 


\. give you this combination 
\\ of vital features 








2 Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of exfra power. 


@ More rapid heat transmission. 


for 





Tie 
D 


Vaporizing Oil Burners 





We will gladly furnish literature and spe 
fications for your particular requiremen! 
Write us today! 





a 
@ Snap acting Micro-switch. 
% renin asia rugged soeiewelion. ii D. H. Wace SERIE E co. 
@ Less service — greater customer satisfaction. Bex 8, Beeston A herheley, Californie 

















figure if you want accurate results, or 
a good guess if you want fuel cost 
figures based on a guess. Add 15% 
to this figure as an allowance for heat 
lost from the furnace or boiler and 
the ducts or piping of the distribution 
system. Then divide by 100,000 Btu 
to determine the “theoretical gph fir- 
ing rate.” One gph utilized at about 
70% efficiency provides 100,000 usable 
Btu’s per hour. Now multiply by 
1,500 to find out how many gallons of 
fueloil will be needed yearly to heat 
the house. Inefficient heating plants 
may use 20% more oil than the agure 
you arrive at; extremely efficient heat- 
ing plants may use 20% less oil. An 
engineer who uses this method, start- 
ing with accurate Btu heat loss fig- 
ures, finds it usually produces answers 
accurate to plus or minus 10%. His 
results are in terms of normal heating 
seasons. He uses degree-day methods 
to compensate for unusually mild or 
severe winters. 

This may possibly help you. Our 
check-ups made recently on certain 
low-cost housing projects brought out 


that here the yearly fueloil consump- 
tion for heating and hot water amount- 
ed to from 120 to 170 gallons of fuel- 
oil per room. Five-room, small, mod- 
ern, insulated homes used from 600 
to 1050 gallons of fueloil yearly in 
the New York area. 

Per yearly fueloil consumption for 
another group of homes, each having 
six larger-than-minimum size rooms 
and each heated by a furnace-burner 
unit fired at .85 gph, was 925 gallons 
of fueloil for heating only (not for 
water heating) yearly. 

This study covered more than 300 
homes, identical in respect to plans, 
construction, and oilheating equip- 
ment. In about a dozen of these homes, 
yearly oil consumption was below 800 
gallons; in about two dozen, it was 
above 1200 gallons. 


Q. A friend of mine who sells a well 
known burner complains of trouble 
from its combustion head clogging. The 
burner in question has a very special 
combustion head, The distributor said 
that in some installations the small air 













| PROBLED 


§ With the Only Swirling Action 


' BAFFLE PLATE 


GET THE FACTS — CONTACT YOUR JOBBER OR 


WRITE TO 


FIRE-SNRL erie 


openings in this head are clogged badly 
by dust, lint, and other things floating 
in the air. This is particularly bad, he 
said, where the lady of the house does 
lots of sweeping, for she simply puts 
more lint and dust in the air than in 
a house suffering from little sweeping. 
Since all the burners this distributor 
sells go into boilers—probably inside 
jackets—this is a problem which you 
might wish to phrase into an inquiry, 
and give them an answer. Make it 
completely anonymous, though. 


W. A. G., New York, N. Y. 


A. Asa confessed avid follower of 
this department, you must know that 
in every instance we scramble the ini- 
tials of the inquirer to avoid chances 
of embarrassing him before his friends 
and competitors in the field of oilheat- 
ing. We have even moved small-town 
inquirers miles and miles to different 
towns! 

On p. 116 of the June, 1953 issue 
of FugLor, & Oi Heat appeared an 
excellent answer for the problem you 
outline. Permit air to enter the fur 
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OIL HEATING SNAGS 


This book gives the solutions to many of the 
Everyday Snags that annoy you in installation 
and service. We've been working on them ' 
for years. They are all simple and practical ; 
answers to the most common goat-getters on 
jobs. It’s an 814 x 11 inch book of 64 


ES ook op Us ee aoe WER ee ek Res 


(Please send remittance with order.) 





SHOOTER ITT 


HEATING PUBLISHERS, INC. 


New York 36, N. Y. 





November 


1953 




















Ps A COMPLETE 


/ TYPE AND SIZE / 


liumid ifiers/: OR EVERY — 


7 AIR FURNACE 





9 THERMO-DRIP 
Most efficient, depend- 
able way to put mois- 
ture in air in propor- 
tional, measured 
§ amounts. 





VAPORITE 
555 
size, one 
pletely 
for lowest cost in- 
stallation. 


SVAPORITE SERIES 500 
Stainless steel pans 
give quick heat trans- 
fer. A size for every 
warm air furnace. 

MODEL CF-500 


For counterflow  fur- 
naces. 


VAPORITE 

577 

Factory assembled. Ad- ; pee 
justable to sloping bon- 

nets. — 





Write today for free literature on 
the humidifier that will best meet 





eT auromeil( 


OIL FURNACE 








GUN TYPE 
FORCED-AIR 
Floor 
FURNACE 

WITH 


Forced-Air 
Blower-Fan 


A compact steel floor fur- 

nace, efficiently designed : 

with a pressure atomizing atl 

flanged QUIET AUTOMATIC OIL BURNER ... electric ignition 
. . equipped with Minneapolis safety controls ... Burns #2 

oil. Do not confuse this unit with kerosene burning floor furnace. 





A PRODUCT OF 


| QUIET AUTOMATIC BURNER CORP. 


J. G. KAVENY, President 
33-35 BLOOMFIELD AVE. 








NEWARK 4, N. J. 
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Cash in on the lower installation costs 
of new FORCED WARM AIR BASEBOARD 


Get the WECT AIRE Story 


Vectaire installation goes in fast, with big savings 
in labor. Requires no screws to assemble—eliminates 
most cutting to length. Uses inexpensive small round 
ducts costing as little as 25% of other systems, with 
special Vectaire boot air connection. Exclusive 
Vectaire charts translate simplified data into neces- 
sary installation facts in less than one minute. 


(} Rush Details New Vectaire Factory Package 


(}) Figure Enclosed Plans and Return Without Delay 
CL] Please Have Your Salesman Call 





veclatte 
_ EN ho ASEBOARD 
oe/ MODERN, NO-DRAFT 


@ PERIMETER WARM AIR HEATING 
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A practical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems. 


Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer's 
body would interfere with the normal air movement. 


Unique scale lock makes possible to retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 
it in the pocket. 


Ask your Jobber for the FloRite or write for Leaflet 760. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


7301 PENN AVENUE e PITTSBURGH 8, PA. 
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CAPACITIES 
TO 300 GPM 





CUSTOM 






INDIVIDUALLY INSPECTED 





PUMPS & METERS 





-MADE pumps and meters, that serve you best 


because they are individually machined to exacting tol- 
erances...individually inspected for workmanship and 

materials...and individually tested for faultless oper- 
ation and accuracy. Buy GRANCO-for accuracy, depend- 


ability and long life. 










INDIVIDUALLY TE: TEp 





EXCLUSIVE GRAN¢* > 
PRECISION 









Write for Catalog 





ADJUSTME:'T 








GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 





mmm. od 





nace or boiler jacket through two 20”. 
x 20” x 2” air filters, one located above 
the other, so that the air that flows to 
the blower in the burner is first cleaned 
by these filters. The June issue item 
has a drawing to make things 100% 
clear. It mentions that another rem- 
edy for this problem appeared at an 
oilheating show—in the form of a big 
air cleaner attached to a_ pressure 
burner to filter the air flowing to the 
burner’s blower. 


Q. With time on my hands for the 
first time in my life, I’m glad I brought 
with me a stack of FUELOI & OIL 
HEAT, but I wish I had a new set of 
“Readers’ Problems” to read every 
day. The other man’s troubles are edu- 
cational and often amusing. 


Question #1: Low stack tempera- 
ture being the equivalent of many 
miles-per-gallon in your car, why did 
all the new boilers and furnaces I’ve 
ever tested show above 650°, some as 
high as 800°? 


Question #2: Why doesn’t some 


manufacturer make a name for him- 
self by bringing out oil furnaces and 
boilers guaranteed for maximum of 
500°F. when fired to produce rated 
output? 

W. E. S., Reno, Nev. 


A. Answer #1: You just were not 
lucky enough to encounter furnaces 
and boilers of excellent design and 
a dle size. Many that read below 
65U~ are heing installed by conscien- 
tious »theating equipment dealers, 
able to sell especially efficient equip- 
ment to homeowners wise enough to 
want oilheating equipment better than 
ordinary. 

Answer #2: Ask manufacturers of 
highest quality oil-furnaces and oil- 
boilers to sell you units that will give 
the low stack temperatures you want. 
You can get what you want. You may 
wind up buying, for example, a fur- 
nace rated for a maximum firing rate 
of 1.75 gph, and firing it at 1.25 gph 
to be able to guarantee your customer 


a maximum stack temperature of 
SOO°F. 


M-H Controls 

(Begins on page 65) 
ture and oilburner “on” periods of six 
to seven minutes, we noticed the spark 
stayed on for 30 to 45 seconds as the 
result of the low stack temperature. 

After studying the above instruc- 

tions once more, we followed them. 
They told us that if the spark stays on 
for 30 to 45 seconds, we should widen 
the differential of the thermostat to 
obtain longer burner operations. Why 
we should obtain longer burner opera- 
tions because the spark stayed on 30 
to 45 seconds, we could not figure out. 
But, being sticklers for observing man- 
ufacturers’ instructions to the letter, 
we followed these instructions. 


Longer “on,” “off” Periods 


We wound up with longer burner 
“on” and “off” periods, all right, and 
with great howls from the occupants 
of the house because we had turned 
their smooth heating and nearly-con- 
tinuous circulating blower operation 
during mild weather into the bumpiest 
heating they could imagine. 








THE ONLY GUN-TYPE 


FLOOR-LEVEL FURNACE 


Send for Free Colorful Brochure 


DELTA HEATING CORP. | 


TRENTON 8, N. J. 
IN CANADA — KRESNO-STAMM MONTREA 
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Vv REMINDER 












STANDARD SIZES OR 
FABRICATED TO 
YOUR SPEC'S. 


L 24. QUEBEC 





Samaox OIL STORAGE TANKS 





SEPTIC TANKS,FARM TANKS, 
ABOVE OR UNDERGROUND TANKS 
FOR ALL LIQUIDS OR SOLIDS 


aE | 


GUARANTEED LE AKPROOF 
UNDERWRITERS APPROVED | 


CAP 100cat.TO 34000 Gav. 


ee) 


WRITE TODAY 


a. FOR CATALOGU: 4 












SHEET METAL FABRICATORS INC. 
| 1135 WEST 36TH STREET 


CHICAGO 9 ILLINOIS 
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d2pendable — 


PREFERRED 
Ati | 
Angle type construc- 
tion for convenient 
installation and for 
heads up to 5’ or 
from 5’ to 10’ as 
need 


fe 


, Preferred offers a complete line of 
dependable Anti-Syphon Valves for domestic 
installations, requiring a maximum capacity 
f 30 gph on Nos. 1, 2, or 3 fuel oils. Com- 
fmercial and Industrial sizes available up to 
/ 3” 1.P.S. in standard heavy-duty bronze. 










Approved by Underwriters Laboratories, Inc. 


n ordering for domestic use, specify Type 
d pipe size, %” or 42”. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY NEW VORE 23, WM ¥. 























BT 


This emblem means 
contentment in more 
than a million homes. 


























An oil burner may burn 
$200.00 worth of fuel in a 
year. If the burner per- 
mits 40% fuel waste, $80.00 goes up the stack. You 
ca’: see why, then, more and more dealers are search- 
ing for an oil burner of highest efficiency. The Hay- 
ward rotary atomizing burner is engineered for 
superior efficiency. Why not see what Hayward 
can do for you? Call or write: 




















HAYWARD OIL BURNER CORP. 
86 Kirkland Street, Cambridge, Mass. 


Factories in Brooklyn, N. Y. and Taunton, Mass. 








Oil Heat puts Safety First. 


eloil 


di), 


SPEAKING OF LONG LIFE 






"Outside of repacking and 
adjustment, this pump has 
given us nothing but the 
best of service for over 
30 years", so says an east- 
ern petroleum company. 





The latest in totally 
inclosed Viking Twin 
Pumping Units. 











With Viking pumps, its proof of long life that you can 
bank on. Thousands of Viking installations, many of 
which have been in service 10, 20, 25, 30, 35 years with 
little or no service outside of regular care. 

That means billions of gallons of gasoline, fuel oil and 
other petroleum products have been handled at lowest cost. 
Look to Viking for the latest in twin and single outdoor 


units. 35 to 1050 gpm sizes. They are 
||| VOKING 
ANN DUMPING 
ee letins B400EE and SP223CEE 
— @ 


the last word in bulk handling equip- 
ne today. 


ment. 








Economical to buy—to operate— 
to service. Send for free bul- 














1 {Cores 


Our 
or 
IS wy °8 te 


PUMP COMPANY — 


CEDAR FALLS, IOWA 
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American now offers a greater variety of 
Combustion Chamber designs to meet your 
particular installation problems efficiently. 


Made of the finest, high-grade fire-clay 
material, American Chambers are ‘“Kiln- 
cured” to withstand temperatures up to 









AMERICAN COMBUSTION CHAMBERS mca: 


2 
2500° as well as water deterioration. A: j 
too — American’s high quality mater) ; 
assure faster heat-ups and quieter bur: 


operation. Find out today why more Am« 
can Combustion Chambers are being used 











“Do we have to widen the thermo- 
stat differential to obtain longer burn- 
er operations, if the ignition cycle lasts 
30 to 45 seconds?” we plaintively asked 
one of the M-H experts who knows all 
about these things. 


Long & Short Cycles 


His answer: No! A long ignition 
cycle causes the RA117A to tend to 
short-cycle a burner, because when 
both relays are energized the flow of 
current through the thermostat heater 
is twice the flow when only the motor 
relay is energized. If the burner short- 
cycles, you can arrive at longer oil- 
burner “on” periods—if that’s what 
you want—by following the instruc- 
tions about widening the differential of 
the thermostat and shifting to heater 
plugs that have less effect. 

There’s a good part to the instruc- 
tion sheet that accompanies the RA- 
117A. It reads: “It is important to 
leave the cover on the Protectorelay 
to protect it from dust and damage.” 
We know of no oilburner expert who 
disagrees with that point! 


Tiffin, Ohio * 





Oil Progress Week 
(Begins on page 80) 


For the first time a banquet was held 
in Philadelphia, where Frank M. 
Porter, president, American Petroleum 
Institute, spoke. Dr. Robert E, Wilson, 
chairman of the board, Standard Oil 
Co. (Indiana), addressed a Rotary 
luncheon in Philadelphia and then 
went to Harrisburg, Pa. to speak to 
more than 500 attending a community 
leader event. 

A dinner for 650 took place in 
Washington, D. C. and four luncheons 
in Wilmington, Del., were sponsored 
by the Delaware Chamber of Com- 
merce, the Rotary, the Kiwanis and 
the Lions Club. 

Moving out to the Middle West, 
a number of speakers appeared before 
organized groups and schools and local 
committees arranged a series of dis- 
plays. 

South Bend, Ind., prepared a con- 
servation exhibit on the courthouse 
steps and Fort Wayne circulated an 
elaborate float through the streets of 
the city. 








Code No. C/T #11 





RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Code No. S-SOS #11 


THE RAJAH CO., 35 Verona Ave., Newark, N. J. 
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than ever before! 


Descriptive literature is available. 


THE AMERICAN CLAY FORMING COMPANY 


43 Bruen Street ° 
WAonUl-my-V-t-108-9-U Rol mol ay Wiener Gal mim al -2-senolelons 


Tyler, Texas 


Manufacturers of Specialized Refractories For Over 30 Years 





Another oil queen was selectec in 
Michigan and in Detroit a city-wide 
“Oil Man for a Day” program involved 
more than 35 different high schools 
and close to 500 students. 

The Chicago Oil Men’s Club saluted 
the 50th anniversary of powered 
flight. Senator Dirksen of Illinois ad- 
dressed the Chicago Desk and Derrick 
Club; W. K. Whiteford, president, 
Gulf Oil Corp., talked before the Chi- 
cago Executive’s Club. 

Shell Pipe Line Co. sponsored seven 
open houses at their pumping stations 
and terminals extending from Wood 
River, Ill. to East Chicago, Ind. 

In all, this year’s observance of Oil 
Progress Week marked a new high for 
school essay contests, displays and ex- 
hibits, speakers and film showings, 
proclamations by governors, mayors 
and other public officials, radio and 
television interviews, spot announce- 
ments and tie-in advertising. All are 
practical, effective ways for telling the 
consumer how important oil is to his 
daily life and how “Oil—at your 
Service” typifies the year-round serv 


ice he gets. 


When You Buy 


Draft Regulators 
., Flame Mirrors 


WM. STEINEN MFG. CO. 


Nozzle Kits 


ESTABLISHED 1907 
Newark 5, N. J. 
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| PERFORMANCE |é: WYtn, Dealer: 


PLUS | - Are You Getting 
| LONG LIFE a the MOST from 


Your Franchise? 




















































Mach year, the 
\eme Electric oil 
burner ignition 
iransformers in 
service are prov- 
ing their exception- 
al performance. 
Now is the time to 
add this perform- 
ance to your oil 
burners. 


Mr. Dealer, here’s a real challenge. In- 
| vestigate the Anchor franchise. We bet 
you'll agree that you'll say, “It’s Anchor 
for me”’. 


The Anchor franchise actually helps pay 
your income tax. Amazing? Yes— but 
absolutely true! Combine 

A COMPLETE 


ACME ELECTRIC CORPORATION | AEC TT | een 
ucts with the Anchor fran- 
Main Plant: 5011 Water Street ¢ Cuba, New York | chise and you’re due for | "! 80Y MoELs 
LO BOY MODELS 
profits than ever before. oe prtncanse 


FORCED AIR TYPES 
Write Today for Complete Details} gexyity types 


From 59,200 to 148,000 BT 





West Coast Engineering Laboratories: more sales with higher 
1375 W. Jefferson Blvd., Los Angeles, Calif. 


In Canada: 50 North Line Rd., Toronto, Ontario 








ANCHOR DIVISION 
STRATTON & TERSTEGGE CO., INC. 
re OO. BOX 311 NEW ALBANY, IND. 














—HOW TO SOLVE 


automatic control problems 


@ basic principles @ basic problems @ how 
control devices operate @ how to combine 
control devices into systems 











Here is a book that shows you how automatic 
control works in a heating or air conditioning 
situation, and that gives you information you can 
apply in designing, installing, or servicing heating 
or cooling equipment. Avoiding analysis by mathe- 

Just matical formulas, this book shows you the basic 
Published! problems that are likely to arise in various heating | 
* and air conditioning systems, and then gives you 
the basic principles for solving them. 


This is a practical book that 
takes you logically from means 


AUTOMATIC of seen a of 

actuation . , . through construc- 

CONTROL of tion and iieetan tees of con- 
HEATING and AIR trol devices . . . to the combina- | 


tion of individual devices into | 


CONDITIONING control systems. Special atten- 


tion is given to each area—do- 











By JOHN E. HAINES mestic heating, commercial heat- 
Vice-President, ing and air conditioning, unit . 
Minneapolis-Honeywell heaters and unit ventilators, and Write for New Catalog 
Regulator C radiant panel heating systems, | ' . 
srntasilleennes ogo and the special problems of | on Dongan’s New Line of 


354 pages, 6 x 9, 200 : : 
i ty : automatic control for refrigera- | 
illustrations, $6.75 cia “Seu ax ake Replacement Transformers and Bases 


conditioning. A big aid is a 


) FUELOIL & OIL Sa he nee Dongan Electric Manufacturing Co. 
A few of the chapters: ° ° ° 
HEAT © Satie: © beaeieeniel 2981 Franklin Detroit 7, Mich. 


Gare 4 he nn Ha Cir- “The D sed veel 
e = e | 
2 West 45th St. rcumatiecontrsi Unit; =" one e Dengan Line Since 

pis B +i 
New York 36, N.Y. Si" cctatied chapters in all 


ol 





















You'll have 75% fewer 
adjustment calls with REXOIL!” 


@ and 25% LESS INSTALLATION COST.* 
@ and FREE ENGINEERING AND ADVERTISING ASSISTANCE! 


* Conclusions resulting from independent survey of oil burner dealers. 


JOBBERS & DEALERS: Think of how much you'll save with 75% fewer 
service-adjustment calls after installation! You 
can have this extra profit — with REXOIL OIL 


Cha ne Reif Yor gall tomatoe (WA. 2420) | REIF-REXOIL, INC. 


37 CARROLL STREET BUFFALO 3, N. Y. | 








Chester Cable completing Wing DEGREE DAY TABLES 
for additional Production ~~ ON® MONTH ONLY SEASON TO DATE——- 


’ September Percent Sept. 1 to Sept. 30 Perce 
THE CHESTER, New York plant of the Normal 1952 1953 Change* Normal 1952 1953 Chance 


Chester Cable Corp., will soon have 139 130 165) 18.7 Albany AP 139 130 165) 4-18. 
18 1 11 —38.9 Atlanta CO 18 1 11 —389 
33 28 —15.2 Baltimore CO 33 8 28 —15.2 
: 77 71 — 7.8 Boston AP "7" @ na” 
ing extensive additions to plant and 121 3 137 413.2 Buffalo AP 121 23 137 +4132 
equipment, will help meet the stepped- 90 6 312 Chicago AP 90 85 62 —31.1 
up production of the company which 48 2 16 —66.7 Cincinnati CO 48 22 16 —66.7 
manufactures industrial and commer- 60 92 +53.3 Cleveland CO 64 92 +533 
cial wire and cable. 6 0 vee Dallas AP 0 0 ae 
lel elena alicept tinct ae omnes iiedgichccieea 3 40 —61.2 Denver CO 3 40 —61.2 
r — — ——— aonnen acai ane ne _— | 99 Pa > oe Des Moines AP 77 66 : 33.3 


OIL BURNER | 2 + 6.3 Detroit AP 95 Dm +a 


‘| 105 107 +12.4 Grand Rapids CO +12.4 
IGNITION | ASSEMBLIES ; 59 ae” Eeeneae 5 99) 48 


yg 174 42.5 Helena AP 32 42 § 
7 an ‘ er. OD had Houston AP 0 


5] 44 —24.1 Indianapolis CO 51 44 —949 
residential use 29 13 D5 Kansas City AP 29 13 —0.5 


CROWN offers a complete | 0 2 90.5 Los Angeles CO 0 2 —90.5 
line of standard oil burner | 31 21 58.8 Louisville AP 31 21° —588 
electrode assemblies, cable | 126*** 93 30.6 Milwaukee CO 2 126*** 93 —30.6 
assemblies, hardware, ter- : | 143 139 11.5 Minneapolis AP 143 139 
minals and UL approved | 0 0 News Cleese OO 0 0 
cable. Quality is the finest ss 2 i}? , , 
available. Ceramic insulo- fi 13 39 0 New York CO : 13 39 
tors ore UL approved. | 60 40 —54.6 Omaha AP 60 40 
Prompt, efficient, reliable | 32 10 29 -—12.1 Philadelphia CO 3: 10 29 
service on all orders—large 38 oF he 1S Pittsburgh CO 38 57 
or small. = ft 185 226 +13.6 Portland, Me. AP 185 226 
Complete Seruice = ft 5 49 60 —29.4 Portland, Ore. CO 49 60 
CROWN engineering service 7 69** 118 +10.3 Providence AP 69** 118 
a en . = * FT 40 38 —24.0 Roanoke, Va. AP 40 38 
oday for complete infor- ¥ : 7" 
siiinen: an dieiienias 10 10 —73.7 St. Louis CO ? 10 10 
custom-built assemblies. 19 11 —82.0 Salt Lake City CO 19 11 
Literature on request. , 128 88 —20.7 San Francisco CO 128 88 
ins 249 333) +11.7 Sault Ste. Marie AP 249 333 
sO oe sr NF Seattle CO 3 88 105 
; . 102 94 109 6.9 Toledo AP 2 94 109 
Crown Engineering 14** 30 ie Washington AP 37 14** 30 
ool e ceol o-Banen, . ee ‘ d 


KEYPORT + NEW JERSEY ——- 
LED TEED a *Compared with normal. **City Office *** Airport Office 


25,000 feet of additional plant area in 


full production. The new wing, hous- 
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